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The neglected, ramshackle old farm house shown 
in the two left-hand pictures was built between forty 
and fifty years ago, and until recently practically noth- 
ing in the way of repairs, or even of maintenance, had 
Not long ago, however, it was 
including an 


ever been done to it. 


thoroughly repaired and modernized, 








While the old farm 
house looked like 

this, would-be buyers 
were “scared away,” 
and the otherwise 

desirable farm “went 
begging” for a pur- 


chaser 








How an © Unsalable” Farm Was Sold 








crops of the surrounding farms; the orchards had been 
pruned and sprayed until they produced perfect fruit 
in abundance; every field was newly fenced, and there 
was a good barn on the place, but the old unpainted 
farmhouse had hardly been touched inside or outside 
since it was built. When the owner died—a city man 











But when its appear- 
ance was changed to 
this, the farm was 

immediately sold, to 


a cash buyer, for $500 





above the original 


asking price 














“overcoat” of shingles, so that it now presents the up- 
iodate appearance shown by the two right-hand pic- 
tures. And thereby hangs a tale—of a modernizing job 
that paid for itself many times over, because it 
brought a cash purchaser for the farm, which the 
owner long had desired to sell but had almost de- 
spaired of doing, because of the handicap of the un- 
sightly and almost uninhabitable old house. The soil 
of this Carroll County (Ohio) farm had been ferti- 
lized, limed and cultivated until it grew double the 














who had been interested only in growing two ears of 

corn where but one had grown before—many farmers | 
of the vicinity were interested in the property, and a 
number wanted to buy it. In fact, it was “sold” a half 
dozen times or more—until the prospective buyers’ 
wives came to look it over. After one glance at the 
old house the wives would exclaim, “I wouldn’t live 
in such a shack as that!” And then the deals were off, 


in spite of the red bank barn, the flourishing fields, and 
the fruitful orchards. 


{Turn to page 29] | 
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Since our disastrous fire of April 13th, 1931, when our 
entire plant of sawmill, flooring factory and large stocks 
of lumber and flooring were destroyed by fire. we have 
been engaged in the building of a hardwood flooring 
mill, dry kilns and warehouse and we will soon have in 
operation the very latest and most modern plant for the 
manufacture of Maple and Birch Flooring it is possible 
to build, and on the same site where we have been 
manufacturing since 1910. 


The plant will be operated by the same skilled corps 
of operators whom we have trained over a long period 
of production and you are assured that our celebrated 


brand of “DIAMOND HARD” Maple and Birch Floor- 


J. W. WELLS 


MENOMINEE, 


DIAMOND 


ing will be up to the highest standard known in the 
industry—kiln dried by the latest dry kilns, machined 
by the best tools money can buy and all manufactured 
and graded according to the standards and specifica- 
tions of the Maple Flooring Manufacturers Association, 


We will be in full operation by February 15th, put- 
ting in stock a complete assortment of all dimensions 
and grades of Maple and Birch Flooring, and in view 
of the large amount of business appearing on the 
horizon. we believe that now is a good time to place 
your orders. We would appreciate the opportunity to 
quote on your requirements for Maple and_ Birch 
Flooring. 


LUMBER CO. 


MICHIGAN 
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A simple demonstration of the 
leak-proof construction of the S&K 
Weather-Tite frame sells it. Cus- 
tomers insist on this frame when 
they understand fully its advantages 
in positively keeping out water and 
air. 


The S&K Weather-Tite frame has 
13 distinct advantages of construc- 
tion and packaging. Don't take 
our word for it. 


Write today for our descriptive 
broadside and see for yourself. 


US COMPANY. 
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Industry find in Metropolitan 3 
District important contacts with 
industrial and business groups. 
Here, also, are located the of- 
fices of the major transportation 
lines. 







. Metropolitan Dis- 
trict at the heart of 
Seattle's business is the 
logical office center for 
the Lumber Industry. 


Metropolitan ~ 


Building Company. 
1201 “ds Avenue 
SEATTLE 
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AMERICAN LUMBERMAN 


Waste of Muscle to Try to Pump Water 
From a Dry Well 


CONVENTION speaker recently 

stated that the local market is 

measured not by population but 
by the number of possible buyers with 
whom the yard makes contact. This 
statement, in these peculiar days, 
should be a useful guide in framing 
sales efforts. 

There are possible buyers in every 
community; but it takes careful effort 
to discover them. One dealer remarked 
that interest, as measured by response 
to advertising, needs careful analysis. 
For instance, he hastily fixed up a mail- 
ing list, sent out letters offering plan 


books and the like and got back a 
fairly large number of replies. Investi- 


gation showed that about half those 
answering were children, and that of 
the remainder, a large number were 
people of no resources. Some were 
tired of paying rent and had a dim 
idea that if they could get a new home 
they might pay for it some time when 
conditions improved; an arrangement 
that would hardly attract the dealer. 
The families he wanted to interest did 
not respond to casual publicity. One 
reason they had credit was that they 
did not use it casually. He had to dis- 
cover these people by careful and per- 
sonal search. 

“There is no point to working the 
pump,” another retailer remarked, “if 
the well is dry.” Sales efforts, to be 
effective, must be aimed at persons 
who can qualify as customers. If the 
well is dry, then priming the pump is 
a waste of effort; and few pieces of 
preliminary work can be more impor- 
tant than discovering and avoiding 
these dry wells. 

Preparing a prospect list and classi- 
fying it will have unusual importance 
this year. Blunderbuss methods, firing 
a handful of indiscriminate promotion 
effort in the general direction of the 
trade, are not likely to score many 
bull’s-eyes. Suppose, for instance, you 
owned a house a year old and got an 
envelope filled with re-roofing propa- 
ganda. So far as you were concerned, 
this would be worse than a waste of 
effort. You do not need a roof; and 
here would be a building material man 
who had not even taken the trouble to 
know that you owned a new house. 

Knowing the market involves more 
than just a knowledge of general aver- 
ages. This 1932 market is not likely 
to be so large as usual; and a detailed 
and creative knowledge of it is all the 
more important. 

After the prospect list has been pre- 
pared and rechecked until it is as ac- 
curate as possible, the selling work 
begins. This will be a year of personal 


salesmanship. The AMERICAN LuM- 
BERMAN has much respect for the well- 
trained employed salesman. There are 
plenty of places where he fits into the 
picture. But without discussing him, 
we want to suggest that the local chief, 
whether he is a branch manager or the 
president of the company, will find few 
duties more important or more fruit- 


Lumber Industry Recognizes and Will 
Accept Its Responsibility 


N AN article on housing conditions 

in the United States published in 

the current issue of Fortune, a dis- 
tinct challenge is thrown at the build- 
ing industry—a challenge that already 
is receiving serious consideration on 
the part of the lumber industry. 
Among other things the author of this 
article says: “Two-thirds of the Amer- 
ican people can not afford to rent or 
buy decent homes at present prices. 
Less than half the homes of America 
measure up to minimum standards of 
health and decency, and the building 
industry, which complains of over pro- 
duction, has not even started to build 
good homes within the means of two- 





thirds of the population.” The some- 
what startling statement is made 
that— 


“Tf the building industry could build 
a good house to sell at $4,800 it would 
add 60 percent to its small-house sales 
in its present market among the rich- 
est third of the population. If the 
building industry could build a good 
house to sell at $3,600 it would enter a 
virgin market and double its post-war 
residential output, which in normal 
years has amounted to three billion 
dollars.” 

Pursuing his rather scathing indict- 
ment of the building industry, this 
writer presents some interesting fig- 
ures as to family incomes and the 
underlying reason why so many fam- 
ilies who so earnestly long for comfort- 
able homes of their own are unable to 
satisfy that longing. In this connec- 
tion he says: 

“What has happened in the market 
for American houses may be described 
briefly as follows: One-third of Amer- 
ican families have incomes not to ex- 
ceed $1,200. One-third have incomes 
from $1,200 to $2,000. One-third have 
incomes above $2,000. It is a proven 
rule-of-thumb that no family should 
attempt to buy a house costing more 
than twice its annual income, and that 
no family should pay more than 20 


February 27, 1939 


ful than a personal cultivation of th 
trade. Many people, especially ;, 
smaller cities, prefer to deal with th 
company principal. Perhaps it give 
them a feeling of importance ; perhap; 
they think the chief has more informa. 
tion, or that his promises are certain ¢, 
be kept. The owner can often make, 
sale, merely because he is the owne 
that a hired salesman could not mak 

The market is measured by the pos 
sible buyers with whom the yar 
makes contact. This is worth think 
ing over, these late winter days. 


percent of a limited income for rent 
Under this rule-of-thumb, families ip 
the lowest third, therefore, can not buy 
houses costing more than $2,400. Fam. 
ilies in the middle third can not buy 
houses costing more than $4,000. The 
building industry has totally failed t 
provide any good housing at thes 
prices and is neglecting two-thirds of 
its market just as completely as the 
automobile industry would be over. 
looking its greatest opportunity if n 
cars were built to sell for less than 





$1,000.” 

Progress made so far in attempting 
to overcome this condition and provide 
the needed homes of the kind desired| 
very largely has been in the direction 
of mass production of factory-fabri- 
cated homes to be sold direct. Inas- 
much as the bulk of the homes now 
are sold through retail dealers, this 
tendency to go over their heads in d- 
rect selling campaigns is felt to en 
danger the very foundations of an im- 
portant branch of the retail business of 
the country. How to meet this phase 
of the problem is engaging the best 
thought of the retail lumber and build 
ing material dealers and out of it prob- 
ably will come some almost revolt 
tionary changes in lumber and build 
ing materials distribution. 

If selling the complete unit is the 
answer—and the trend certainly is i 
that direction—then the retailers may 
be counted upon to equip themselves 
to render this service to their com 
munities. 
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That the manufacturing end of the 
lumber industry recognizes the impor 
tance of this problem and is preparing 
to meet the challenge of the article re 
ferred to, is indicated in an invitation 
extended by the president of tht 
Southern Pine Association to retail 


lumber dealers to attend the annuaj 


meeting of that organization and cout 
sel with the manufacturers on ways 
and means to meet this situation. Ia 
his letter to the retail lumber deal 
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American Lumberman Takes Over 
National Lumberman 


The AMERICAN LUMBERMAN is pleased to an- 
nounce its purchase of the National Lumberman, for- 
merly published at 249 West 39th Street, New York 
City, and which on March | will be merged with 
this publication. The National Lumberman is the 
successor to the St. Louis Lumberman, Lumber Manu- 
facturer & Dealer, Lumber, Lumber World Review, 
the Chicago Lumberman and of Millwork, the latter 
formerly published in Milwaukee and serving the mill- 
work industry. The Lumberman’s Review, estab- 
lished by J. G. Staats, which for many years served 
New England territory from its headquarters in New 
York and Boston, a short time ago was merged with 
the National Lumberman and it, too, will now be- 
come a part of the AMERICAN LUMBERMAN. 


The AMERICAN LUMBERMAN will carry out the 
advertising and subscription contracts of the National 


Lumberman, beginning with the issue of March 5. 
Added to its present important list of subscribers in 
that section this will enable the AMERICAN LUM- 
BERMAN better to serve that part of the industry 
which caters particularly to eastern territory. 

Through its taking over of the National Lumber- 
man and the publications previously merged with it 
the AMERICAN LUMBERMAN purposes to serve the 
lumber industry North, South, East and West, even 
more completely than it has done heretofore and to 
continue to merit the recognition given it by the trade 
in all its branches as a national publication truly rep- 
resenting one of America’s greatest industries. 

We feel confident that the patrons of the National 
Lumberman will soon feel at home with the AMER- 
ICAN LUMBERMAN and we welcome them into the 
fold with assurances of our heartiest good will. 





New York, Feb. 24, 1932. 


Editor, AMERICAN LUMBERMAN, 
Chicago, IIl. 


Dear Sir: 


May I take this opportunity to con- 
gratulate the AMERICAN LUMBERMAN 
in acquiring the National Lumberman, 
which publication I have been privileged 
to head for the last two years. 

Fully recognizing the strong and en- 
viable position of the AMERICAN Lum- 
BERMAN through the last several de- 
cades, I consider it both fitting and 
proper that the two publications should 
eventually get together and I say this be- 
cause the heritage of the National Lum- 
berman dates back far enough for most 
every lumberman of the past generation 
to remember it by some of its former 
names. 

Being first known as the St. Louis 





Lumberman, then as Lumber, followed 
by the Lumber Manufacturer & Dealer, 
before adopting the present name Na- 
tional Lumberman in August, 1929, it 
has also absorbed the Lumber World 
Review, the Chicago Lumberman, both 
of Chicago, and the Lumberman’s Re- 
view of New York and Millwork of 
Milwaukee. 


Now the time comes when the reins 
should pass to another and in the same 
spirit in which we have seen others bow 
out of the lumber trade press, we, too, 
say adieu with the honest conviction that 
it is for the best of all concerned—the 
subscribers, advertisers, publishers and 
finally the industry itself. 


It is not the easiest thing to do, but 
unquestionably the right thing, because 
there are far too many lumber trade 
papers now being published for the needs 


or good of the industry. This will 
undoubtedly be proved in the future by 
many who are not willing to admit it 
today. 

National Lumberman has built many 
valued friendships over these past years, 
and it is my hope that these may be re- 
flected through the pages and the big 
constructive program which your publi- 
cation, the AMERICAN LUMBERMAN, 
has to perform for its industry in the 
future. 

In this farewell, through the pages 
of the AMERICAN LUMBERMAN, which 
is my only means now for reaching the 
industry, may I extend to you personally 
and the industry in general, our best 
wishes for a happy and _ prosperous 
future. 

Most sincerely, 
A. K. Murray, President 


National Lumberman. 








ers, President C. C. Sheppard says: 

“Houses—direct from factory to 
consumer—that is not only a possibil- 
ity but a probability. You have all 
heard much of the fabricated homes 
from so-called permanent materials. 
We should not .over-estimate the 
danger of this development, nor should 
we at the same time under-estimate it. 
There are many developments coming 
in the building of homes, all designed 
for the purpose of giving to the home 
Owner a satisfactory structure at a 
minimum price with good materials 
and good workmanship. * * * 

“As manufacturers, we are preparing 
todo our part. If further fabrication 
is one of the answers to the problem, 
we will be prepared to comply with it, 


but it is our feeling that such fabri- 
cated materials should be distributed 
through the retail lumber dealer.” 
That the bizarre, the untried or the 
freakish in design or in materials is un- 
necessary in order to produce desirable 
homes of wood that will meet the 
stipulations of the Fortune article as 
to price, and that also will meet all 
the requirements of good construction, 
comfort and attractiveness, is indicated 
in a letter received by the AMERICAN 
LUMBERMAN from an architect in a 
western city, who says of a home de- 
signed and built by him: “It has been 
produced, including the land, for well 
below $3,000. It is as nearly fireproof 
as a house built of timber can be. It 
has every modern convenience. It was 


erected by union labor. It was sold 
by a local lumber company. It passed 
the local building laws. It is much 
better framed than the average house. 
It was completed, ready for occupancy 
in four weeks. Under mass produc- 
tion methods it could be erected in one 
week.” 

The AMERICAN LUMBERMAN hopes to 
present to its readers in an early issue 
pictures and a complete description of 
this house. 

Yes, a strong indictment of the 
building industry was made by the 
writer of the Fortune article. The 
lumber industry, however, is preparing 
to accept the challenge, and in doing 
so will render a distinct service to the 
country. 








QUERY AND COMMENT 


a solution in which green lumber is dipped as 
it comes from the saws, before being piled on 
This dipping prevents the 
lumber from becoming blue or sap stained and 


Interested in Greenhouse Flats 


Please let us know sources of greenhouse 
flats preferably close to this city. The re- 
quirements seem lean to cedar, cypress or 
redwood for these flats; sizes most in demand 


are 12x24x3 inches.—INQUIRY No. 2777. 

{To this inquirer, a retail lumber concern in 
a northern city, has been given the names of 
some reliable sources of supply for greenhouse 
flats in redwood and in cypress. Other con- 
cerns who are equipped to supply the demand 
for greenhouse flats, either in cedar, cypress or 
redwood, are invited to make this fact known to 
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Sketch of redwood greenhouse flat. A—Aper- 


ture for drainage. B—Bottom flush with edges 
insures added strength and durability. C— 
Sides nailed to ends 


the AMERICAN LUMBERMAN and the information 
will be passed on to this inquirer. 

From the Union Lumber Co. the AMERICAN 
LUMBERMAN has received a copy of specifica- 
tions for redwood greenhouse flats, in the 
manufacture of which a grade of selected all- 
heart redwood is used, this grade containing 
no sap, loose knots or knot holes or any other 
defect that would make the piece impractical 
for the purpose. These flats are made in five 
sizes, the inside measurements being as follows: 
20x14x234 inches; 21'4x14x2% inches: 2234x 
15x234 inches; 20x14x334 inches, and 2234x 
15x334 inches. Greenhouse flats also are made 
in other special sizes.—EpiTor.] 


Display Room Suggestions Wanted 
We are 


putting in a showroom in connection 
office. Have you any pictures show- 
ing material displayed in different showrooms; 


also office arrangements, such as cupboard 
storage etc., that might give us a few point- 
ers? If so, we would appreciate it very much 


if you would send them on to us, 
be 


and we shall 


glad to pay any expense connected there- 
with.—INQuUIRY No. 2780. 


[This inquiry comes from a retail lumber 
concern located in a Pennsylvania city of 15,- 
000 to 20,000 population. A collection of illus- 
trations of uptodate display rooms has been 
sent; and it is hoped, also, that readers who 
have display and sales rooms or offices embody- 
ing especially desirable and practicable features 
which through effective display or arrangement 
of goods contribute to merchandising efficiency, 
will kindly send in photographs and descriptions 
of such features, which will be forwarded to 
this inquirer, and also made available to other 
readers who may be interested along similar 
lines. —Ebiror. | 


Wants Information About Lignasan 


We have had several inquiries as to Lignasan, 


a type of chemical used as a wood preserva- 
tive or for preventing sap stain. Would it 
be possible for you to supply us with any 


information as to the nature of this compound? 
—INQUIRY No. 2776. 

[This inquiry comes from the technology li- 
brarian of the public library in an important 
Ohio city. This librarian has been advised 
that Lignasan is a product of E. I. du Pont 
de Nemours & Co., Wilmington, Del., and is 
largely in use, particularly in the South by 


producers of both hardwood and softwood lum- 
ber. 


This chemical, mixed with water, forms 


the yards to dry. 





AMERICAN LUMBERMAN 


enables the manufacturers to supply air dried 


lumber that is bright and free from stain. 
has been suggested that the librarian write to 
Pont company for complete informa- 


the du 
tion—Ep1Tor }. 


o jn “ ™%-inch in diameter from 6 to 16 feet long 
Estimating Costs by Cubing sanded smooth after turning. 

The two woods mentioned are not neces. 

Contents sarily the only ones which can be used, as 

I would thank you if you would tell me the prime requisite for this stock is that it 

what is the accepted rule for cubing a build- shall remain straight after being turned and 

ing in order to arrive at a price of same. subjected to rather a high heat temperature,— 

The dispute seems to be how much of the /JNaQuiRY No. 2,781. 

cellar and how much of the attic should be [This inquiry comes from a manufacturer of 
sAelre : — ‘Ipy 5) ware . . : P 

measured in.—InquirY No. 2778. lumber in Maine. As that State is a large pro- 

[This request comes from a Pennsylvania ducer of dowels, it is assumed that the some- 


lumberman. 


The 
tle oT 


height is 


to the 


height. 
basement 
roof. 
at one-half their cubic contents. 
and cornices are disregarded. 
As it is likely that other 
AMERICAN LUMBERMAN can 


avcrage 


It is believed to be the accepted 
practice to compute the cubic contents of 
building by multiplying the area by the average 
measured 


Open porches are estimated separately 
readers 


throw 
light on this method of estimating and meas- 


It 


you can give 


a 


the 
the 


from 
height of 
3ay windows 


of the 
additional 


tion to supply 


urement, this inquiry is published as an ip. 
vitation to them to supply whatever informa. 
tion they may have for the benefit of this jp. 
quirer and the industry generally.—Ebrror,] 


Basswood or Poplar Dowel Stock 

We would appreciate any information that 
us 
quotations on basswood or poplar dowel stock 


what unusual dimensions of the stock mentioned 
in this inquiry make it necessary to go some- 
what farther afield for a source of supply. 
Dowels as a rule are made from hardwoods, 68 
percent from birch, with beech and maple sec- 
ond and third respectively in the percentage of 
woods used for this purpose. 
are made from basswood. 
dowel stock in the dimensions 
required the name of this inquirer will be given 
upon request.—EbITOoR. | 
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F. C. Stone, the wide-awake|success is assured from the| wood will yield eighty gallons 
representative-at-large of E. F.}start. The yard is one of the| of pine oil, worth at manufac- 
Hallack, of Denver, Colo.,| largest and best arranged in| turers’ prices, 25 cents a gal- 
called upon us Tuesday. He is| the city and in the heart of | lon; also that this cord of wood 
now in Missouri seeking what-| what may be termed the new] will net $20. He not only gets 
ever walnut he may be able to} district. the oil but also fifty bushels of 
devour, and, as he is credited 7 7 © charcoal, which he readily sells 
with being one of the sharpest In the state of Michigan in| at ten cents per bushel; also 
of buyers, he will probably | 1881 there was laid 2891. miles| one hundred gallons of pyro- 
hunt up a goodly amount. of railroad track on twelve dif-|ligneous acid and fifty pounds 

*-*e @ ferent lines; in Wisconsin in| of vegetable asphaltum, making 

Gov. Pillsbury is to build a| the same period, 281 miles di-|a fine black varnish. 

mill at Brainerd, Minn., in vided among seven roads, and ee @ 

spring which will occupy sev-| “ total in the United States of | The first logs cut and put 

eral acres of land, will have a| 9000 miles on 258 roads, about | sgoat in the Muskegon River 

boom large enough to hold 50,-| !* percent of which was narrow | were by Merrill & Page and 

000,000 feet of logs and will | S#U#°- i che Lloyd & Place, at Mill Iron, in 

cost $125,000. : , the winter of 1840-41. The first 
** * \ redenberg & Ridgeley SUC | logs cut above Mill Iron were 

We publish this week the om - rb 1 Vredenberg at! by John A. Brooks, during the 
first of a series of intensely in-|~P™E 0 * same winter, ten miles above 
teresting letters by a repre- => * Croten. The first lumber sold 
sentative of this journal, Mr. The Magee Lumber Co., of | above Muskegon was by Rose 
M. L. Saley, from several lum-| Chicago, has been licensed to| & Hyde in 1942, the price being 
ber manufacturing towns of | organize with a capital of |%5 per thousand and the pur- 
Michigan—Grand Rapids, Big | $150,000. | The incorporators chaser William Lay, of Chi- 
Rapids, Ludington, Manistee,| are T. W. Harvey, Richard D.| cago. 

Muskegon, ete. Jones and John W. Magee. 7 ™ 
eee Messrs. Jones and Magee have| Logs and plank split at the 

S. B. Barker, whose _ with- been engaged in an extensive endis because the exposed sur 
drawal from the firm of Henry, lumber trade in Nebraska, hav- face dries taster than the 
Barker & Co. is announced,| "5 several yards with their | side. If muriatic acid be satur- 
has purchased the extensive headquarters at Lincoln. ated with lime and applied be 
lumber yard and stock of the ve 8 oe — bee’ Pavey ests," - 
Menominee River Lumber Co.| A. M. Stanley, of Wilming-|4 7 Co the qnoictare pay 
at the corner of Blue Island|ton, N. C., has discovered that vse ‘ er — oo 9 
Avenue and Wood Street in|there is literally such a_ thing ne ee ee 
Chicago, and the new concern|as “fat pine,” and has invented = = Ss 
is known as S. B. Barker &]/a machine with which to make The streets of Houston, Texs 
Co. One of the most genial] pine oil from slabs and other] are to be paved with wood and 
and popular members of the] piney refuse from mills. He|cypress is recommended be 
Chicago trade, Mr. Barker’s| claims that one cord of light | cause it will not rot. 
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AMERICAN LUMBERMAN 


UMBER MARKET REVIEW 


Southern Pine Mills Book Many Railroad Orders At 


Low Prices; Retailers Hesitant 


Southern pine bookings the week ended Feb. 20 exceeded 
the cut by 45 percent, largely as a result of some big place- 
ments by railroads and rapid transit systems at discourag- 
ingly low prices. Retail yard buying is dull, and competi- 
tion for the orders is keen, especially that from smaller pine 
mills. Small operators are reported to be offering transits 
at $1@2 off their own mill prices. The slipping of prices 
makes both yard and industrial buyers hesitant about plac- 
ing even fill-in orders, but their inquiries show that they 
have needs to fill. Railroad inquiry is better than in a 
long while. There is practically no export business. 


Carolina Pine Sellers Find Competition Is Stiff; 
Roofer Inquiry a Little Better 


North Carolina pine is under heavy pressure from com- 
petitive regions at a time when there is not a great deal 
of business being placed, and as a result prices show a 
tendency to weakness. Construction items meet severe 
competition from Coast fir, some of which is still coming 
on the old $8 rate; millwork items have to meet waterborne 
western pines, and shortleaf mills from further south are 
also turning to water shipments. Box grades of Carolina 
pine are especially slow. Recent rate reductions will help 
the Carolina mills. Movement of mixed cars to retail yards 
shows a slight seasonal improvement, the chief call being 
for items like flooring. Smaller and weaker mills often feel 


forced to cut prices to secure badly needed orders. Items 
that are scarce and in fair demand, however, tend to 
strengthen. 


Roofer production at larger plants is held down by bad 
weather, but partly because small operators are more active, 
and partly because demand is slow, there has been no 
strengthening in prices. The mills have been encouraged 
by a slight pick-up in inquiry from the East and North. 


Coast Exports Show Gain; Cut Increases a Little; 
Many Logging Camps Inactive 


There was a gain of about 8 percent in bookings reported 
by West Coast mills during the week ended Feb. 20, but 
production increased about 9 percent to 25 percent of 
capacity as compared with 22% percent of capacity the 
preceding week. The excess of sales over shipments was 
a little less than 10 percent, compared with a little more 
than 11 percent the preceding week. The sales gain was 
practically all made in the export market. 

Rail trade continues quite hesitant. There is stiff com- 
petition for all the retail business offering, with competi- 
tive species and among the fir mills. Offerings of small 
mills are an important factor in depressing prices of fir. 
Acting in groups, they have been quoting some low figures 
on Government and other large bills. Railroads have been 
inquiring, but the volume of actual sales is not large. Rail 
prices On most yard items were lower during the period 
ended Feb. 20. No, 1 2x4-inch dimension average was down 
4+ cents; No. 1 boards, down 13 cents, and flooring average 
was down 31 cents. 

_ The intercoastal trade seems more stabilized, with rate 
nxed by the conference at $9.50 for February and $10 for 
March, but the bankruptcy of one ship line contains possi- 
bilities of a break. The domestic cargo situation is greatly con- 
lused, for while fir is breaking into new southern markets, 
Water shipments from southern pine mills are invading the 
Atlantic coast. Stocks in the East are more than ample, 


Lumber Statistics Appear on Pages 34 and 35; Market Prices and Reports on Pages 60 to 63 


and while there has been an increase in the inquiry, low 
prices are sought, and purchases are not in proportion. 
Business in southern California is slow, and unsold stocks 
have been reduced by a restriction in shipments, but there 
has been a seasonal gain in northern California trade. The 
January report of waterborne shipments shows that British 
Columbia made a smaller proportion of the shipments to 
United States markets than it did last year. 

The best export market is Japan, but purchases are prob- 
ably for war needs. Of total January offshore shipments, 
71 percent went to China and Japan, compared with 51 
percent in January last year. British Columbia got 30 
percent of the January offshore business, compared with 18 
percent last year, and it is reported that the discount on its 
exchange gets it the preference in many export deals, while 
3ritish Empire preferential tariffs are helping. 

Logs in some sections are reported scarcer, with a short- 
age threatened in the next couple of weeks if snow in the 
woods continues to prevent operations. 


Depletion of Western Pine Mill Stocks Makes Mixed 
Orders More Difficult to Fill 


The report of identical Inland Empire and California 
pine mills for the week ended Feb. 20 shows that their 
gross stocks were 18 percent lower than on the correspond- 
ing date of last year—evidence that curtailment has been 
effective in improving their statistical position. New busi- 
ness reported by identical mills was improved, and made 
72 percent of that for the corresponding week last year, 
while production was only 37 percent of last year’s. Total 
bookings made about 280 percent of the cut, a ratio main- 
tained since the first of this year, with production at the 
low point of 9 percent of capacity. 

Reports indicate that the bulk of the business is coming 
from middle West territory, and that shop items lead in 
demand. In this region, however, reductions in Idaho pine 
are being met by a new list to be issued soon by northern 
pine manufacturers, so that the market continues highly 
competitive. Water shipments, confined to stocks for 
which there are firm orders, are again being made to the 
Atlantic coast, but it is understood that these are largely 
of low grades. Mill reports indicate that it is box stock 
that is the slowest mover, call for higher grades taking up 
a larger percentage of supply. Although both retail yards 
and industrial consumers have very low stocks, they are 
restricting their orders to current needs, and demand quick 
shipment of well assorted cars. But as mill stocks become 
depleted, such orders are harder to load promptly. Prices 
of Ponderosa eased off a little in the period ended Feb. 22, 
and there was a larger decline in prices of Idaho pine. 


Hardwood Demand in All Lines Is Slow and Buyers Press 
for Price Concessions 


Hardwood output seems to have gained slightly as de- 
mand has fallen off: in the week ended Feb. 20, northern 
orders were one-third less than the cut, but southern orders 
exceeded the cut by 18 percent. Automobile buying is slower, 
and furniture and radio plants are taking little. There is 
not much business coming from the millwork industry, but 
the oak flooring plants will be taking rough stock after 
they start up March 1. In eastern territory, however, busi- 
ness in most lines seem to be better than average. The new 
British tariff puts a damper on export trade prospects. 
Despite the fact that mill stocks are low and broken, buyers 
are urgent for price concessions, and often get them from 
mills in need of orders. 
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Aa Illinois City Prepares for 


AMERICAN LUMBERMAN 


“Build Now’ Campaign 


Srreator, Itt., Feb. 23.—Streator is going to 
thing about it! There are thousands of 
cities in the unfortunate position as 





same 


of living, or below, builders idle 
months, the streets quiet with the quiet of 
helplessness rather than peace—but Streator has 
decided that it is neither helpless nor licked. 
Following the lead of Muncie, Ind., and Roches- 
ter, N. Y., it is going to start things happening. 
As the plans were described today to a repre- 
sentative of the AMERICAN LUMBERMAN, it be- 
came apparent that this community does not ex- 
pect just to copy the programs or methods of 
Muncie or Rochester, but instead will use the 
Muncie idea as a starting point, to build some- 
thing better, improving it as an automobile 
manufacturer improves his product from year 


tiale 
Ciiliais 


he desire for something of this kind started 
st summer when Al Conzelman, manager of 
1d Oak Heating Co., was talking to a 
e-fitter whom he sometimes hired when he 





to sell an oil or gas heater. This 

ill said to him, “Well, Mr. Conzelman, 

this is the last time I'll be working for you.” 
‘Why, what's the matter?” “I’m going to move 
9 Muncie, Ind.” “Why Muncie? What’s so 


t 

attractive about that town?” “Just this—when 
I get work here I get paid well, but I don’t 
get much work. All my relatives in Muncie 
are working right now. and they have been.” 

As Mr. Conzelman finished telling about it, 
in the office of W. D. Stansil, secretary of the 
Chamber of Commerce, today, Mr. Stansil re- 
plied, “I heard that there were a thousand new 
families moved into Muncie after this campaign 
got under way.” “Yes,” replied the heating 
contractor, “and Bill was one of them. I ex- 
pected him to be back long before this, but he 
has not returned, so I guess it must still be all 
right there.” 

After the departure of Bill, the pipe-fitter, 
Mr. Conzelman thought something should be 
done to help labor conditions in Streator, also. 
He talked with Mr. Stansil about it, and the 
secretary, too, was deeply interested in the pro- 
ject. Last November the Streator Chamber of 
Commerce invited A. H. Holcomb, of Holcomb 
Bros., retail lumberman of Sycamore, IIl.. to 
come and tell Streator how his little city, which 
is about 25 miles west of Elgin, for two years 
has put on home modernization campaigns, each 
time using 36-week advertising campaigns. 


Material Men to Finance It 


The material men were interested, but noth- 
ing definite was done until J. F. Bryan, of Chi- 
cago, managing director of the Illinois Lumber 
& Material Dealers’ Association, by invitation 
addressed the annual meeting of the Streator 
Chamber of Commerce, on Jan. 16 of this year. 
He described the plan of action followed in 
Muncie, Rochester and Sycamore, and suggested 
ways in which Streator might adapt the idea to 
its own uses. He had a large audience, and it 
was enthusiastic and willing to work, for it 
was evident that here was something which, if 
put into execution, would start something doing 
in Streator and put money back on its merry 
rounds. [Mr. Stansil also attended the Feb. 
10 session of the annual convention of the IIli- 
nois lumbermen, to hear W. E. Price, of Muncie, 
describe the Indiana city’s campaign methods, 
which he directed.] 

A week later the board of directors decided 
that the Chamber of Commerce would sponsor 
a campaign of this nature in Streator, and Mr. 
Conzelman was appointed general chairman to 
get things under way immediately. 





His first act was to call a meeting of all the 
material men—lumber dealers, brick plants, 
hardware dealers etc.—and bankers, building 
and loan officers and finance companies, and put 
the campaign up to them. They were en- 
thusiastically in favor of it and agreed to finance 
the project. 

On the following week he met with the mer- 
chants—from Main Street, and Monroe Street, 
and every other street, and including dry goods 
dealers, clothiers, grocers, ladies’ ready-to-wear, 
lawyers, and bankers—and when they were ac- 
quainted with the plan they agreed to organize 
a sales force of 150 men to conduct a house-to- 
house canvass, urging that every resident do as 
much toward fixing up his place, this year, as 
he can afford. Each man will be assigned two 
square blocks, and it is expected the entire can- 
vassing can be completed in a week. This corps 
of salesmen will consist of the merchants them- 
selves, they have promised, lending the cam- 
paign the prestige of their own personal par- 
ticipation, rather than some professional house- 
to-house canvasser hired for that purpose. 


Labor Willing to "Play Ball" 


“But how about labor costs? What will the 
unions say?” To almost everybody who is con- 
templating promoting such a campaign come 
these two disturbing questions to be settled. 
Mr. Conzelman and Mr. Stansil settled them by 
not trying to settle them at all. They left them 
up to the unions themselves. When Mr. Con- 
zelman went to every building trades union in 
Streator, it was not for the purpose of asking 
for a wage cut—what he was after (and he 
told them so) was for each union to appoint a 
committee of three to serve on the campaign 
executive committee. He made it clear that 
the establishing of the wage scale was for them 
to do, that it was not a matter of agreement 
between the unions and the campaign commit- 
tee, or between the unions and the Chamber of 
Commerce, but between the unions and the 
home owners. “If you,” he told the laboring 
men, “believe you can get plenty of work to do 
at the present wage scales, under present con- 
ditions, that is your affair. It is not my busi- 
ness. All I ask is that you take part in this 
executive committee, and help us run this cam- 
paign.” So the unions appointed the commit- 
tees, and became a part of the movement. 

They did more than that. After talking the 
matter over they decided that residents of this 
city are not able to pay the old prices, and 
agreed that the only way they could hope to 
get a reasonable amount of work was to bring 
their wage scales down to nearer a parity with 
other commodities. So, within a week every 
union in the city announced wage-scale reduc- 
tions of from 20 to 25 percent. This, coupled 
with the present low prices of lumber and other 
materials, makes a new porch or alcove, or new 
basement or roof, a bargain hard to resist. and 
the labor leaders (this is a strong union town, 
in which several State union leaders reside) 
share with others the belief that building will 
begin to revive. One decorator advertised that 
“A paint job that last spring would have cost 
you $20 will cost you $15 now.” 


Lumberman Heads Funds Committee 


So it looked favorable for action when, a 
few days later, all the representative commit- 
tees met in the Chamber of Commerce offices 
to effect a permanent organization of the cam- 
paign. Mr. Conzelman was, of course, the 
unanimous choice to continue as general chair- 
man. 


D. C. Brown, head of the Ames Lumber 


February 27, 193) 








Town of 15,000 Populatioy 
Aided by Lumber Associatig 
Secretary, Enlists Merchank) 
and Unions in Big Projeq 





Co., was made chairman of the committee te 
raise the $750 budget which will be require 
Serving with him will be Joe Williams, a cop, 
tractor, and George Connolly, manager of the 
Streator Clay Manufacturing Co. 

Of the money they plan to raise (it is no 
expected there will be much difficulty in getting 
it), $500 will be spent for advertising and pub. 
licity, under the direction of John Perry, adver. 
tising manager of the Streator Times-Pres 
who has proved his ability to write exceptionally § 
appealing advertisements; Carl M. Schultz, ; 
furniture dealer, and Louis Lorenz, a decorator 

The committee to organize the salesmen fo; 
the house-to-house canvassing will consist of 
William Sullivan, clothier; Arnold Greenfield 
dealer in ladies’ ready-to-wear; and Manley 
Davis, representing the bricklayers’ union, — 

The committee on speakers consists of S, | 
Myer, painter; J. Norton Rolf, Streator Lum. 
ber Co.; and Louis Shames, another dealer ip 
ladies’ ready-to-wear. During the first three 
weeks in March speakers will address every § 
church and club in Streator, putting the prob- 
lem, and the campaign as its answer, before 
them. At the same time advertisements will be 
appearing in the Times-Press, and this will be 
continued through the fourth week, also, when 
the salesmen will be calling at the homes. To 
each resident they will bring a double pledge. § 
card, half of which is to be retained and mailed | 
into headquarters when the promised work has 
been done. 

Each resident who takes part will be given a 
card to put in his window, to signify that he 


is co-operating in the campaign to keep Streator § 


workmen employed. 





File Protest Against Non-Speci- 
fication of Wood 


WasuinctTon, D. C., Feb. 22.—Representing § 


the Twin Cities Hoo-Hoo Club of St. Paul and 
Minneapolis, and other Lake States and Pacific 
Northwest lumber interests, Fred Peschau to- 


day presented to Assistant Secretary of Treas- | 
ury Ferry K. Heath a protest in the form of a | 
brief against the failure of the architects for | 
the Minneapolis postoffice building to provide | 
wood alternate specifications for window sash | 


and frame. Mr. Peschau was accompanied at 
the protest conference by a large delegation of 
members of Congress. Wilson Compton, secre- 
tary and general manager of the National Lum- 
ber Manufacturers’ Association, attended and 
spoke on behalf of the lumber industry. 

The protest pointed out the failure of em- 
ployed private architects in the Government's 
general building program to consider either the 
advantages and economies possible through the 
use of wood or to take into account the local 
sympathies and traditions in their preparation 
of designs and specifications. 

Among the congressmen who attended and 
spoke in support of the protest were William I. 
Nolan, of Minneapolis, who arranged the cot- 
ference, August H. Andresen, Frank Clague, 
Conrad G. Selvig, Paul J. Kvale, and Godfrey 
G. Goodwith, all of Minnesota; Butler B. Hare 
of South Carolina; Ralph Horr and Samuel B. 
Hill, of Washington; Robert B. Butler, of Ore- 
gon: Bolivar E. Kemp and Rene L. DeRouwen, 
Louisiana: Thomas A. Yon, Florida; William 
B. Eaton, Colorado; and Addison T. Smith of 
Idaho. 





At THE characteristically Swiss village of 
Fdelweiss, B. C., a colony of Swiss mountain 
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tae Pay Yourself Rent 

—_ OR A LONG time the 
tism— ostrich has been 
nd pu es charged with a spe- 
, adver. | >, iE mh. cies of folly that 
s-Press F ‘yen ~* finds its counterpart 
ried sometimes among the human race. 
corator | The ostrich is said to hide its head in 
men for! the sand to avoid the danger of cap- 
nsist of F tyre; men often adopt as futile a pol- 
ee icy in renting homes instead of buy- 
m — ing them. A home represents an in- 
of SLE vestment of capital, whether it is oc- 
t Lum-— cypied by the owner or by a tenant 
_ ™§ who pays rent; and interest must be 
; oa charged and paid in either case. But 
e prob. when the occupant is the owner he 
before § pays interest to himself; whereas, if 
wae » he does not own the premises he pays 
» whe! not only interest but commonly a con- 
nes, To! siderable profit also to somebody else 
Pledge © as owner. 

mailed When the owner is his landlord he 
oom tae may forego payment of interest at any 
given a ' time he sees fit to do so; but when he 
that hef has a different landlord he must pay 
streator > rent or move out, and notice to vacate 
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for nonpayment of rent usually comes 
at a critical time. Some folk say that 
in times of depression the home-owner 
is at a disadvantage if his home is not 
wholly paid for; but it is hard to see 
why he is worse off than or even as 
badly off as the renter. Certainly, if 
his home is fully paid for he is in the 
best possible situation. 

With a curious twist in their logic 
some persons: argue that interest, on 
the value of the home, insurance, up- 
keep and high taxes, make home-own- 
ing a poor investment. This can 
hardly be true unless it be assumed 
that the landlord is a philanthropist 
who relieves his tenant of the various 
items of cost that are inseparable from 
the ownership of property. A more 
reasonable view is that the owner who 
leases his property aims to get in rent- 
als enough to pay interest on the value 
of his property, which not infrequently 
IS in part fictitious; cost of mainte- 
nance and repairs, insurance and taxes, 
as well as a substantial margin of 
Profit to cover risks of vacancy, depre- 
ciation and other possible losses that 
can not be foreseen or otherwise pro- 
vided against. 

To say that it does not pay to own 
ones home argues that one can make 
better use of one’s money than to in- 
vest it in a home. In the experience 
of most persons that argument is fal- 
lacious. One must always have a 
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home, but one can not always keep 
one’s money profitably and safely in- 
vested, as many thousands of persons 
have recently learned by costly experi- 
ence. If one’s money is invested in 
the home occupied the owner is as- 
sured of his rent and interest on his 
investment, at the same time that he 
is assured of a place to live despite a 
reduced income. 

Viewed from every angle, the home 
owner is his own best landlord. He 
can use his own property carefully to 
avoid the necessity of repairs; he can, 
during periods of slackness and leis- 
ure, make many necessary repairs 
without financial outlay; he has the 
advantage of profiting from every 
stroke of labor he makes on his home; 
under stress of necessity he may share 
it with relatives or others and thus 
supplement his income; under still 
greater stress he may pledge it as se- 
curity for a loan to tide him over a 
period of distress. In view of the sub- 
stantial advantages of home-owner- 
ship, nobody should permit himself to 
be misled by the superficial argu- 
ments sometimes advanced against it. 
setter pay rent to yourself than to 
anybody else. 
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Brings Brightness and Cheer 


There’s a freshness, a brightness and 
a cheer to be found the year around in 
a porch. Home life can not be fully 
enjoyed without just such a room as 
this porch really is. Be it a sunny or 
a cloudy day, the family will just “sort 
of” find themselves together in the 
sun-porch. When the sun-porch has 
a fireplace that adds at least fifty per- 
cent to the joy of it. There’s nothing 


expensive about such a porch, and it 
can be attached to your house most 
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any time. We can’t say about the fire- 
place, but maybe that can be arranged 
too. 

It doesn’t require much foundation 
for such a porch. The roof isn’t as 


much as it takes for a garage. The 
windows are the biggest item, and it 
is possible to get serviceable sash that 
won’t cost so much. To be sure, the 
porch doesn’t have to be out in front 
to be enjoyable. Privacy is much to 
be desired, for this porch comes pretty 
near being a “glass house.” You know 
what has been said about folks who 
live in glass houses. 

We ask you to seriously ponder the 
idea of a sun-porch. There are many 
attractive and adaptable designs that 
will add value to your home. 
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Teaching Home Ownership 
N EASTERN 





builder 


f advocates the teach- 
fu ing of home owner- 
Mie ship in the public 
, a schools. He says: 

“When our public 


Pal 
a 


school system adopts a course in home 
ownership which teaches a scholar just 
how to buy a home, how to construct it 
and furnish it, and really sells him or 
her the home idea, it will go a long way 
to solve the problem of cheap and inef- 
ficient housing in our cities. 

. “Cheap housing, as modern practice 
among build-to-sell contractors and sub- 
dividers is known today, is one of the 
greatest evils of our modern civilization. 
By cheap housing, I mean not small, low- 
priced homes, which are honest value 
for the money, but cheap and hastily built 
rows of identical houses or flat buildings, 
with fancy fronts, chromatic bathrooms 
and other blinds to poor construction, 
which are run up in thousands, sold on 
the instalment plan and deteriorate before 
the second payment is made. Repairs be- 
gin at once and the house costs more in 
a very few years than an honestly-built 
home with good materials in it, which 
originally sold for a better price. 

“This cheap construction is damaging 
to the building business and hence to the 
welfare of the city, since building is one 
of the fundamental industries. In our 
city those acres of cheap houses built by 
a large corporation actually stopped pri- 
vate home building for nearly twenty 
years. People thought it cheaper to rent 
or buy them than to build. Those houses 
are all torn down now, after twenty years 
of repairing and dilapidation.” 
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REALM OF THE RETAILER 


Ideas Gathered in the Empire State 


Big Fruit Crops Provide Winter Food — When Not to Push the Sale of 
Houses—Railroad Influences—''Business Is What You Make It,'’ Sometimes 


The department drives along 
through southern New York; a 
pleasant place to drive these 
golden days. New York is fa- 
mous for its fruit, and the ap- 
ples and peaches of ’31  per- 
formed ahead of their usual av- 
erage. The growers, they tell 
us, got but moderate prices; but 
after feeling sorry about this, 
as we do most deeply, there re- 
mains the other side of the pic- 


ture. They tell me it has been 
years since so much fruit has 
been preserved for winter use. 


The crop, big as it was, was not 
wasted. It went into bins, cans, 
dehydrators and so on, according 
to the nature of the crop, for the 
winter ahead. When these lines 


reach print that winter will 
doubtless be with us, and the 
fall orchard crops will be ap- 


pearing on thousands of dinner 
tables. There has been some agi- 
tation in the fruit country to 
induce municipalities and relief 
bodies to take steps to preserve 
surpluses for later relief work; 
on the theory that this would 
make sure all food supplies were 
saved, provide some sort of mar- 
ket for the growers, give cur- 
rent unemployed some present 
work and provide food at mini- 
mum cost. This has been done 
in some places. 


Among Eastern Farmers 

Our first pause this week is 
in the town of Bath, N. Y. R. 
C. Jones, of H. E. Jones & Son, 
tells us that trade has jogged 
along without breaking any 
speed limits. These New York 
farmers, like their fellows else- 
where, have developed an ex- 
traordinary capacity for getting 
on without new buildings; and 
in the main they can’t be cen- 
sured. There are too many calls 
on too limited income to permit 
them to carry out the plans 
which practically all of them 
have stored away in mind in re- 
gard to fixing up the place. But 
Mr. Jones tells us that his farm- 
er customers are highly consci- 
entious about their obligations. 
Unlike some other people who 
find it impossible to pay old 
bills, they come in to the office 
on the due date, tell their stories 
and make such promises as they 
can. Mr. Jones is quite cheerful 
about the future and says there 
are plenty of indications that 
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next spring a good many unem- 


ployed dollars will be put to 
work in new construction; in 
town if not on the farms. The 


farmers may have to wait until 


they can raise something more 
to sell. 
At the Longwell Lumber & 


Building Co. we did not find any 
ot the chiefs in. A thrifty and 
businesslike plant. 


A Railroad Point 


H. L. Jones, of Tracy & Jones 
(Inc.), in the city of Hornell, 
told us he began reading the 


Mr. Jones has had some experi- 
ence, due to this railroad popu- 
lation, which has confirmed him 
in his belief that there is such 
a thing as crowding the market 
and not for the market’s good. 
Some years ago the railroad 
planned some expansion in the 
shops and asked the town to co- 
operate by providmg additional 
housing for the new employees. 
This was right up Mr. Jones’ 
alley, but he felt a justifiable 
caution about it. The rail peo- 
ple asked for 20 houses just as 
a starter. The town, under Mr. 
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youngster when he was em- 
ployed as a sort of office boy 
and general factotum. He used 
to get the mail; and this gave 


as a 


him first chance at this paper 
and at a journal devoted to 
horses. 


Hornell is a railroad town; a 
division point on the Erie. Rail- 
roads, like everybody else, have 
had to watch expenditures, and 
a somewhat smaller than aver- 
age payroll in the shops has had 
a certain effect upon building. 


Can the Surplus! 
From the Cleveland Plain Dealer 


Jones’ leadership, organized and 
built ten. Then the expansion 
plans were changed, and those 
extra houses cramped the style 
of the local building market for 
several years. 


Cautions in Expanding 


“When the country emerged 
from the war,” Mr. Jones said, 
“the Government began a great 
national campaign to encourage 
house building. I happened to 


be head of the local Chamber of 
Commerce, and I refused to take 





February 27, 199) 








that organization into the cap. 
paign. It is my experience thy 
when houses are really needy 
they’ll be built without any Spe 
cial pressure. And if pressyy 
is exerted, several serious poss. 
bilities arise. In the first place 


the momentum is likely to carry F 


the thing too far and to antici. 
pate several years’ normal ¢. 
pansion of the town. 
second place, this sort of effort 
is pretty certain to cause e. 
pansion of yard facilities beyonj 


normal and continuing needs ani | 


to leave the dealer with an ip 


creased overhead and a decrease ) 


volume with which to support 
it. In the third place, house 
get built to a sort of general 


average and don’t exactly suit? 
Most people who buy) 


the owner. 
or build a house normally ex 
pect to live in it for some years: 


and if it is built to suit them 
their satisfaction with it is 
greater. 


“This matter of creating busi- 


ness needs to be watched with? 


care; for it is never a matter in 
the lumber business of making 


a sale and feeling that that is) 


done with and is so much to the 
good. A lumber yard, even more 
than most other local undertak: 
ings, has to find its welfare in 
the welfare of the community; 
and advertising or trade promo 
tion that merely brings in this 
year the trade that would come 
in two or three years anyway 
is of doubtful benefit. The kind 
that actually brings needed 
building that otherwise wouli 
not be done is very much all 
right; but I’ve found that it 
takes infinite care to know which 
is which. It takes plenty of 
effort to keep trade moving along 
normally, and I'm for that kind 
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of promotion; but I don’t wall 
to glut the market now, at the 
expense of suffering a long Pe 
riod of thin business as a result. 
I don’t think our trade experts 
have come even near to gettiné 
to the bottom of the subject 
trade promotion. They’re the 
fellows who help create the ups 
and downs; the feasts followed 
by famines. And if yard facili: 
ties are built up to care for the 
feasts, there’s some painfully wt 
productive overhead when the 
low periods come along.” 


The Maple City Lumber é 
Supply Co. is a branch yard o 
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a Pennsylvania corporation. This 
was formerly the Weir Lumber 
Co. J. D. Morin, the local man- 
ager, Was out when we called. 


Where Lubricating Oils Grow 


A. J. McMullen, of the Olean 
Lumber & Supply Corp., Olean, 
N. Y., tel!s us that this is an oil 
town. It lies in the so-called 
Pennsylvania field, where _ pe- 
troleum is especially rich in lu- 
pricating oils. While there is 
not much direct competition be- 
tween this Pennsylvania crude 
and the production of the south- 
western fields, the boost in price 
in the latter fields as the result 
of drastic action in Texas and 
Oklahoma _ has_ apparently 
strengthened local prices. This 
Pennsylvania oil at the time of 
our visit was selling at some- 
thing like $2.25 a barrel, as com- 
pared with about 70 cents in the 
Southwest. For reasons which 
are not clear to my non-technical 
experience with oil, a system of 
proration and reduction of out- 
put had reduced not only the ac- 
tual output but also the possible 
output of the we'ls; and so it 
was becoming necessary to drill 
new ones. This drilling was be- 
ing begun and was furnishing 
quite a bit of employment. 

Mr. McMullen tells us that one 
serious obstacle to renewed trade 
is the lack of loan money. It 
seems not to be available through 
the normal channels, and quite a 
number of good prospects had to 
withdraw after all other plans 
were made because of lack of 
loans. However, despite this 
difficulty, business seemed to be 
picking up in a way that indi- 


cated a continuation of this 
pleasant process. 
The A. Weston Lumber Co. 


has a big plant in Olean and one 
that is attractively laid out and 


landscaped. The mill, covered 
with vines, might be mistaken 
for a school or a library. The 


yard carries a big stock and of- 
fers extensive service. The mill 
is now a specialty project and 
makes no effort to produce stock 
materials; but that may be said 
of practical'y all eastern plan- 


ing mills. These are friendly 
and alert people; by all signs 


excellent retailers. They tell me 
that for one reason or another 
there has not been much new 
building in Olean; only about 
four houses during 1931. Re- 
pairs and remodeling and jag 
trade in general have been trun- 
dling along and constitute the 
Mainstay of the business at the 
moment. 


Making Business What You 
Want It to Be 


We notice during these late 
fall months that business writ- 
ers are starting the theory again 
that “business is what you make 


it.” This is in the American 
tradition that a man is best 
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helped when he helps himself, 
and it has encouraged a good 
many business men during the 
last generation to make the most 
of their opportunities. This de- 
partment is all for the theory, 
provided it is applied with dis- 
cretion and intelligence and an 
eye to the continuing welfare of 
the community. As we think 
over this present motor trip that 
had its start in West Virginia 
and has gone into more than 
a dozen eastern States we can 
recall many kinds of dealers, 
working in many kinds of com- 
munities. There have been some 
who were frightened and dis- 
couraged. Several of these re- 
tailers find themselves in a 
tough spot because they tried 
the theory of making business 
what they want it to be, with- 
out taking all the conditions 


low these things to get out of 
hand; for financing, like lumber 
retailing, is closely tied up with 
the continuing interests of the 
community. One effect of this 
kind of loans in periods of easy 
sales, one that has been men- 
tioned in these columns several 
times, is the bringing in of 
doubtful risks; people who have 
not really learned how to own 
buildings and who are not capa- 
ble of carrying them through 
s'ackened times. This means a 
community of distressed owner- 
ship, repossessed houses and gen- 
erally lowered real estate equi- 
ties. In more than one place 
this department has been told 
by lumbermen that they were no 
end glad it had been rather hard 
to get loans in 1929; that this 


has resulted in a stronger com- 
munity 


and easier sales. But 








The big plant of the A. Weston Lumber Co. at Olean, N. Y., is attrac- 


tively laid out and landscaped. 


The mill, covered with vines, might 


be mistaken for a school or a library 


into account. Some made the 
mistake of guessing that high- 
volume levels were average lev- 
els and expanded investments in 
yards and equipment to match. 
They have fixed charges that 
are embarrassing in a year of 
small volume. Perhaps they are 
now making the opposite mis- 
take of thinking that volume 
never again will be greater than 
it is at present. 

Some have made the mistake, 
mentioned earlier in this article, 
of bringing pressure to. bear 
without careful enough judgment 
and have overshot the _ local 
market for several years. 

Still others, in the days when 
sales were large, did not take 
the troub'e to see that local 
financing developed on a careful 
and continuing basis. In places 
which we could name, financ- 
ing developed along its own 
lines, as a separate business 
with but a minimum attention 
paid to its effect upon the con- 
tinuing matter of home owner- 
ship and lumber retailing. When 


sales are easily made, people 
submit to expensive financing. 
They pay excessive service 


charges and submit to concealed 
charges without much protest, 
because they want the buildings 
and see no other way to get 
them. While financing has be- 
come an important part of our 
business, it is never safe to a!- 


after all, it isn’t very sound man- 


agement just to refuse home 
ownership to all people who 
can’t pay cash out of savings. 


Judicious loans to se!‘ected risks, 
back in 1929, did not hurt the 
market in 1931. 

It seems clear enough that 
the business writers who say 
business is always what a busi- 
ness man makes it take a good 
many things for granted. Their 
theories apply more readily to 
merchants other than lumber- 
men. Their instances, in which 
this energy has succeeded, have 
had to do largely with dealers 
in rather’ perishable’ goods; 
clothing, food, decorations, mo- 
tor cars and so on. People may 
do without some of these things 
or do with less of them for 
years without accumulating any 
great unsupplied demand. 
Houses, more than any of these 
other things mentioned, have a 
continuing value that is re- 
flected in the state of the com- 
munity. Consequently when a 
lumberman goes out to create 
business he has to do it on a 
somewhat different basis; and 
he can’t take over these other 
methods unmodified. 


Creating Trade, With Dis- 
cretion 

But even so it would be a dull 

observer who said that there is 

no such thing as a careful and 
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productive 
sales. 

The most obvious place where 
creative methods work in our 
business is with the over-cau- 
tious prospect who has _ idle 
money and a real need for bui'd- 
ings or repairs. And if you'll 
let us explain just what we 
mean, the least useful trade pro- 
motion in our field is the ex- 
ploitation of cheap prices. To be 
sure we think that retail prices 
ought to follow wholesale prices 
down. The dealers who did best 
by themselves were those who, 
when they saw that prices were 
down and that it was more than 
a temporary flurry, at once took 
their inventory losses; provided 
they knew what these losses 
really were. Trying to hold the 
retail level up until high-cost 
goods were disposed of has 
checked the flow of purchases 
unnecessarily. And this lost mo- 
mentum is hard to regain. 

But cheap prices in our field 


creation of lumber 


mean too often inferior goods 
sold at normal or more than 
normal margins. 


Over and over we have seen 
dealers who have c’eaned house, 
who have accepted the situation 
and who have set about the busi- 
ness of getting the business that 
is to be had and on the condi- 
tions that seem to be necessary. 
They have held to quality, for 
quality will be apparent and ac- 
tive leng after the passing pe- 
ricd is a memory. They have 
searched their communities for 
real needs they can. supply. 
They have encouraged the 
frightened with plain facts, sim- 
ply stated. They have taken the 
pains to understand enough of 


their customers’ affairs so that 
they can give them sound ad- 
vice. They have set unemployed 


dollars te work in a productive 


way. It has meant hard work 
and patience, but it has been 
effective. They have not injured 


the future of their own business, 
because they have based it upon 
an understanding of local con- 
tinuing needs. 

“T can’t see it,” one dealer re- 
marked, “when a dealer says 
that there is no possible trade 
in his community if there are 


houses with leaking roofs and 
rotting porches and blistering 
paint. I can’t see it if men with 


surpluses in savings banks or 
Government securities are mak- 
ing their families live in 
cramped and unfavorable quar- 
ters. Of course, these jobs will 
not come in without some care- 
ful promotion; but what else has 
the dealer to do but to attend 
to this promotion? He may have 
to change his methods and learn 
some useful facts; but lots of 
us are doing this. Lots of us.” 
Properly understood, there is 
a measure of truth in the state- 
ment that business is what you 
make it. Even in a period of 
slackened self-starting sales. 
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types, in various sizes, for advertising pur- Dunugug, Ia., Feb. 23—The Spahn & Rose oak flooring. The store formerly was occupied Then 
poses, double-faced mailing cards. envelope oe ee a ee al Gee ale ‘ a of | by a paint and varnish concern and this busi- owner ¢ 
icles ae, ee =Cnyerey umber Co, of this city has disposed of tS pecs has been taken over and will be continued onal 
stickers in two sizes etc. A list of these items, holdings at Tripoli, Iowa, to the Buechele Lum- 5, the Teachout Co. ga 
wise the Renee EMkegtages te Feb 20 ber Co. The lus concern ius cosoiat: Yi isd that women sometinesalet mote | get 
In addition to the many other forms of pub ; ah af » ¥ ’ ia ‘ ” cars with finish and color that harmonizes with it” Bei 
licity that are being used by dealers t Mtir The Central ] ber & Coal Co., whose head ther Savernic wearing apgeret. now Gay a that san 
their communities, the powerful aid of the ‘adlle ° te , “ ng a ; s( id two. of it lowa seve at egpartamty So tie: so ern on Slaee the A. 
ae Raia’ aeliebee Ga de Wakes cin eee Ae ae ae ee ae oe Wes in the materials, color and finish of their homes, walt fon 
t nl t and 1 emg ¢ tectively em yards to the Kast Side Lumber Co., ot est without having to go out into the manufactur- aalliees 
ployed. A letter received this week from John Branch. The Cedar County Lumber Co. will ing district to make their selections gether t 
Junttila, manager Suomi Lumber Co., South be consolidated with the West Branch firm, un- S : proceeds 
Range, Mich., tells the following interesting der the management of C. A. Pilkington. The 7a timothy 
story Downey Lumber Co., Downey, will be contin- Some Merchandising Ideas porch, a 
“In our advertising we use the radio at in ued by the new firm under the same manage- " " the old 
tervals, and it may be of interest to you to ment. Caught on the Fly each 
Not all the good merchandising ideas are + ag 
heard on the floor of lumbermen’s conventions. A me 
A lot are picked up in the corridors and ex- the mo 
° 9 ° + hibit rooms. Here are a few that were jotted recogniz 
18 ee ~ me 1 down at one of the recent retailers’ meetings: appearal 
One lumberman has put his driver to work that. tw. 
at more than driving a truck. He goes about poe Sipe 
. ” ° the city more each day than anyone else con- Se eID 
Thawing Closed Bank Deposits nected with the institution. When possible, —s 
safety considered of course, this driver keeps : 
The South Side Lumber & Coal Co., Kokomo, Ind., announces, his eyes open. He looks for roofs a "Brac 
: : : old, porches that need repairing ete. ren 
through the medium of a full-page advertisement in the Kokomo ro ap ase Png ser sn the neigh- 
Tribune of Feb. 18, its willingness to accept receiver’s certificates of borhood that has similar defects. The -_ aa 
ass +4: . : . ° of the owner is ascertained and sales work 15 Os 
the closed Citizens National Bank for any merchandise carried in coun ot ence. A tnnee is olen each Gee sales tl 
stock up to and including 35 percent of the face value of such certifi- to the driver who turns in the largest number able ha 
cates. “Immediately after sufficient dividends have been paid to take - Le gaged aa 2 ee see Be ee podem 
care of your account with us,” the advertisement continues, “we will School children, while not lumber buyers, — Is 
. aa ’ form a nucleus of good will advertising lof — 4 
return your certificate to you for future dividends. You can’t lose— . mnaiineah yh ll, who each month of with us 
we can’t lose. While you are waiting for your dividends, you will a trophy to the township school which has the _— 
. . . . ” highest attendance record. These trophies are are ne\ 
have the use of our merchandise at the lowest prices in years.” The not expensive—perhaps a basket-ball for te ning at 
advertisement closes with the appeal, ‘““Let’s Put Howard County and school, or some item of equipment. Thus = ment * 
. ” ‘ : lumberman gets free publicity and makes tow to 
the City of Kokomo Back on the Map.” Here is an idea that dealers friends among the porents. spend 
in other communities where banks are in receivership can adopt. Another lumberman each year gives out 3 Play op 
schedule of the basket-ball games to be played advert. 
by the home-town school. Space is left for let thar 
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scores, both of the home team and 
He offers a prize to the person 
who can forecast most accurately the scores 
as shown at the end of the season. In order 
to compete the scores must be turned in to 
the yard in person before the opening game, 
and ‘when the card is returned at end of the 
season the lumberman has another opportunity 
to talk with the prospect. ; 

Still another dealer had the senior boys of 
the high school function as lumbermen one 


insertion ol 
the opp nent. 


Saturday. [‘rom manager down the yard was 
manned by the boys. And they did some busi- 
ness, too, in addition to learning something 


of the lumber business, even truck driving. 

Another stunt for high school students was 
in the nature of an advertising contest, in two 
parts. A prize was offered for the most com- 
plete set of advertising display put out by the 
vard for two months. Another prize was 
offered to the student who wrote the best “ad” 
for the yard. The yard got some really fine 
displays, and some novel advertising ideas. 

One lumberman holds an auction each month, 
During the month a special unit is built—a 
chicken house, or perhaps a hog house—some 
item not too heavy to be transported by truck. 
This is auctioned off at the yard. larmers 
come in to bid, and other needs may be talked 
over with them. 

Another retailer each year holds what he 
calls “Founder’s Day,” on the birthday anni- 
versary of the business. That night he gives 
a dinner to which many old customers are 
invited. ach guest is asked to describe the 
first purchase he made of the yard, what he 
paid for it, and to what use the material was 
put. Since the yard has been in business for 
many years, some of the descriptions are very 
interesting to all. 


Modernizing Old House Sold 


"Unsalable" Farm 


(Continued from front page) 





Then one day the daughter of the former 
owner called on the discouraged real estate 
agent. “Of course you can't sell the place with 
the house in the shape it is in,” she told the 
agent, “but just wait until I get through with 
it” Being a woman of action she hied herself 
that same day to the nearest lumber dealer— 
the A. R. Elson Co. (Inc.), Magnolia, Ohio, 
and brought Frank Elson back with her. To- 
gether they figured out just how much of the 
proceeds of her standing crop of 160 acres of 
timothy would be required to build an entrance 
porch, add new windows and a door, and cover 
the old clapboards with shingles. The amount 
was named and the lumber dealer left with a 
check for a down-payment of one-quarter of 
the cost in his pocket. 

A month later, when the work was completed, 
the modern house hardly would have been 
recognized by observers familiar with its former 
appearance, and the best part of the story is 
that two months later the farm was sold for 
cash at an advance of $500 over the original 
asking price, and this in spite of the deflated 


farm values. 


"Practical Hints on Advertising” 
Is Useful New Book 


To show the dealer how he may increase his 
sales through carefully, planned and properly 
prepared advertising is the purpose of a valu- 
able handbook just issued by the Johns- Manville 
Corporation. The character of this 36-page 
book is well indicated by its title, “Practical 
Hints on Advertising.” The book is packed 
with useful suggestions. 

Among the subjects treated in a helpful way 
are newspaper advertising, including the plan- 
ning and preparation of copy; how to get the 
most out of direct-mail advertising; when and 
how to use signs and movies; how much to 
spend for advertising; making the most of dis- 
play opportunities, and other subdivisions of the 
advertising and publicity field. This is a book- 
let that the live dealer who wants to make his 
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advertising count will wish to keep in a handy 
place for frequent reference, especially when 
perplexing questions arise in connection with 
his advertising, on which he wants advice. 

A twin publication also has just been issued 
by the same company, entitled “1932 Johns- 
Manville Sales Helps on Building Materials.” 
This book lists and illustrates the varied line 
of advertising material and other sales helps 
available to Johns-Manville dealers. 


Methods That Create and Hold 
Small-Order Trade 


\zusa, CA.ir., Feb. 20.—Some of the mer- 
chandising methods employed by the C. E. Wil- 
liams Lumber Yard here follows closely the 
methods of the modern department store. 

The department store recognizes that the peo- 
ple desire good merchandise at moderate prices 
and that the small buyer constitutes the bulk of 
the patronage; the Williams management recog- 
nizes the same fact. Three or four times a 
year a clean-up, pre-inventory, spring house- 
cleaning, or some other such sale is advertised, 
announcements being mailed to about 10,000 
persons. 

The Williams yard specializes on service to 
the small home owners, small farmers and 





7 AW HD 


‘ie hee n 





View of front of the H. E. Ketcham yard at Muskogee, Okla. 


chicken raisers of the region. Short and ran- 
dom lengths and the lower grades are usually 
sought. It is not uncommon to see a farmer 
drive up in a “mature” automobile, strap several 
pieces of lumber on the running board or across 
the fenders, a bundle of strips, a few cans of 
paint, etc., and leave five, ten or more dollars 
in the cash register. 

On the other hand, the Williams yard sells 
some jobs for which quality materials are speci- 
fied. But when a customer comes in and inti- 
mates that he wants to buy building materials 
the first question Manager George Rodecker 
asks is, “What are you going to use it for?” 
and suggestions as to the proper material are 
in accordance. 

A recent mailing piece read—after the bold 
face type announcement—as follows: 

The following items are remnants of our 
stock, accumulations from our planing mill, 
or bargains that we have obtained from the 
mills. Many of these items could be sold 
at straight yard prices, but 31 years in the 
lumber business has proven that a quick turn- 
over, small profit and satisfied customers is 
a valuable asset. It is this policy that is now 
causing us to offer new, unused lumber at less 
than second-hand prices. These prices last as 
long as the stock remains. First come, first 
served. 

Then there are listed eight varieties of lumber 
at two prices, one for random and the other for 
specified lengths. Odd doors at half prices, roll 
roofing and paint, also are listed. 

Behind the lumber yard is a chicken plant— 
an experimental station—initiated some months 
ago at the request of numerous customers who 
were seeking to ascertain the best type of poul- 
try house for this climate. As a result, the 
firm has developed a brooder and types of 
houses that are efficient and adequate. These 
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are now being made in quantity in the com- 
pany’s mill. The poultrymen are invited to visit 
the experiment station to see the brooders and 
houses and the chickens that have been raised in 
them. Units already constructed are offered for 
sale. 

“Make it easy for the customer to buy,” is a 
company motto, as may be judged from another 
announcement: “For the convenience of moun- 
tain cabin owners, we are open for business 
Saturday afternoons.” The yard is located on 
one of the boulevards leading to the mountain 
retreats and every Saturday afternoon hundreds 
of Los Angeles motorists head for the hills. 
They appreciate the convenience of being able 
to stop at this yard and pick up a few boards 
or other needed material. 





Good Business in Paints 


MuskoGEE, OKLA., Feb. 22.—There are two 
outstanding examples of artistic lumber build- 
ings in Muskogee. One is that of H. FE. 
Ketcham and the other is the Muskogee branch 
of the Long-Bell Lumber Sales Corporation. 
Both of these are artistic structures, with ga- 
bled roofs and colorful trimmings. 

C. S. Holmes is manager of the Ketcham 
yard. “Lumber sales are rather quiet just 
now,” said he, “and our best business for the 
last season has been in 
paints and roofing ma- 
terials, both wood and 
composition shingles.” 

The Long-Bell repre- 
sentative also gave paint 
as the outstanding line 
the last season. “Last 
fall,” said he, “we con- 
ducted a big paint sale, 
and through ads in the 
papers and personal 
telephone calls we in- 
vited all housewives to 
come down, bring jars 
flower pots or any other 
small articles they 
wished decorated. These 
“were painted free of 

charge, and_ explana- 

tions were given as to 

how any room in the 
house could be transformed by the use of these 
special interior decorating paints. We made 
special prices on all classes of paints and paint 
supplies, and our red barn paint at $1.25 a 
gallon brought out many farmers. The head- 
ing of our paint sale ad was ‘Take a Dip with 
Us,’ and the ad suggested that by dipping a 
brush into any of our cans of paint the ap- 
pearance of the home would be improved and 
its value increased.” 


a ——___, 





New Master Casement Is 
Announced 


The Andersen Frame: Corporation, Bayport, 
Minn., announces the introduction to the build- 
ing industry of an entirely new and revolution- 
ary casement unit, styled the Andersen Master 
Casement. This is described as “a complete 
unit which includes sash,. frame, screen, storm 
sash, hardware and glazing. New in principle, 
in design and in manufacture, the Andersen 
Master Casement is the first in which metal is 
combined with wood. The sash and frame of 
clear Pondosa pine are completely primed with 
aluminum paint; the muntin bars are of alu- 
minum. The result is a complete unit having 
all the advantages of the metal casement and 
wood casement, with none of the disadvantages 
of either.” 

Architects, engineers and builders who have 
inspected the new unit are enthusiastic in their 
predictions as to the market which awaits it, 
stressing the demand for casement windows by 
home owners which this new unit will fill. Full 
details concerning the new casement unit are 
embodied in a handsome illustrated folder, 
which is obtainable on request addressed to the 
Andersen Frame Corporation, Bayport, Minn. 
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Methods 


Jerrerson City, Mo., Feb, 22. 
\ retail lumber firm that can, in 
a city of less than 20,000, sell 


more than two carloads of paint 
during the year must certainly 
have very successful 
methods. This is the record of 
the Scruggs-Guhleman Lumber 
Co., this city. Cliff G. Scruggs, 
the president, attributes a great 
measure of their success to the 
constant use of direct mail in put- 
ting over the sale not only of 
paints but of all varieties of hard- 
ware, including stoves, motor 
boats, and farm implements. 


some sales 


“Of course, when a firm is mak- 
ing a drive on any line, such as 
paints, in the spring or fall, all 
methods of publicity must be used,” 
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proving their houses and outbuild- 
ings, with the suggestion that they 
drop in and get plans and prices. 

“The main thing,” Mr. Scruggs 
continued, “is that we never let 
them forget us, and whenever they 
are in the market for any additions 
or improvements they instinctively 
think of us. We circularize or 
send a form letter every month to 
the entire general list, always talk- 
ing of something timely, and men- 
tioning the item several months 
before the need for it will be felt. 
In this way we talk of gas ranges, 
refrigerators, heaters, paints, build- 
ers’ hardware, washing machines 
and the like. The other special 
lists—carpenters, painters etc.—-are 
also covered every month, and as 
many of these are also on the gen- 


that is 100 percent perfect of the 
entire territory served from the 
Jefferson City postoffice. 
“Newspaper advertising is a 
close second in effectiveness—but 
that, too, needs careful attention. 
We advertise every day, and we 
change our ad with every inser- 
tion. We make it a plan to link 
up with every civic project, as well 
the more important private ones, 
and whenever we supply the paint 
or builders’ hardware for one of 
these jobs we announce that fact 
through the newspapers. As in the 
case of the direct mail advertising, 
we always talk of necessary im- 
provements well in advance of the 
season when they are 
For instance, before last fall had 
fairly opened we came out with the 
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That Built Up a Fine Trade in Paint 


ad was headed, ‘A Good Tip~ 
Inspect Your Roof,’ and suggeste 
that the owners have our men in- 
spect the roof before the advent of 
winter storms. 

“Complementing direct mail ang 
newspaper ads, our third method of 
increasing trade is through attrac. 
tive interior displays. We use the 
open stock method for all our dis. 
plays; everything is plainly marked 
with name and price.” 

Each table and compartment jg 
kept spotlessly clean. As will be 
seen by the illustration, the paint 
is kept where it can be seen close 
up, and the cans handled and ex. 


said Mr. Scruggs, “but for steady, 
all-year-around pulling power there 


is nothing that beats direct mail. 
In order: to make this effective, 
however, the lists must be kept 
strictly up to date.” 

Therefore, every envelope that 


goes out of the firm’s office bears 
the imprint “Return postage guar- 
anteed.” In this way, whenever a 
letter fails to be received, due to 
death, removal, or other causes, 
that fact is known at once, and the 
name is taken from the files. Con- 
sequently there is no “lost motion” 
due to circularizing dead addresses. 
The general mailing list numbers 
1,000 names, and new ones are be- 
ing constantly added. In addition, 
there are a number of special lists. 
Many of the lines carried by a 
hardware store are of interest to 
everyone, while many other items 
interest only a certain class. So 
a men’s list and a women’s list are 
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maintained, these being sent letters 
and literature only on such sub- 
jects as presumably they are most 
interested in. A carpenters’ list 
and a painters’ list also are main- 
tained, likewise what is considered 


Well arranged display 


eral list, the majority hear from 


Guhleman Lumber Co., Jefferson City, Mo. 


query, ‘Were You 


room and paint department of the Scruggs- 


necessary, amined by the purchaser. A big 
= stock is kept in the salesroom, 

stored beneath the tables where 

the small hardware articles are 

shown. There is also an alcove 

showing the effect of interior 

paints. Here are a table and sey. 


eral chairs, and the combination of 
colors of the furniture and of the 
walls are changed frequently. This 
alcove is roofed with shingles of 
contrasting hue, which serve to ad- 
vertise the root paints. In racks 
at the side of the alcove are shown 
a wide variety of brushes and 
painting supplies. 

Twice a year, a painting demon- 
stration is given in this alcove, the 
operator showing how paint can be 
applied at home, both on the in- 
terior and the exterior, effectively 
by the householder. Preceding 
these demonstrations the _ entire 
general list is circularized with 
paint leaflets, and a cordial invita- 
tion given to come down and see 
how simple it is to apply the paint. 
In addition, the direct mail litera- 
ture is sent to the women, concern- 
ing lacquers and enamels for in- 
terior decorating; to the men 
concerning paint for the house and 


garage; and to the farmers, con- 





the most valuable of all—a list of 
home owners and prospective home 
builders. This list contains about 
300 names, and every month they 
are sent some piece of timely ad- 
vice concerning repairing, remodel- 
ing, painting and otherwise im- 


us twice a month regularly. 

“One of our most valuable lists 
is that of the farmers. In order to 
get this we follow right after the 
rural mail carrier and get the name 
and number of every box on his 
route. Thus we have a rural list 


Surprised by 
Last Winter's Coal Bills?’ and 
suggested that the best way to keep 
a house comfortable at a moderate 
cost was to see that it was thor- 
oughly equipped with weatherstrips 
so that no cold air could get in 
Another fall 


cerning paint for the house and ali 
outbuildings. Thus every patron 
receives two invitations to attend 
the paint sale and demonstration, 
and the result is that the store is 
crowded on these occasions and the 
paint season gets off to an excel- 





or warm air escape. 


lent start. 


Points Way for Retailer to Create Business 


It is more than a happy coincidence that just 
at this time when lumber dealers are diligently 
seeking new areas of demand, or the enlarge- 
ment of old ones, there should be announced an 
innovation that promises much for enterprising 
retailers who will develop its potentialities. This 
innovation, which perhaps may be more ac- 
curately described as an advance step in mer- 
chandising, hinges on the idea of selling the 
home builders and home owners of America on 
the truth that beautiful interior walls of paneled 
wood are not a luxury to be enjoyed only by 
the rich and the well-to-do, but that this em- 
bellishment—if not essential—of the home beau- 

*tiful, is within the easy reach of the home 
owner of average means. 

\s the primary step in an advertising and 
merchandising campaign to popularize beautiful 
wood interior walls for the homes of America 

both old and new—the Arkansas Soft Pine 
Bureau has issued a truly beautiful and con- 
vincing booklet, entitled “New Interiors For 


Old,” in which are featured ten illustrations of 
beautiful Colonial and early New England room 
interiors, finished in paneling of Arkansas soft 
pine, both clear and knotty, of various artistic 
designs, including the Dutch Colonial, John 
Quincy Adams, Paul Revere and other artistic 
patterns. 

The booklet has an introduction setting forth 
the merits of wood for surfacing the interior 
walls, of at least some of the rooms, of the 
ideal American home. Then follow the beau- 
tiful illustrations, each of which makes the be- 
holder long for a room paneled just like the 
ones shown, together with interesting descrip- 
tive text, notes on the proper finishing of the 
wood etc. 

This booklet, which is designed to reach the 
consumers and instill in their minds the desire 
for beautiful wood paneled interiors, stresses 
the fact that these beautiful panel effects can 
be had at reasonable outlay, as the panels can 
be built right into position with standard sizes 


of Arkansas soft pine finishing and molding pat- 
terns, all of which are regularly carried by 
lumber dealers. For that reason, this plan 
should appeal to all lumber dealers, because 
this field can be cultivated to its fullest and 
most profitable extent without the necessity for 
carrying large inventories or special stocks to 
meet requirements. 

It is believed that this book sets a new stand- 
ard in practical usefulness, inasmuch as it not 
only presents actual and attractive examples 0! 
walls finished in Arkansas soft pine but fur- 
nishes practical working drawings for each type 
of installation. In the back of the book are 
work sheets, numbered in sequence, which give 
actual working plans, drawn to scale, for the 
installation of any of the designs illustrated ™ 
the book. Thus, the home owner receiving 4 
copy of the book may select the design of wall 
surfacing that most appeals to him, hand the 
corresponding work sheet for that design to his 
lumber dealer or contractor, secure the est! 
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mated cost, and give instructions to go ahead following manufacturers: Caddo River Lumber construction and industries committee of the 
with the work. This is co-operation that the Co., Glenwood, Ark.; Dierks Lumber & Coal Spokane Chamber of Commerce, has announced. 
lumber dealer will appreciate, as it greatly Co., Dierks, Ark.; Crossett Lumber Co., Cros- Plans include an advertising campaign. Rais- 
simplifies the steps that lie between the creation — sett, Ark.; Fordyce Lumber Co., Fordyce. Ark.; ing of funds will be in the hands of a com- 
of interest and desire, and the actual order. The Southern Lumber Co., Warren, Ark. mittee. ‘ 

Tip~ text in the book tells the whole story and the —— For the campaign to succeed, substantial .re- 

ested work sheets do the rest. In addition to copies ductions in building material prices and tem- 

ee ; 4 ‘ f > > e > ° bd - y moe C sees " . , “ T 

N in. =f the book itself, a small folder will be made Prepares Campaign to Stimu- porary wage concessions must be shown. We 

nt of available to dealers in quantities for local dis- will call for statements from all building ma- 

tribution. late Building terial groups in the city, in which they will be 
aan Full information regarding this booklet and ; ; expected to show that their present prices repre- 
od a the merchandising campaign of which it is a SpoKANE, WasH., Feb. 22.—A campaign to sent a substantial reduction as compared with 
ttr . art, may be had by addressing the Arkansas — stimulate building and modernizing in this city last fall, or that they will stage a 90-day sale 

a eft Pine Bureau, Little Rock, Ark. The will be got under way in the near future and = during this campaign in which prices will be 

ap i Arkansas Soft Pine Bureau is comprised of the last until June 1, J. I. Kinman, chairman of the materially reduced,” stated Mr. Kinman. 
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ae By RALPH B. WILSON, 
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ion of This is the seventh and final article of a series on a credit and collection system, which have appeared from time to time in preceding 

f the issues.—EpI1Tor. 

This Unless care is taken to check up on some _ before, under the next discount date, and so due per month, and the day of month it is due. 

es of customers when a payment falls due, they are on until the job is finished and paid for. When an account is taken on the time pay- 

‘0 ad- neglectful, not trying to take advantage of the With this systematic record we always know ment plan, a record is made, on the card shown 

racks discount of 2 percent given for payment on the just how we stand, and we sleep better nights here, of the date the interest starts to accrue 

shown 10th of the month following. Sometimes they as a consequence. if the monthly payment is not made as agreed. 


and use the money which belongs to the lumber 
dealer to buy other things, so that he does not 
get all his money by the time the job is fin- 


When monthly payments slow up, we mail 
the attached letter, which has done much to 
boost collections. 


This record is filed away under the date the 
interest starts. At this date the records are 





*mon- The attention of those mak- examined, and if the account has been paid in 
e, the ished. With the idea of trying to avoid such ing monthly payments is called to any pay- full, the card is destroyed; but if it is not 
an be postponements, when we take a contract we ments missed. At the start of the account, or paid, interest is charged on the ledger. The 
e in- make out the card reproduced herewith, which even when payments are overdue, the offer to card is then filed away six months ahead, and 
tively | shows the date of the first payment, and file discount the account for cash sometimes brings the process is repeated as long as the account 
eding it away under the 10th of the month the ac- a settlement in full. Even if the account is stays on the books. In this way there is no 
entire count should be discounted. When we arrive not paid in full, the letter helps to bring in forgetting to enter on the ledger a charge for 
with at this part of our tickler file, we watch for the back payments. The fact that after the note interest due. 
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1 all EAST AKRON, OHIO 
nd all 
vatron TRE, R. 
nébar Mx.Jobn Jones, _ —_ 
attend , ff Ti Biaik St. 
ation, This tickler card, which is filed under the date a payment is due, | — ==-==-=- ~----ATQALe 
‘d he prevents its being overlooked. When the first payment is made, the Dear 
wear “First” is changed to “Second” and the card again filed ahead 
excel- : We beg to call your attention to the fact that since we 
ae : : sold you the material on "time payment" you have missed 
the payment. If it does not come in, we want matures 8 percent in- = siowtes monthly pogmenten uly .Nov.19 
: ge oe a, Ser e sell gn time on a much cheaper plan to you than you 
to know why. ; terest has to be paid on could buy an automobile, etc. on, and we cannot make out 
A great deal of loss sustained by lumbermen the balance due, helps if we do not receive the payments as agreed. 
is cause saa acelre~ Rexnar Reee a a ee i -ollecting the ac- 
caused by negligence. Some keep very little - collectins _ ee We also beg to call your attention to the fact that on 
record, or try to keep it in their heads. Some count, for no one wants the note you signed there is an agreement for you to pay 
think every man is honest. We make him to pay 8 percent. The interest on the unpaid balance after the expiration of 
a ; oe sat f the balance the note in 1 year of 8% per year, computed semi~annually, 
¢ pat- prove his honesty. : notation O € Dalance so it is to your interest to get the account paid up as 
od ti After the first payment is made, we rub out due reminds debtors of econ as possible and save the paying of the interest after 
plan the “First” before the “Payment Due” and their account, and we * yeue"e Sine, 
oe write in “Second,” then file the card away as also show the amount As an incentive for you to pay off the note before it ex- 
ecause pires, we will make you an attractive discount to pay it 
t and up faster, but only if it is paid in full before the ex- 
ty for * piration of the note. 
“ks to 8 4 interest starts on account of ur phagfene? Your balance as of this date is § 213.00. 
e 7 Z Your payment is ¢_ 12.00 per month. 
(4 It is due us on the__5th,of every month. 
stand- Address 4/ st. On é 19 a Your note expires and starts at 8% interest on Jan.5 
it not ® 193 2s. 
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t fur- 
type e THE PORTAGE LBR. & BLDG. CO. 
k are Ulfrwie (kaon 7 
h give » RBW: MR 
or the Secty. & Treas. 
ted in | © etn a” 6 a 
ying a ; ; 
; wall When monthly payments are not met as agreed, interest at 8 percent : ; ; win 
id the is charged on them, so when an instalment account is opened this When monthly payments are missed, this letter is sent out to remin 
to his card is made out, and filed under the date that interest would begin, the customer. It refers to the fact that 8 percent interest accrues, and 
esti- so that if there has been a lapse the charging of interest on the ledger that discount is obtainable for payment in full before the due date, 





will not be overlooked 


and is often a big help in getting an account cleaned up 
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A Plan for Bringing “Roamers” B 


Bill Dean, bookkeeper for the Blank Lumber 
Co., was puzzled. He had just completed his 


monthly list of Accounts Receivable on a set of 
neat columnar sheets, showing exactly how 
much of each month’s sales for the last several 


months were still uncollected. 

It wasn’t the amount of outstanding accounts 
that worried him in particular, but the ever- 
shrinking list of names on these “dope-sheets.” 
Not that collections had been better of late; not 
that sales had fallen off considerably, but the 
cold fact, evidenced by these shrinking sheets, 
that some of the older and regular customers of 
the company had failed to buy lately. 

People who had been in the habit of making 
regular monthly purchases over a long period, 
whose names had appeared on these sheets 
month after month, had roamed off somewhere, 


and Bill Dean decided that now was a good 
time to find out the reason why and, if pos- 
sible, bring them back to the fold. 

Suddenly an idea struck him. If it was con- 


venient to make out monthly columnar sheets 
showing the Accounts Receivable arranged 
under the monthly headings, and dis- 
closing at a glance how long past due some of 
them were, why should it not be practicable to 
make out a similar sheet with the names of 
customers who had failed to get on the books 
of the company for the last several months? 
Quickly he spread out a number of columnar 
sheets on his desk, heading the individual col- 
umns with the names of the last six months 
and reserving the left-hand column for the 
names of the customers. Then he started at 


specific 


Yard Is Planned for Merchandising Efficiency 


Los ANGELES, CALIF., 
play of merchandise has become the principle 
in practically all retail stores, so we are putting 
it into effect here,” says J. T. Coffey, president 
of the Coffey Lumber Company, located at 6727 
Crenshaw Avenue, the plant covering more than 
a city block. The first feature that catches the 


Feb. 20.—“Open dis- 
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the beginning of his sales ledger and entered 
the names of all the accounts which failed to 
show any purchases during this pe ‘riod, placing 
the amount of the last purchase under the 
proper monthly heading. When finished he had 
in condensed form a complete list of all those 
customers who at one time had made regular 
monthly purchases, but who for some reason 
failed to buy from the Blank company during 
the last six months. 

Then Bill read over the names and tried to 
answer in each case the question uppermost in 
his mind: “Why did John Jones stop buying 
from us?” 

In some cases the answer was evident. Sev- 
eral accounts there were which had been ter- 
minated by reason of some unwarranted claims ; 
others had a history of hard collections, but 
for the great majority of lapses there seemed 
to be no apparent reason. These were the ones 
to which Bill turned his immediate attention. 

To each one of these roamers, Bill ad- 
dressed a personal letter, setting forth his re- 
grets that the account had been inactive for 
so many months, and while he admitted that 
the depression might have been responsible for 
a certain decrease in amount of material needed, 
he was reluctant to accept this as the only rea- 
son for the entire lack of purchases during the 
period stated. Obviously, there must be some 
other reason. Would Mr. Jones be kind enough 
to explain and thus give the Blank Lumber 
Co. a chance to investigate, and if possible re- 
gain Mr. Jones’ patronage? A stamped and 
addressed envelope was enclosed in each case. 


outside of the fence. 
in view of the public, are 
equivalent to the open display tables in any 
store. The racks also give the appearance of 
ample stock—mass display.” 

The office building is in itself a display of 
merchandise, as every one of the six office rooms 


can see nothing but the 
Our standing racks, 











The racks of end-piled lumber are in full view of passing motorists 


racks of standing 
retaining wall im- 
sidewalk line. These 
seen by the motorist from two 
blocks away in either direction. Inasmuch as 
the street is one of the busiest in the city thou- 
sands of people see the display daily. 

“It would be impossible to conduct any other 
kind of a store nowadays if the merchandise 
were hidden away,” says Mr. Coffey, “yet the 
great majority of older lumber yards have not 
one article of merchandise in sight; in fact, 
most of them are enclosed so that the prospect 


eye of the motorist are the 
lumber towering above the 
mediately inside of the 
racks can be 


and the hall shows an individual finish. The 
main office is done in panel board with a silver 
green finish, the sales manager’s room in knotty 
pine and the president’s room in panel board, 
with a red and gold finish. The other rooms 
are for the most part done in panel board, but 
the customer gets from them a clear idea of the 
results of different color schemes. 

Accessibility is the key-word. Two wide 
gates afford entrance, one on either side of the 
office building, which occupies only the apex 
of the triangle at the northeast corner of the 
yard and takes up but little usable space. All 


dling cost in most lumber vards eats up prohts 
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ack to the Fold 


Within a week the returns from these letter; 
came up to nearly eighty percent. The mm. 
jority stated that while the writers had always 
liked the Blank company’s service, prices ¢j 
competitors had been found to be more attrac. 
tive. Others had various real or imaginary 
complaints as to service and quality of my. 
terial received. 

All of these letters were answered imme. 
diately, and in a tactful way. To those mep. 
tioning getting lower prices elsewhere the faq 
was pointed out that prices for certain standard 
qualities were uniform, and that an unbiase 
comparison of present prices and qualities would 
undoubtedly regain the customer’s patronage for 
the Blank company. In other instances, each 
complaint was thoroughly investigated, and jp 
a few cases, allowances were made. 

Inside of a month Bill Dean was pleasantly 
surprised to find that more than fifty percent 
of the roamers had been brought back to the 
fold, and he considered the extra work in mak- 
ing out his “roamers’ dope sheets” and the 
sending of personal letters one of the best jn- 
vestments in direct mail advertising his company 
had ever undertaken. 


Now, needless to say, whenever Bill has 
taken off his monthly list of Accounts Receiy. 
able, he immediately follows it with another 
schedule—the “roamer list.” In this way he 


makes almost instant contact with any account 
that threatens to grow cold, and his company 
has a constant opportunity to check up on com. 
petitors’ prices, or to adjust claims of dissatis. 
fied customers in an amicable way. 


open space is paved with decomposed granite. 

The majority of the people passing this yard 
are potential customers; that is, they do not 
constitute “through” or out-of-town _ traffic 
but people who work and live in Los Angeles 
and its environs. 

The driveways are broad enough to 
modate any truck with trailer. It is possible 
to enter at either gate and reach any part 
the yard, including the middle driveways ! 
various sheds, without inconvenience or crampeé 
driving. 

“Handling cost is at the very minimum,” say: 
George W. Witwer, sales manager, “as ever 
piece of lumber that can be readily handled b 
one man is displayed on standing racks. It + 
remarkable to see the quantity of lumber that 
one man can handle in a day. Possibly 2 
2x10x16 is about the largest piece that on 
man can conveniently and without loss of tim 
place on end in a standing rack. When it be 
comes necessary for the second man to hel 
money and time are being wasted. The hav- 


accom: 


I believe our handling cost is fifty percent be 
low that of the old fashioned lumber yard. 

‘There is no chance here for dimension lun- 
ber to remain in stock until it gets old, warped 
and dark complexioned. There are always tw 
piles of each kind. The fact that we have 
plenty of room makes this possible. We teed 
into one pile and feed out of the other. I have 
worked in yards where the new lumber as = 
arrived had to be piled on top of the pile, 5 
that often the stock underneath became * 
weather-colored that it looked like black wa 
nut. 

“We have done our best to make the delivery 
end of the game rapid and economical. We 
have light, handy trucks, with one or ~~ 
ones for heavy deliveries on contract jobs 

This model lumber yard was installed in the 
face of the depression, Mr. Coffey having full 


confidence that modern methods of display, mer 
can meet the situation 


chandising and delivery 
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A Sawmill Plant With a 105- 
Year-Old Record 


3,cpap, FLA., Feb. 22.—This town near the 
oulf coast of Florida boasts the proud distinc- 
tion of being the location of a sawmill plant 
which has been in practically continuous opera- 
tion for 105 years. This is the plant of the 
Zagdad Land & Lumber Co., whose predeces- 
sors date back to 1828, a deed having been 
executed in that year, conveying properties on 
which mills were to be erected. The original 
owner of the Bagdad mill was Joseph Forsyth, 
and since that time the plant has been owned by 
Forsyth & Simpson, Simpson & Co., Stearns, 
Culver Co., Henderson-Waits Lumber Co., and 
the present owners, the Bagdad Land & Lum- 
ber Co. Notwithstanding its long career, it is 
estimated that the plant still has available a 
timber supply sufficient to maintain operations 
for another ten years or longer. 





Repeal of Recapture Clause 
Would Aid Short Lines 


SureEveport, La., Teb. The board of 
directors of the Shreveport Chamber of Com- 
merce went on record as favoring the repeal of 
the “recapture” clause of the Transportation 
Act of 1920. Recapture, it is contended, works 
a hardship on shortline railroads, and prevents 
establishment of a reserve fund from earnings 
to tide railroads over bad years. The Louisiana 
delegation in Congress will be asked to favor 
repeal, which will be embodied in a bill this 
week. Many lumber roads would be helped by 
repeal, it is pointed out, among short line roads 
in this territory being those connected with 
rganizations headed by A. J. Peavy and E. A. 
Frost, local lumbermen. 


99 





Lumberman Exchanges Real 
Estate for Oil Rights 
Property 


DaLLis, Tex., Feb. 22.—One of the prominent 
retail lumber concerns of this city figured in 
an important real estate deal that was consum- 
mated here a few days ago. In this transaction, 
announced by George W. Owens, of the George 
W. Owens Lumber Co., four pieces of Dallas 
real estate were exchanged for East Texas oil 
rights estimated to be worth $3,000,000. The 
local property included the 7-story Oak Cliff 
apartment hotel, the former home of Everett 
S. Owens in Brookside addition, the two-story 
brick building and a residence in Munger 
Place, the property being valued at $650,000. 





Attractive Wood Wayside 
Stands Lure Motorist 


Wasuincton, D. C., Feb. 22.—An oilcloth- 
covered counter, a mustard jar, a bun and a 
hot dog, with coffee mug assistance, adequately 
supplied the tourist needs for refreshment along 
the highways a few years ago. Today he is 

t content with such simple fare. He desires 
an alluring setup. 

_ Spring is near and tlte time opportune for 
farmers to modernize their wayside stands, 
build new ones, or expand. 

_Wood is the preferred material for stands. It 
its into the out-of-door picture, possesses the 
distinct advantage of facility in handling, can 
% readily replaced and is economical. Of 
ourse, a rustic type of design is far better than 
the familiar shanty, and for this purpose there 
anew manufactured product called “log sid- 
ing,” closely resembling a log externally, rap- 
iy set up and sturdy under bad weather con- 
ations, 

_ Any retail dealer can quickly supply the exact 
kind of lumber needed. The dealer will advise 
the best species to use for load bearing, and 
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here strength and not appearance is important. 
If the new structure is to have a dining room, 
a variety of economical paneling or ceiling lum- 
ber will be suggested. 

In an effort to rid the landscape of temporary, 
ugly shacks and replace them with inviting 
stands that beautify rather than mar the high- 
ways, the National Lumber Manufacturers’ As- 
sociation, Washington, D. C., offers free a lim- 
ited number of leaflets, giving a plan and bill of 
materials which can be used by home carpen- 
ters and cut the cost of construction to a mini- 
mum. 


Moves After 30 Years in Pitts- 
burgh 


PitrspurGH, Pa., Feb. 23.—After having been 
located in Pittsburgh since 1902, the offices of 
the Adelman Lumber Co. have been moved to 
413 Market Street, McKeesport, Pa. There will 
be no change in the sales policy or personnel, 
the same representatives who have been with 








Again the Lady Lumberman— 
Jonah Nearly Swallowed the Whale 


From the lady lumberman whose ar- 
ticle “Stop, Look, Listen,” printed in a 
recent issue of the AMERICAN LUMBER- 
MAN, attracted so much attention and 
favorable comment, has come another 
communication, brief and to the point. 
Addressed to “Friend Editor,” this letter 
says: 

Thinking over the events of the last 
year a recap. flashed on the sereen of 
memory something like this: 

So this is civilization! Turmoil, un- 
rest, labor trampled under foot of capital, 
national leaders seeking favor of foreign 
aristocracy at any cost, respect for the 
constitution blotted out by by-laws and 
amendments, mergers, tax money used 
for everything but public needs ete. ete. 

Well, history repeats itself. Jonah 
merged with the whale and as now, the 
whale got sick of the big feast and after 
a period of depression concluded that a 
fish should live on fish food in smaller 
quantities. Now there are more Jonahs, 
more whales and more of everything but 
the ideal life that should come from 
American standards of living. 

It seems that this time Jonah nearly 
swallowed the whale, or what have you? 





the company for many years continuing to rep- 
resent it in the various territories they have 
been covering. Commenting on the move, °A. 
Adelman said: “This is not only an economical 
move but is also an advantage to us by being 
less than five miles away from our yard and 
warehouse located at West Elizabeth, Pa.” 





Kentucky Bill Provides Low Tax 
on Reforested Lands 


LovuisviLte, Ky., Feb. 23.— A bill is in the 
Kentucky legislature, and has passed the lower 
house, to provide for a tax of 10 cents an acre 
for lands used in growing new timber. This 
bill was amended as to amount of land allowed 
in such projects, and number of trees per acre. 
It is claimed that it will never get through the 
senate, or that, if it does, it will never be signed 
by the governor. Other bills would reduce the 
tax on all realty by at least 33% percent, and 
provide that new assessments could be made 
only every four years. 
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Communist Agitators Prevent 
Mill Operations 


ABERDEEN, WaASH., Feb. 20.—The FE. K. 
3ishop Lumber Co., at Junction City, cutting 
spruce exclusively; Wilson Bros. Lumber Co., 
Aberdeen; and the Aberdeen Plywood Co., have 
been hampered during the winter months in 
their efforts to maintain a payroll on the har- 
bor, by a band of communists who have pick- 
eted the mills and heckled the operators. The 
Plywood company has temporarily closed its 
plant, but the E. K. Bishop Lumber Co. has 
settled its difficulties and is continuing to op- 
erate. 

Wilson Bros. Lumber Co. has made a tre- 
mendous effort to keep its plant in operation, 
its employes being eager to work and satis- 
fied with the wage scale, but outside disturb- 
ances developed a tense and dangerous situa- 
tion, forcing the mill to close last week. Judge 
J. M. Phillips, of the superior court, and a 
group of citizens lent their aid to the Wilson 
Bros. company in protecting the employees, but 
rock throwing, which injured the workers and 
shattered glass, made it necessary to abandon 
work. Contracts the mill had on file were 
placed with other mills for shipment. 

Orders booked by the Aberdeen 
Co. were placed with Olympia mills. 


Plywood 





Los Angeles Receipts 


[Special Telegram to AMERICAN LUMBERMAN ] 


Los ANGELES, CALIF., Feb. 24.—Cargo ar- 
rivals at Los Angeles harbor last week 
amounted to a total of 4,295,000 feet, being 
four cargoes of fir. Arrivals the preceding 


week amounted to 6,041,000 feet, consisting of 
seven cargoes of fir with 5,414,000 feet and one 
of redwood with 627,000 feet. Unsold lumber 
on the harbor totaled 6,326,000 feet, compared 
with 7,424,000 feet the preceding week. Sixty- 
seven vessels are reported laid up, and one 
operating off shore; the same as for the pre- 
ceding week. 





Conditions 


Forpyce, ArK., Feb. 22.—Having exhausted 
the supply of logs that were on hand when 
logging operations were closed on Jan. 1, the 
Fordyce Lumber Co. has shut down its sawmill 
here and General Manager David C. Gates has 
announced that operations will be resumed only 
when the present lumber supply has been mar- 
keted, or at least not until stocks have been 
brought into proper relation with demand. The 
planing mill, flooring plant, and shipping de- 
partment will continue to operate on a part 
time schedule, as they have been doing recently. 





Week's Loading of Revenue 
Freight 


A report of the car service division of the 
American Railway Association shows that the 
revenue freight loadings for the week ended 
Feb. 13, 1932, totaled 562,465 cars, as follows: 
Forest products, 19,747 cars (an increase of 
1,414 cars over the preceding week); grain, 
32,023 cars; livestock, 18,754 cars: coal, 110,916 
cars; coke, 5,676 cars; ore, 2,853 cars; mer- 
chandise, 186,569 cars, and_ miscellaneous, 
185,927 cars. The total loadings during week 
ended Feb. 13 show a decrease of 12,291 cars 
below the week immediately preceding. 





Deeds Timber Land for County 
Park 


CorrIGAN, Tex., Feb. 22.—In the north end 
of Polk County will be located a modern county 
park on 15 acres of timber land to be deeded 
to the county by the Texas Long Leaf Lumber 
Co. Paul Sanderson, of Trinity, is president 
of this company, which’is one of the affiliated 
concerns of the Sabine Lumber Co., of Houston. 
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National Production, Shipments and Orders 


Wasuincton, D. C., Feb. 22.—Following is the National Lumber Manufacturers’ Association report for the week ended Feb. 13, and for gy 
weeks ended that date, covering mills whose statistics for both 1932 and 1931 are available, and percentage comparison with statistics of identicy 
















































mills for the corresponding period of 1931: wrts of 1 
ONE WEEE No. of Percent Percent Ass jatior 
NO, : ssociati 
Softwoods: — Pe ; : Mills Production of 1931 Shipments of 1931 Orders Percent j 
Southern Pine Association (Including North ” Of 193) 
COFOUBA PING) cccccccccccccccsecesvccccese 114 19,560,000 54 26,145,000 72 24,003,000 
West Coast Lumbermen’s Association........ 204 56,061,000 58 60,174,000 61 63,987,000 59 . — 
Western Pine Association (Inland Empire and , . 58 ents 
errr eee ee 99 10,839,000 42 28,740,000 59 26,530,000 _ use 
Northern Pine Manufacturers’ Association.... 7 0 oe 1,954,000 86 1.694.000 58 Piss ssa 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 18 702,000 38 1,083,000 84 1.005.000 on 
Bota ; nce i) Rensini a ee te , - 
SN so ae wd oil ew Oe eS 442 87,162,000 54 118,096,000 63 117,219,000 “58 On hand 
Hardwoods: Deta 
Hardwood Manufacturers’ Institute.......... 176 8,854,000 58 14,255,000 82 12,870,000 65 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 18 1,368,000 40 1,797,000 82 1,323,000 43 Northern 
—- - — — meanenadins Bs. Southern 
Total hardwoods ....ccscscsccccvccccccvces 194 10,222,000 54 16,052,000 82 14,193,000 62 Westernt 
i, a ccc cela e ede ek en Ma wa wae kwes 618 97,384,000 54 134,148,000 65 131,412,000 59 Easternt 
SIX WEEKS Mills Foreign 
Softwoods: Reporting* Totals 
Southern Pine Association (Including North oe 
BENS GR Cres re 108 102,549,000 53 128,793,000 63 33,728,000 60 *North 
West Coast Lumbermen’s Association........ 204 327,673,000 59 382,793,000 65 396,905,000 65 San Luis 
Western Pine Association (Inland Empire and an +Washir 
Pe Ce cn cca eben de eeeh anes ee a 99 68,520,000 43 186,775,000 65 189,713,000 68 tAll oth 
Northern Pine Manufacturers’ Association.... 7 rae. = 11,265,000 77 10,893,000 71 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 19 3,616,000 33 0,140,000 66 7,042,000 85 
= > as — ———— = — —-- aot MARKET 
Pe eT ee OCT TCT TCT 37 502,658,000 55 714,766,000 65 738,281,000 65 title of a! 
° 7 j 
Hardwoods: ” 08 ; ‘ — tension 10 
Hardwood Manufacturers’ Institute.......... 169 44,983,000 54 76,657,000 79 76,027,000 74 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 9 7,323,000 35 11,330,000 89 11,339,000 69 vey, and 
. — —— —_ —_————_ - wields ue college ot 
OGRE DOCGMOOED co vecciccccocvcesenseviesne 188 52,306,000 50 87,987,000 80 87,366,000 ™ © 361. It 
ee Sk aie ain eee 606 554,964,000 54 $02,753,000 66 825 647.000 66 . all timt 
; sm 


— 


*Average weekly number. 


Relation of Unfilled Orders to Stocks 


Wasuinoton, D. C., Feb. 22.—Following is a statement for five associations of 
stock footage Feb. 13, and the percentage relationship of unfilled orders to stocks: 
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Western Pine Summary 


the gross [Special Telegram to AMERICAN LuMBERMAN] 


PORTLAND, Ore., Feb. 24.—The Western Pine 





Orders of 





we No. of Gross Unfilled Stocks— \ssociation reports as follows on operations of 
; —Association— _ Mills Stocks Orders Percent Inland Empire and California mills during the 
MOULROTR Fie BOMOGMIIOM . cc ceccecccccccesveses 110 712,232,000 61,026,000 9 week ended Feb. 20: 
West Coast Lumbermen’s Association........... 172 1,251,097,000 217,242,000 17 pea ahs 
Western Pine Association (Inland Empire and a Total number of mills reporting, 127: SEATTL' 
ES PEE cctevidnnnvtesunedeannten ses 122 1,818,934,000 165,065,000 9 hia seieesiiliies Guar taaee ‘aie ; h 
Northern Pine Manufacturers’ Association....... 7 234,952,000 15,204,000 6 Shipm R. 0 lon for week...... 11,506,00¢ ore S 
Hardwood Manufacturers’ Institute............- 157 $05,003,000 92,432,000 11 Fe ee Sette ehecccconvers 31,793,000 B during Jz 
Were received . owns cicccccccss 32,430,000 
sili Lumber | 
Report of 104 mills: percent | 
» ° ° e ( ays ; - ‘anaci . 99 190 7) ie : 
West Coast Revi ® group of 214 mill, whose production for | Qperating,nbecity 2.222... 1gesteme per 
: " ° « ec , 2 re US Vears. 3 . 5,000 i 
est oast eview the week ended Feb. 20 was 62,011,000 feet, re- | Actual production for week....__ 11'362'00 Domest 
- ported distribution as follows: . cent less 
[Special Telegram to AMERICAN LUMBERMAN ] Unfilled Report of 127 mills: cline of : 
: , > T , Shipments Orders Orders Average production ..... 63,391,000 : 
SEATTLE, \W ASH.., Feb. 24.— | he 218 W est Rail on 6: aah 19.779.000 65.235 000 Unfilled orders ........ 168,514,000 percent i 
Coast Lumbermen’s Association mills giving pomestic ~° ° iia ; Stock on hand—Feb. 20.......... 1,786,714,000 Offsho: 
production, shipments and orders during the cargo ... 28,895,000 26,042,000 109,946,000 | Identical mills reporting, 104: percent ¢ 
week ended Feb. 20 reported: Export 14,112,000 17,021,000 14,626,000 Production: the total 
Local 4,673,000 4,673,000 


Production 
Shipments 


Orders 


A group of 


ports for 
as I Il Ws 
Average 
1931 
19: 


Actual cut for week ended Feb. 20 73,426,000 


¢ over production 
9.77% over production 
mills whose production re- 
to date are complete, reported 


weekly 
Average weekly 


operating capacity 


109,522,000 
65,272,000 


249,807,000 


72,842,000 


67,514,000 


A group of 202 identical mills, whose reports 
of production, shipments and orders are com- 
plete for 1931 and 1932 to date, reported as 
follows : 


288,020,000 


Week ended 
Feb. 20, 1932 
61,307,000 
71,400,000 
66,835,000 


Averages for 7 weeks 
1932 1931 
54,900,000 92,687,000 
64,223,000 99,526,000 
65,219,000 102,458,000 


Production 
Shipments 
Orders 


Operating capacity ..... 
Average for 3 previous years.. 
Week ended 
Feb. 20,1932 
week.. 11,362,000 
30,062,000 
30,078,000 


Actual for 
Bhipments .....ees. 
Orders received 
Identical mills reporting, 120: 
Production: 

Average for 3 previous years.. 

Week ended 
Feb. 20, 1932 


Unfilled orders 167,075,000 


122,130,000 
34,145,000 
Week ended 
Feb. 21, 1931 
30,774,000 
46,371,000 
$1,846,000 


61 ,8 33,000 
Week ended 
Feb. 21, 1931 


207, 589,000 





Bookings 40 Percent Over Output 


[Special Telegram to AMERICAN LUMBERMAN] 


Wasuincton, D. C., Feb. 25.—Five hundred and three softwood mills of five associations 


for 


the week ended Feb. 20 reported to the National Lumber Manufacturers’ Association production 





aggregating 97,435,000 feet, shipments, 136,871,000 feet and orders, 135,979,000 feet. The week's 
figures for production, shipments and orders follow: 
No. of 

Softwoods— Mills Production Shipments Orders 
Southern Pine Association (North Carolina mills 

I i a i a a ike ela ile wd 135 22,458,000 28,203,000 32,781,000 
West Coast Lumbermen’s Association.......... 218 62,822,000 74,183,000 68,961,000 
Western Pine Association (Inland Empire and 

SiR” RRs ere 127 11,506,000 31,793,000 32,430,000 
Northern Pine Mfrs. Association.............+.: 7 No cut 2,117,000 1,452,000 
Northern Hemlock & Hardwood Mfrs. Assn . 16 669,000 575,000 355,000 

Totals, softwoods............ eon eswien or re 503 97,435,000 136.871.000 135,979,000 
Hardwoods— 
Hardwood Manufacturers’ Institute.............. 202 10,359,000 15,433,000 12,310,000 
Northern Hemlock & Hardwood Mfrs. Assn...... 16 my 1,612,000 1,168,000 

I oi éndoncwetadendac- Seescaes 218 12,152,000 17 045,000 ~ 13,478,000 





Gross stock on 


hand . 1,741,686,000  2,112,929,000 


i 





Southern Pine Report 


New Orveans, La., Feb. 22.—For the week 
ended Feb. 13, 128 mills of a total capacity 
143 units (a unit representing 360,000 feet 0! 
3-year average weekly production), report as 
follows to the Southern Pine Association: 


Pet. of output 
38-year Ac- 


Production— Carst Feet Ave, _ tual 
Aver, 3 year.. ... 51,429,000 a> eee 
OO ee eee 22c187,000 43.14 00 

Shipments* ....1,388 29,148,000 56.68 131.3 

Orders na 
received* 1.255 26,355,000 51.25 118.79 


On hand end 
re 3,008 rer ‘ 
*Orders were 90.42 percent of shipments. 
tCar basis is 21,000 feet. 
tOrders on hand at above 128 mills showed 

a decrease of 3.83 percent or 2,793,000 feet 


70,098,000 





during the week. 
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California Redwood 


San FRANCISCO, CALIF., Feb. 20.—The fol- 

lowing information is summarized from the re- 
rts of 11 mills to the California Redwood 
Association for January: 


—Redwood— White 

Percent of Wood 

Feet P production Feet 
) tion ......11,846,000 ate 2,339,000 
ae .->--: 11°377,000) ... ~—-2°113°000 
Plant use ...---- 1,051,000 § 105 215,000 
Oreewived eee 14,906,000 126 3,464,000 
On hand .....- 19,081,000 5,395,000 


Detailed Distribution of Redwood 


Shipments Orders 
Northern California*.... 4,426,000 5,629,000 
Southern California*.... 4,050,000 4,101,000 
EE og cn wieder eie dic tre 33,000 116,000 
Easternt Pere TT eT TTT 2,646,000 4,218,000 
DOE cnc nevecewrsess 222,000 842,000 





WO soc rasneneaw eee 11,377,000 14,906,000 


*North and south of line running through 
San Luis Obispo and Bakersfield. 
+Washington, Oregon, Nevada and Arizona. 


tAll other States and Canada. 
same 

MARKETING ILLINOIS Forest Propucts is the 
title of a booklet prepared by L. E. Sawyer, ex- 
tension forester, Illinois Natural History Sur- 
vey, and issued by the University of Illinois 
college of agriculture, Urbana, as Circular No. 
361. It contains suggestions to farmers and 
small timber owners as to methods of selling— 
by lot, log scale, count or tally; as to methods 
of shipping—direct selling and co-operative 
marketing ; information as to grading and price 
ranges, and includes sample sale _ contract 
adapted from Department of Agriculture Bulle- 
tin No. 1210, 
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Men Are Being Put to Work 


Books Auto Body Business 

KNOXVILLE, TENN., Feb. 22.—E. F. Miller, 
manager of the Sterling Wood Products Co., 
manufacturer of auto bodies, says that that con- 
cern has taken on over 300 men during the last 
three weeks, having booked new business from 
Chrysler, lord and several other automobile 
manufacturers. Mr. Miller says that while this 
business is seasonal, he expects to increase the 
force gradually during the next few weeks until 
approximately 800 men are employed. This em- 
ployment will continue until well along in the 
summer. 


Grays Harbor Sawmills and Camps 


Resume 

ABERDEEN-HoQuIAM, WaAsH., Feb, 20.—Work 
will be resumed at a number of Grays Harbor 
sawmills during February. The Aloha Lumber 
Co., at Aloha, under the management of Wilfrid 
Dole, is operating one shift. The Michigan 
Lumber Co., at Junction City, opened Feb. 15 
for a steady run on a one-shift basis; 125 men 
will be employed. The Anderson & Middleton 
Lumber Co., Aberdeen, is also planning to start 
up this month. The planing mill of the Grays 
Harbor Lumber Co. has been operating inter- 
mittently during the winter. The White Star 
Lumber Co., at White’s in the eastern part of 
the county, resumed operations Feb. 15 after a 
shutdown of over a year. This mill operates its 
own logging camp, which has been operating 
for short periods during the last year; all old 





West Coast 


SEATTLE, WASH., Feb. 20.—Report on water- 
borne shipments from the Pacific Northwest 
during January has been issued by the Pacific 
Lumber Inspection Bureau. The total was 25% 
percent less than in January of last year, and 
36% percent less than in January of 1930. 

Domestic waterborne shipments were 37 per- 
cent less than in 1931, there having been a de- 
cline of 36 percent in Atlantic coast and of 46 
percent in California shipments. 

Offshore business showed an increase of 7 
percent over its total of January last year. Of 
the total for January of this year, 71 percent 
went to China and Japan, whereas in January of 
last year, only 51 percent of the total went to 
these countries. In January this year, China 
and Japan took practically 50 percent more than 
in January last year; it is probable that the pur- 
chases were made for war needs, and that con- 
tinuance of this volume of business can hardly 
he expected. January 1932 business with coun- 
tries other than these two, showed a decline of 

Domestic 
January January 
1932 1931 
INTERCOASTAL— 

Atlantic coast 

Eastern Canada 
CoastTwIsE— 





California .........0. 33,398,442 60,965,067 
ER IG eS 98,840 505,475 
OTHER— 
Panama Canal Zone... 1,150,430 572,223 
Hawaiian Islands .... 4,879,678 3,853,074 
Philippine Tslands... . 382,060 94,722 
Unclassified ......... 2,569,170 3,341,173 
Total domestic ...... 135,826,789 215,805,566 
ORIENT— wages 
eer 22,820,567 17,440,602 
nh tt ccose ees ine 34,882,623 20,849,091 
RS eo sos ea 215,774 483,337 
Evropr— 
United Kingdom ..... 7,810,456 13,352,120 
Norway and Sweden.. ......... 45,659 
Denmark ES nt eee eee ee 245,401 
ee 620,577 1,143,353 
Holland shad Evel eicrnc a'diae 875,770 3,597,577 
ED Sil dn okeen oo ics 1,673,686 758,331 
ie sae etatacneteigs 632,209 972,738 
ROS ees aera ticpatia CO aaa 
gO ae 93,318 510,205 
Unclassified .......... 79,941 10,446 


Waterborne 


about 38 percent. The only normally important 
market showing an increase in volume was the 
west coast of South America. Belgium more 
than doubled its purchases of last year and 
took a high place as purchaser of Coast woods. 

sritish Columbia, contrary to reports that it 
has been getting a larger share of United States 
domestic business, has a somewhat smaller pro- 
portion this year than it had last, the Province’s 
percentages being about 9 this year and 10 last. 
British Columbia, however, got 30 percent of 
this year’s offshore business, as compared with 
18 percent last year. Japan was the biggest 
market for British Columbia lumber, the Pro- 
vince supplying 36 percent of that country’s 
1932 total. British Columbia made all the ship- 
ments to Australia, 31 percent of those to the 
United Kingdom, and 30 percent of those to the 
West Indies—gains in these British Empire 
markets being probably the result of reciprocal 
tariff arrangements. 

Detailed figures follow: 

January January 
193 931 


LATIN AMERICA— 
South America 
(enst coast) ....... 343,277 4,701,152 
(west coast) ....... 2,059,62 1,106,854 
Ce SR Sse “aie mdietatta aap epee 
Weet Tndies ......... 2,678,840 982,674 
) ore 123,053 586,976 
AUSTRALASIA— 
pe 4,371,599 5,098,277 
New Zealand ........ 90,907 339,808 
South Sea Islands.... 95,865 51,031 


EE ah ratio was. lace ecclaceeia’ me tetarn rare 





AFRICA— 
South Africa ........ 608,129 2,486,573 
ES Gastséccarebaan civabees 117,902 
TORS TOTMIEM occicxcis 80,315,451 74,880,107 
Gram@ totais ...cscas 216,142,240 290,685,673 


Districts of origin of shipments during Janu- 
ary, 1932 are given as follows: 





Lumber Logs 
Domestic Export and Bolts 
British 
Columbia.. 12,721,166 23,863,130 735,102 
Wash’t’n .. 86,941,068 41,263,361 4,508,134 
Oregon ... 36,164,555 15,188,960 1,694,482 
Totals ..135,826,789 80,315,451 6,937,718 


employees will be taken on. The Willapa Shingle 
Mill, a unit of the Willapa Harbor Lumber 
Mills,, of Raymond, reopened Feb. 15, employ- 
ing thirty-seven men. 

The M. B. Logging Co. camp on Johns River, 
and the camps of the Simpson Logging Co. near 
Shelton, have reopened. The Simpson company 
will operate Camps 3, 4 and 5, employing about 
four hundred men. 


Calls Employees Back to Work 


Dover, Onto, Feb. 22.—The plant of the 
Marsh Lumber Co., which has been practically 
closed since last December, has resumed opera- 
tion and, according to Alvin C. Marsh, presi- 
dent, 95 employees have been called back to 
work for an indefinite period. This concern 
manufactures oak flooring and cold air registers 
in addition to the usual products of a millwork 
plant. Officers of the company say that busi- 
ness conditions are on the upgrade. 


Resumes After Two Months’ 
Shutdown 

3LUEFIELD, W. VA., Feb. 22.—The Belcher 
Lumber Co., which suspended operation of its 
plant here shortly before the Christmas holi- 
days, has resumed operation and expects to 
operate for a month, after which business con- 
ditions will determine whether the plant will 
continue operation. About twenty-five work- 
men are employed. 


Resumes Full Time Operation 

Dover, N. C., Feb. 22.—Following several 
months of idleness, the Goldsboro Lumber Co., 
one of the largest plants in this section, has re- 
sumed full time operation. A number of good 
orders recently have been booked, and officials 
report that prospects are bright for renewed 
building activity during the coming spring and 
summer. 


Running Full Time After Two Months’ 
Closedown 
STEVENSON, ALA., Feb. 22.—The plant of the 
Chickamauga Cedar Co., which has been closed 
for the last two months, has resumed operation 
and is running full time, all of the old employees 
having been recalled to their jobs. 








Sawmills Starting Operations 


Sr. Jor, Ark., Feb, 23.—As evidence of re- 
turning activity in the timber business in north- 
western Arkansas, sawmills have started opera- 
tions at St. Joe and at Marble, in Madison 
County. The one at St. Joe is a new concern 
owned by R. T. Arney. The buying and selling 
of all kinds of timber have been resumed at 
most of the railroad sidings in this and adjoin- 
ing counties. 


New Owner Starts Texas Hardwood 
Mill 
SHREVEPORT, LaA., Feb. 22.— According to 
advices received today from Logansport, La., the 
Jones-O’Shaughnessy Lumber Co., of Beau- 
mont, Tex., which purchased the hardwood mill 
of the Pickering Lumber Co. at Haslam, Tex., 
began operations several days ago. It is em- 
ploying a crew of forty to fifty men, and has a 
run of four or five years. 


——— 


INSULATION salesmen might find some sig- 
nificance’ in the recommendation of the U. S. 
Department of Agriculture that to avoid argu- 
ments about how cold it is the thermometer, 
in addition to being hung on the north side of 
the house, in a sheltered place, should be hung 
an inch or two from the wall. 





MILWAUKEE, WIS., 
Feb. 22.—The Wiscon- 
sin Retail Lumbermen’s 
Association, famous for 
a membership which in- 
cludes almost a hundred 
percent of dealers in its 
territory, for the inti- 
mate working contact of 
the association office 
with dealers and for the 
entertaining and instruc- 
tive meetings which it 
holds throughout the 
year, has set a new high in the forty-second 
annual meeting which was concluded last 
Thursday. 

The Milwaukee Auditorium, where the an- 
nual conventions are held, housed one of the 
greatest exhibits in the long history of these 
affairs. The space in the main arena was com- 
pletely sold out, and the exhibits collectively 
made a striking picture of the complex retail 
lumber industry. Secretary D. S. Montgomery 
considers these displays to be an important 
educational feature of the conventions, and he 
allows ample time in the course of the sessions 
for dealers to study the exhibits and to ask 
questions. The exhibitors co-operate fully by 
closing their booths during the formal sessions. 

The opening session of Tuesday afternoon 
was reported in last week’s issue. 


WEDNESDAY AFTERNOON 


Wednesday afternoon, following a forenoon 
devoted to the exhibitors, the dealers met in 
the adjoining Kilbourn Hall. The opening 
number, true to the traditions of the associa- 
tion, was a novelty number. It was a play 
called “The Mystery of the Kitchen, or What 
Became of the Sink?” The players were Alan 
Dunwiddie, Mrs. Stanley Dunwiddie and Stan- 
ley M. Wilson, all of Janesville. The scene 
was a kitchen, and the theme was the old and 
the new salesmanship. An old-timer came by 
appointment to see about a couple of storm 
windows. His technique, in addition to ex- 
pectorating in the sink, was to take a gloomy 
view of costs which he did not know in detail 
but which he represented as being probably 
quite high. After he had left without making 
a sale, the lady of the house called another 
lumber yard whose advertisement she had seen 
in the local paper. The salesman, who ap- 
peared promptly, priced the windows complete; 
including installation and painting. He also 
suggested insulation which he priced but which 
he also explained in terms of saved fuel. He 
suggested a remodeling of the kitchen to save 
steps and to improve appearances. He returned 
by appointment in the evening; when the lady 
became the real salesman in converting her 
husband. The result was a sale perhaps a 
hundred times the cash size of the original 
intention, and also two pleased customers. 

David P. Livingston, Chicago, then made the 
address which has been several times reported 
in this journal. He stated that dealers have 
the most valuable of all kinds of farm relief, 
and they can sell it at a profit. Farming has 
changed from the production of field crops in 
large quantities to the raising of animal prod- 
ucts. The present problem is the reduction 
of the costs of these products. Feed is turned 
into animal maintenance, heat and mercantile 
products. The cold of winter reduces the pro- 
duction of milk and eggs; and so farmers 
keep excess herds and flocks to offset this re- 
duction, and then this excess results in too 


Ss. S. SOLIE, 
Wis.; 
te-elected President 


Janesville, 
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Wisconsin “Dumb-Bell” Sessions 
Featured by Friendly Frankness 


Note: A report of the opening ses- 
session of this convention appeared on 
page 41 of the Feb. 20 issue——Eprror. 





much milk and eggs in the warm months for 
the markets to absorb. 

Mr. Livingston suggested that proper insula- 
tion and ventilation would keep up year-around 
production at a saving in investment in herds 
and a corresponding saving in labor and feed. 
[It would allow the farrowing of pigs in cold 
months to take advantage of high markets. 
Mr. Livingston stated that some dealers have 
forgotten, as their business progressed, how to 
make contacts with customers; and he sug- 
gested that this personal salesmanship be 
learned again. 


Merchandising of Paint 


A. W. Baeder, of the Sherwin-Williams Co., 
Chicago, in dealing with the merchandising of 
paint through retail yards stated that there are 
two kinds of dealers—those who are selling, 
and those who are selling out. The first kind 
are learning that profit, and not volume, is 





Sung at Dumb-Bell Session 
"Now's the Time to Start to Build" 


(With deep and abject apologies to 
Eddie Cantor) 
Digging is cheaper, foundations are cheaper, 
Now’s the time to start to build. 
You buy lumber for nothing, they throw in the 
roughing, 
Now’s the time to start to build. 
Get yourself an architect that’s almost starving, 
He will make you plans and specks for just a 
farthing, 
If you’re in a hurry you won’t have to worry, 
For now’s the time to start to build. 


Bricks are now cheaper, cement is now cheaper, 
Now’s the time to start to build. 
Roofing is caving, in glass there’s a saving, 
Now’s the time to start to build. 
Fifty contractors will gladly do your bidding, 
You can pass the good ones up for one that’s 
skidding, 
If profits look quite dim, 
help him, 
Now’s the time to start to build. 


Plumbing per, wiring is cheaper, 
Now’s the time to start to build. 
Labor is active, terms are attractive, 
Now’s the time to start to build. 
There will come a day when prices will be 
higher, 
Now’s the time to open up and be a buyer, 
And if you are craving a place to make saving, 
Now’s the time to start to build. 


the subs will all 
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what counts. He analyzed the paint market, 
by the figures of an actual survey, and showed 
that 60 percent of all buildings are in need of 
paint. Interior painting is often overlooked; 
but it offers a larger potential market than 
does outside painting. Because merchants in 
other lines have been active in pursuit of the 
consumer dollar, and because paint merchants 
have not, the average time elapsing between 
painting is now six years instead of four and 
a half. 

Mr. Baeder also presented other figures in- 
dicating that people buy paint by habit from 
certain dealers or do not feel attracted by the 
poorly located and poorly decorated lumber 
offices. Many do not even know that the lum- 
The correction is more 
and salesmanship, _ better 


bermen handle paint. 
active 


advertising 
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looking places of business, better trained clei 
and a line of paints in which the dealers then, 
selves have confidence. 

E,. F. Parker, of the Firestone Tire & Ry. 
ber Co., Akron, Ohio, toid the story, seyerg 
times reported in these columns, of his com. 
pany’s contest with mail-order competition 
This contest turned, as he explained it, on ty 
factors. Firestone has protected the independ. 
ent dealer. And the mail-order men have bee 
aided in breaking down confidence in the log 
dealer by means of special brands, made }y 
certain manufacturers, which bear low price 
As Mr. Parker stated it, part of the overhea 
of manufacturing cost on these special bran 
is really borne by the independent dealers who 
buy the standard-grade products made by thes 
same manufacturers. So these independents 
are unwittingly helping to create and maintain 





this competition which is aimed against them F 
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The annual dinner dance was held Wednesda § an impres 


evening in the grand ball room of the Schroeder 
Hotel; the usual brilliant affair, with a wealth 
of entertainment in addition to the dancing. 


THURSDAY MORNING 


Thursday morning the Retail Lumbermen’ 
Mutual Insurance Co. held its annual busines 
meeting, with President F. D. Abell, of Wauke- 
sha, presiding. The president and Secretary 
Montgomery reported briefly about the year’ 
business, stating that the usual dividends have 
been paid, that no bonds in which the com. 
pany’s funds are invested were in default a 
the close of the year’s business and _ that the 
company had operated within its income. 

The following officers of the insurance com- 
pany were elected: 


President—F. D. Abell, Palmetier & Abell 
Lumber Co., Waukesha. 

Directors for three years—J. D. Rowland, 
Anderson Yard Co., Bayport, Minn., and 
J. H. Koltes, J. H. Koltes Lumber (Co, 
Waunakee. 

At the association session which followed, 


A. J. Hager, Lansing, Mich., president of the 
National association, presided. Mr. Hager 
stated that house-cleaning time is here and 
that he is more interested in what dealers are 
going to do in the return of prosperity than 
in knowing just when that return will come 
about. Mr. Hager paid a high tribute to the 
Wisconsin association and stressed the value 
of association work during these times. He 
mentioned the efforts of the National to correct 
distribution difficulties. An amazing amount 
of business has gone over the heads of retail- 
ers, and this lost trade means a heavier bur 
den of overhead to be passed on to the over- 
burdened home builder. Mr. Hager mentioned 
especially the recent publicity of building and 
loan organizations, looking toward the financing 
of the so-called permanesque house. 

Much progress has been made in_ bringing 
order into distribution during the last three 
years; and it has been proved that manulat- 
turers are interested in retailers as distribution 
outlets and in their prosperity. Manufacturers 
proved to be ready to join in the work of the 
Merchandising Council. One of the efforts 
which his council has made has been in the 
field of estimating. Mr. Hager then introduced 
A. W. Holt, of this council. 

Mr. Holt delivered his well known address 
on estimating and the House Valuator system. 
With his model house he demonstrated that all 
roofs are plain roofs and are as easy to figure 
as floors. He then explained the Valuator 
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Resolve to Work for Better Farm Buildings G] Say 
They Control Choice Between Brands G] Told to 
Use Mail Order Catalog as Good Sales Help 


system, by which all houses can be quickly 
and accurately estimated, once a basic house 
has been figured. 

Report of Resolutions Committee 


Ralph E. Nuzum, Viroqua, presented the re- 
port of the resolutions committee. These reso- 


| lutions included a statement that agriculture is 


in need of better housing and that every legiti- 
mate effort be put forth to co-operate with 
county agents and farm leaders to aid in farm 
relief and increasing milk consumption. The 
report endorsed the Home Loan Discount Banks 
bill and urged dealers to wire members of 
Congress to that effect. It expressed thanks 
and appreciation to association officers, the 
press, the Order of Hoo-Hoo and to others 
aiding in making the convention a success. It 
endorsed the House Valuator system. 

Stanley M. Wilsey, Janesville, then conducted 
an impressive memorial of deceased members. 


Election of Officers 


The election resulted as follows: 

President—S. 8S. Solie, Solie Lumber Co., 
Janesville, Wis. 

Treasurer—Dan O. Head, Kenosha Lumber 
& Coal Co., Kenosha, Wis. 

Directors for four years—F. C. Cole, City 
Lumber Yard, Iron 
Mountain, Mich., and S. apie a ae 
E. Taylor, Taylor Lum- 
ber Co., La Crosse, Wis. 

Carl Oman, Carl 
Oman & Sons, Boscabel, 
then spoke briefly in 





D. 8S. MONTGOMERY, 
Milwaukee, Wis.; 
Secretary 





favor of the National 
Milk Pool, which he de- 
scribed as an effort to 
get for farmers a fair 
profit on their milk. Mr. 
Oman dwelt at length 
upon the farmer as a 
customer of the lumber 
dealer, 


The Dumb-Bell Session 


The final event was the famous “Dumb- 
Bell Session” in which members tell not how 
much but how little they know. It is a highly 
successful method for securing informal discus- 
sion of practical problems. The session began 
with a luncheon in Juneau Hall, at the Munic- 
‘pal Auditorium; and following the luncheon 
the diners remained at the tables. 

S. Montgomery, ,with his genius for 
Managing meetings and for setting the proper 
atmosphere, opened the meeting with the mystic 
ritual of the dumb-bells, following which Presi- 
dent Solie called upon those present at will. 

George Innes, of the association, urged deal- 
rs to maintain the friendly spirit of the con- 
vention and to cut out the fighting. He out- 
lined the dealer fight as starting with a desire 
lor volume. The price-cutters of 20 years ago 
are long since out of business, but the ranks 
are filled by those who do not learn from 
experience. 

William E. Small, West Allis, in talking 
% mail-order competition stated that mail- 
order houses have prospered under dealer at- 
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tack. The wise thing is to study their meth- 
ods. Such a study shows that they make 
a profit and an ample profit on every item; 
and if the dealer will search, he can find where 
he can buy merchandise to compete on their 
terms. The mail-order catalog is a splendid 
buying guide, and it is an even better selling 
guide. Most requests for competitive figures 
are for the purpose of checking up the dealer’s 
bid; and the mail-order catalog can be made 
to serve that purpose. Instead of allowing a 
customer to go to another yard, where consid- 
erations other than profit may rule, it is an 
excellent thing to find or make a way of check- 
ing prices by the mail-order list while the cus- 
tomer is right there. Mail-order concerns have 
a large mark-up, and the comparison is more 
than safe. 

Frank H. French, of Cedar Rapids, Iowa, 
described the creation of the corps of minute 
men, of dealers and contractors, directed 
toward the task of positive salesmanship. 


Describes Home Inspection Bureau 


J. J. Williams, of U. S. Gypsum, then de- 
scribed a system developed by his company to 
make the local dealer and his yard a central- 
ized bureau of home inspection. Dealers have 
the task of drawing together all the factors in 
building and of centering the control and re- 
sponsibility. Letters describing this inspection 
service are followed by telephone calls; and in 
eight instances out of ten the inspectors will be 
invited to look over the house. Once in opera- 
tion, the method creates confidence and gets 
people into the habit of calling the dealer when 
anything goes wrong with the house. 

George La Pointe, of Menomonie, presented 
a resolution, which was adopted, asking pro- 
ducers and wholesalers of coal to agree upon 
and maintain a uniform system of discounts. 

Orville H. Greene, Syracuse, N. Y., proved 
to be the “King Fish” among many story tell- 
ers. He described the current policy adopted 
by manufacturers and dealers in regard to dis- 
counts on prepared roofing and expressed the 
belief that while this policy is a long step in 
advance, it can and will be further improved. 

C. W. Fish, an Illinois dealer who has had 
experience in the employ of a mail-order con- 
cern, emphasized the fact that the public has 
great confidence in the mail-order houses. 
These houses, in turn, employ an aggressive 
type of salesmanship. The answer to their 
efforts is expert knowledge on the part of the 
dealer and the quoting of unit prices. 

Adolph Pfund reported definite improvement 
in dealer-manufacturer relationship and gave 
the credit to association work. 

Several manufacturers present discussed the 
roofing situation. Among them was Tom 
Lehon, of Chicago. Mr. Lehon expressed his 
own satisfaction that this improvement is com- 
ing about and recalled his own life-long cham- 
pioning of the dealer as the right distribution 
agent. He asked for reciprocal support from 
dealers for those manufacturers who play the 
game fairly. 


Roofing Insulation Raises Tempest 


The question of rigid insulation raised the 
biggest tempest of the session. Roofing insula- 
tion came in for much stormy protest. Various 
manufacturers’ representatives present stated 
that roof insulation had such a demoralized 
market that they were ignoring it or making 
as little as possible. All of them expressed 
the hope that the matter could be worked out 
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speedily on the basis of 

dealer distribution with 
a fair profit for all con- 
cerned. Some mention 
was made also of lum- 
ber being sold direct by 
manufacturers, 

A. J. Hager repeated 
and amplified his state- 
ments of the morning 
session about the move- 
ment in building and 
loan circles to finance 
permanesque houses up 
to 75 percent of ap- 
praised value. This he considered a grave men- 
ace to lumber retailers. He told of writing to the 
Department of Commerce, asking if it was true 
that the department was giving encouragement 
to the fabricated-house movement, and he 
urged dealers to talk with their local building 
and loan people about the matter. He also 
made an earnest plea that dealers wire Senator 
James Watson and urge the passage of the 
Home Loan Discount Banks bill. 

In response to a question raised by E. E. 
Terrell, of the AMERICAN LUMBERMAN, about 
the selection of the branded articles used in a 
house not designed by an architect, whether 
it was by the dealer, the contractor or the 
owner, half a dozen dealers said that the dealer 
always did it. He knows materials and is re- 
sponsible to the owner for sound construction. 
His knowledge is practically always recognized 
and followed by the owner. 

Various guests were introduced and spoke 
briefly, including Ormie Lance, secretary, and 
Henry Westerman, president, of the Northwest- 
ern association. No brief report could indi- 
cate the energy, interest, candor and good fel- 
lowship of this “Dumb-Bell Session”; and Sec- 
retary Montgomery received much commenda- 
tion for his cleverness in organizing a session 
in which frank statements and good nature 
were combined in treating some of the tender 
spots of the retail industry. 





F. D. ABELL, 


Waukesha, Wis.; 
Insurance Head 





Census Bureau Seeks Prompt 
Co-operation of Lumbermen 


WasHIncTon, D. C., Feb. 23—The director 
of the census, W. M. Steuart, has requested the 
aid of the National Lumber Manufacturers’ As- 
sociation in securing the co-operation of lumber 
manufacturers throughout the country in filling 
out and mailing promptly the census report 
blanks which they will receive shortly and upon 
which the early publication of the statistics and 
their accuracy depend. 

The schedules have been considerably simpli- 
fied and in consequence will be more easily pre- 
pared by the manufacturers. It is believed 
economy can be effected by securing the returns 
by mail, rather than by the appointment of local 
special agents whom the bureau will appoint in 
case pick-up work is necessary. 

The 1931 questionnaire covers one of the 
regular biennial series and does not fall within 
the decennial series, as did the 1929 census. 
Therefore it is much smaller in size and the 
major items covered are only four in number: 
Wage earners employed by months; wages paid; 
cost of materials, fuel and purchased electric 
energy; and products by quantity and value. 

Wilson Compton, secretary and manager of 
the N. L. M. A., urges all lumber manufac- 
turers to give the census bureau full co-opera- 
tion in this important undertaking. 
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Western Retailers Dig Into Prokem 


SPOKANE, WaSH.,, eb. 20.—The twenty-ninth 
annual convention of Western Retail Lumber- 
men’s Association ended a three-day program 
at the Hotel Davenport here tonight with a 
dinner dance and entertainment. Members from 
most of the western States were in attendance. 

First in importance of the subjects discussed 


was that of proper home financing. A survey 
shows millions of dollars’ worth of business 
will come into the lumber yards when it ts 


possible to offer the prospective home-owner a 
way to finance at least three-fourths of the 
value of the building, at a reasonable figure. 
Inquiry disclosed that in none of eleven towns 
canvassed (which were chosen as representative 
towns in four of the western States) would any 
bank, building and loan, or other finance com- 
pany, lend any money with which to finance 
modernizing or new building. 

The dealers’ responsibility for good construc- 
tion was given emphasis, and was a topic that 
came up several times, and there was no dis- 
agreement with the thought that the dealer is 
the man to inform himself and to educate oth- 
ers to proper construction standards. 

Two speakers said the proper amount of gross 
sales to spend for various forms of publicity and 
advertising was 2! percent. 

Windsor J. Lloyd, Lloyd Lumber Co., Nampa, 
Idaho, was elected president, and Portland, 
Ore., chosen as the 1933 convention city. 

Resolutions adopted provided for an affilia- 
tion with the National Retail Lumber Dealers’ 
\ssociation; one approving the firm price pol- 
icy adopted by some manufacturers of lumber; 
one asking for a general reduction of Federal, 
State, and local taxes, and the withdrawal of 
the Government from competition with private 
enterprise; approval of the Home Loan Bank 
bill, and several more. 

Strong opposition was developed to a move to 
reduce association dues, one speaker declaring 
that there was greater need of an increase in 
dues to keep up the needed work of the associ- 
ation, 

\ running story of the sessions follows: 


THURSDAY MORNING 


President W. C. Miller, of Seattle, Wash., 
called the meeting to order apd introduced 
Mayor Leonard Funk, of Spokane, who voiced 
the pleasure of the citizens in entertaining the 
convention. He presented a large key, fashioned 
of white pine, which, he said “will unlock the 
hospitality of this, “The Friendly City,’ to all 
of you.” C. W. Gamble, of Boise, Idaho, on 
behalf of the lumbermen, thanked the mayor for 
his welcome. 


President Miller then read his annual address. 
He cited the statistical position of the construc- 
tion industry as presented by the Dodge bureau, 
comparing the results for 1931 with those of 
other, or peak years. Citing the Pacific States, 
there was a decline for 1931 as compared with 
1930 of 42 percent. He said “it is self-evident 
that our industry has been on the down-grade 
for several years,” and that steps must be taken 
to balance the budget in each yard. 

Mr. Miller referred to the ever-mounting tax 
rate which, in the case of the railroads, in the 
last 38 years has increased 13 times as fast as 
the rate of growth of population of the nation; 
nearly three times as fast as the rate of in- 
crease in national wealth, and nearly three times 
as fast as the increase in our foreign commerce. 
Taxes on Douglas fir merchantable timber have 
increased 324 percent in 14 years; farm taxes 
have increased i67 percent since 1914, while 
total Federal, State and local taxes have grown 
from 501 millions in 1890 to the astounding total 
of 9,289 millions in 1928—a rise of 1,117 per- 
cent in that period. He said that something 
should be done to reduce the number of public 


Home Loan Bank Measure Endorsed—Need Seen for 
Attractive Merchandise and Good Advertising—Urge 
Use of Ax on All Unnecessary Expense at the Yards 


employees—that certainly the present rate of 
one man of each seven working in a_ public 
capacity was entirely out of reason. He urged 
the lumbermen to help arouse public opinion to 
the need for reform in this particular. Mr. 
Miller feels the Federal Reconstruction Finance 
Corporation program will be a great aid to 
business; he also urged the dealers promptly 
to telegraph their congressmen asking that the 


Federal Home Loan Bank bill be made into 
law without undue delay. 
President Miller said: “The West Coast 


Lumbermen’s Association has lately adopted the 
National code of 100 
percent distribution 
through retail dealers. 
It is up to us to help 
make this effective. 
What are you doing 








W. C. MILLER, 

Seattle, Wash.; 
Retiring President 
to bring about the 
adoption of this code 
by individual manufac- 
turers?” He said his 
firm attaches to every 
lumber order a sticker 
saying, “Do not enter this order if your selling 
policy is not in accord with the National dis- 
tribution statement attached.” 


Believes Much Good Will Established 


The president referred to the meeting of the 
trade practice committee and merchandising 
counsel at the Davenport Hotel yesterday where 
the question was put to a group of representa- 
tives of many manufacturers of products sold 
through the retail yards, and there was not a 
dissenting vote to the principle of maximum 
distribution of their products through retail 
yards. Of this meeting Mr. Miller said: “The 
spirit shown at this meeting leads me to think 
that much good will come from the closer rela- 
tions thus established and that we can work 
out solutions of the problems hitherto existing.” 

Mr. Miller struck viciously at an agitation 
to reduce dues; he said he was more in favor 
of increasing dues to keep up the income and 
make the association more effective than ever, 
because of the pressing need for its services 
during these trying times. He urged affiliation 
with the National Retail Lumber Dealers’ Asso- 
ciation, for, he said “without affiliation we carry 
the weight of 700-odd members with which to 
voice our troubles to manufacturers, while affil- 
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iated we have behind us the voice of 23, 
yards to ask manufacturers for our rights,” 
Report of Secretary 


Secretary Roy S. Brown next submitted hi 
report. It showed only a small loss in mep. 
bership partially accounted for by mergers an 
closing of yards, though some yards resign; 
and others were dropped for non-payment 4 
dues. Many field meetings have been held dy. 
ing the year; the architectural service has bee 
kept active; while the traffic department ha 
aided 60 percent of the members in collecting 


freight overcharges and loss and damage 
claims, besides providing many other traf 
services. The year just closed has been a ver 


successful one for the association's fire insurance! 
department. 
After the appointment of committees on reso- 
lutions, nominations, and to choose the city ir 
which to hold the 1933 convention, adjournment 
was taken. 
THURSDAY AFTERNOON 
Evert Hinshaw, of the architectural service 
department of the association, told of the vari- 
ous services offered, and urged the lumbermer 
to make greater use of them. Two booklet 
containing many attractive plans are available 
to members, together with complete blue prints 
etc., as well as monthly posters and other ad 
vertising literature. 
Herman QO. Schumacher, Monroe Stree 
Lumber Co., Spokane, told of his experienc: 
with various plan books, architectural services 
etc., and said “none of them is entirely satis 
factory, though all have some merit.” Mr 
Schumacher said his firm sells completed houses 
—providing the financing service along with the 
sale of the job; and that though selling the 
completed unit has some problems connected 
with it that require much thought and effort 
his firm had made money doing it in this wa) 
and had many satisfied buyers. In their news- 
paper advertising they show an attractive house 
and quote a price on it ready to move into, guar- 
anteeing it in every way. His firm require: 
that a prospective buyer must be able to paj 
25 percent of the value of the finished house- 
then the lumber firm will finance the job. _ 
H. A. Shaw, Exchange Lumber & Manuiac- 
turing Co., Spokane, said “the dealer must take 
full responsibility for proper construction of the 
buildings he sells.” Mr. Shaw read from the 
Holy Bible of the building of King Solomon's 
Temple, stressing the care used in selection 0 
materials and construction, and that wood was 
chosen to build this “permanent house” though 
stone was in common use at the time for build- 
ing purposes. The speaker declared “just 4 
Solomon recognized his responsibility for st 
curing the best materials and having them used 
in a manner that would insure a lasting job, 9 
must we retailers protect the customers who 
buy our houses.” 
Mr. Shaw displayed charts showing a certail 
residence which, built of materials of the prope 
grades, cost $1,018.82; by substituting lowe 
grades in order to “meet competition” this 
price could be reduced only $148.12. In the 
first instance the buyer would have a house wel 
worth its cost, and with a low rate of upkeep, 
but in the second instance the house would b 
unsatisfactory and would soon cost much more 
in upkeep than the 14 percent saved in it 
construction, 
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"Nutcracker Session’ Quizzes Past Presidents—They 
Tackle Some ''Posers"’ Creditably—Closer Co-opera- 
tion With Manufacturer on Distribution Favored 


Mr. Shaw concluded: “Let the dealer assume 
his rightful responsibility for good home con- 
struction, even at the sacrifice of some tempo- 
rary business. Let him instruct his employees 
and insist on featuring quality in their sales 
talks. If they can be reborn and sell them- 
selves they can sell the customer. Also respon- 
sibility rests with the mortgage concerns. A 
more careful insistence by them on _ proper 
plans and proper construction, together with 
proper supervision during construction, with 
corresponding penalties for failure to observe 
these essentials, will largely eliminate the jerry- 
built homes.” 

W. A. Kludt and Georgia Mather, employees 
of Exchange Lumber & Manufacturing Co., 
Spokane, put on a short sketch depicting the 
trials and tribulations of a lumber dealer on a 
busy day that brought forth peals of laughter 
from the dealers. 


"Publicity and the Lumberman" 


Loring I. Overman, of Overman Advertising 
Agency, Spokane, delivered a forceful speech 
titled “Publicity and the Lumberman.”: Mr. 
Overman said “a great change is coming over 
the United States—Home Sweet Home is again 
a place to live in—not merely a place to sleep 
in” and he pointed out the opportunity that ex- 
ists for the lumberman who hustles intelligently 
to help further to create the market for homes 
in his town. Mr. Overman said: “This desire 
for homes will come eventually of its own ac- 
cord, but you can speed its coming greatly by 
helping to awake your fellow citizens to the 
advantages of owning a modern home.” 

The speaker urged the lumbermen to become 
publicity-minded, and to secure all the personal 
publicity possible; to encourage their personnel 
to do likewise and to become active selling 
agents of the company. He cited instances 
where, because of a prize contest, ice men were 
able to sell $10,000 worth of coal in a single 
season, though before the contest these same ice 
men had not been able to bring in orders for 
more than a few hundred dollars’ worth in a 
year, 

Modernize and Advertise 


He fold the lumbermen to modernize their 
own buildings, put signs upon them, keep their 
trucks neat and adorned with signs, use direct 
mail advertising, and to advertise in their local 
papers for, he said “the more publicity you get, 
the more profit you can get.” 

Mr. Overman said that retail lumber dealers 
should spend in various forms of advertising 
22 percent of their gross sales. Of this amount 
30 percent should be spent on direct mail; 30 
percent in newspapers; 20 percent in co-opera- 
tive advertising with other merchants on the 
building page of the newspaper; 15 percent in 
placards and other display materials at the 
point of purchase’—the lumber store—and 
9 percent for advertising novelties. 

He closed by saying, “You are in competition 
with every man who sells anything in your 
community” and “the man who desires to do 
4 good volume of business this year must cre- 
ate it.” 

Otto Hartwig, merchandising specialist of the 
National Lumber Manufacturers’ Association, 
had as a subject “What to Do in ’32.” Mr. 
Hartwig said lumbermen must work up combi- 
Nations with their local contractors, heating and 
Plumbing men, finance companies, and others, 





and offer a completed home to a buyer. He 
said: “If you gain and hold trade you must 
sell your goods, as you can not wait for some- 
one to come in and buy them. ‘Trim out the 
excess baggage in your organization, get your 
men together and sell them, then expect your 
force to go out and get the business.” He spoke 
of the campaign in Portland, Ore., where house- 
to-house solicitation of odd jobs for unemployed 
men had already, in a short time, developed two 
million dollars worth of work;—quite a bit of 
which required the use of some of the mate- 
rials carried in a lumber yard. He said, “Do 
your full share in boost- 


ing employment — take PEE 
the lead or co-operate 
with your local com- 


mittees in this work, for 
this is the year when 
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Falls, Mont.; 
Former President, 
Urges Lower Taxes 





you and your employees 
will have to take your 
coats off and get down 
to work if you are go- 
ing to make a showing.” 


FRIDAY MORNING 

FF. S. McWilliams, president Fidelity Savings 
& Loan Association, Spokane, who was the first 
speaker of the day, had as his subject “How 
the Federal Home Loan Discount Banks Will 
Help Building Material Dealers.” He said that 
such banks would provide an even flow of mort- 
gage money to the home owner without infla- 
tion, and, also would provide greater liquidity 
for savings institutions so that the saver will 
not be obliged to wait for his funds when in 
need of them through unemployment, or other 
causes. He explained that such banks would 
not lend money to the public; that, instead, 
they would lend money to banks, building and 
loan associations, and insurance companies for 
loaning on homes, taking from such borrowers 
as security collateral in the form of first mort- 
gages on homes. He pointed out that the Fed- 
eral Reconstruction Finance Corporation does 
not fill the need of the lumbermen to finance 
home construction, because that corporation 
will be active only two years, while the Home 
Loan Banks will be continued indefinitely. The 
speaker urged the lumbermen to use their influ- 
ence to obtain prompt passage of the bill now 
in Congress. 
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Harry L. Potter, of Portland, Ore., read a 
paper submitted by George M. Cornwall titled 
“Shall Government Act as an Umpire to Busi- 
ness.” It pointed out that intense competition 
often caused financial distress to all competi- 
tors, and that good business men have but re- 
cently maintained a “more sane and normal 
mental attitude toward their competitors. We 
are recognizing the value of discipline in indus- 
try—we are learning to appraise the value of 
men and the helpful influence of Government 
acting as an umpire.” The paper cited as in- 
stances of beneficial influence the action of the 
governor of Oklahoma in limiting oil production 
and maintaining a more stable price, and that 
of Texas in restricting the planting of cotton 
to enable growers to make a profit on the acre- 
age employed. Mr. Cornwall suggests that the 
l‘ederal Government take a hand by creation of 
a financial organization to take over the frozen 
timber assets which would work with the Re- 
construction Finance Corporation, and re-sell 


the timber to lumber manufacturers as it is 
needed. 
Must Adapt Others’ Plans 
R. D. Brown, of the West Coast Lumber- 


men’s Association, cited some figures to indi- 
cate the great struggle there is for the dollar 
the consumer has to spend, and said: “We must 
learn from the manufacturers of other goods 
the public buys and adapt their plans to our 
business if we are to get a larger share of the 
consumer’s money.” 

After telling of the aggressive campaign of 
an automobile salesman who broke down his 
resistance and got his order for a new car, Mr. 
3rown introduced statistics of Seattle, Wash., 
showing that in 1930 the spendable income of 
its citizens went for the commodities listed be- 
low in the percentage indicated: Food, 20 per- 
cent; general merchandise, 19 percent; automo- 
biles, 19 percent; apparel, 9 percent; furniture 
and household goods, 4 percent; restaurants, 6 
percent; building, 514 percent; all other, 18 per- 
cent. 

He said that home building in Seattle in 1929 
totaled $6,000,000, and in 1931 only $3,000,000; 
yet the automobile registrations in King County 
which had jumped to a great extent in 1931 
as compared with 1930, indicating that more 
aggressive methods had enabled the automobile 
folks to make progress in a time when building 
was slow and lumber dealers short of business. 

The speaker said: “You are the salesmen of 
our product—we depend upon you to get it into 
use. We acknowledge our obligation to have 
a proper sales policy; we have shown you our 
willingness to adopt one, and will attempt 
to give you more sales literature, blue prints 
and other helps. We thus help you. Now we 
want you to help us by placing your business 
with these mills which are helping you out by 
adopting the sales policies which you feel are 


right.” 
The Nut-Cracker Session 


Following Mr. Brown the past presidents of 
the association were called to the speakers’ 
table, seated, and each given a walnut to crack. 

When cracked, the walnut of H. J. Temple- 
ton yielded the question “Do you believe it 
possible to readjust your business so as to make 
a profit on 50 percent of a normal volume?” His 
reply was “Yes, if we stop eating,” but in a 
serious vein he pointed out that “fifty years of 
continuous prosperity would ruin us all,” and 
Said that these years of hard going made it in- 
cumbent upon each to get down to work, and 
cut out a lot of deadwood, and through better 
selling and operation economies try to make the 
grade. 

I. G. Kjosness’ question was “How do you 
control accounts receivable—how do you judge 





the ability of applicants for credit to pay?” 
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The first part of the question he answered by 
saving “we try not to take any business right 
now that can not be paid for on the tenth of 
the following month—if they can’t make the 
payments we watch closely and collect what we 
can.” The second part of the question brought 
forth “we are asking farmers, and other folks, 
too, a lot more questions about when and how 
they expect to pay for goods bought from us, 
for we want assurance that they will have the 
money to pay us when the bill is due.” 

R. M. Graham dug out the kernel “What can 
we retailers do to ease the burden of taxes now 
on us?” He replied, “We've got to holler about 
it, long and loud, or it won't lessen. In some in- 
stances counties could be combined without det- 
riment; cities and counties, in some cases, could 
operate with the same set of officials. We have 
got to get hard boiled about this matter, as one 
person in seven in the United States is work- 
ing in some public office that we, the public, 
have to support. If we refuse to pay our taxes, 
enough of us, perhaps we will bring about a 
correction. Certainly, now that all of us have 
been deflated, our public office holders should 
receive a cut in salary, and there should be 
other economies effected in public places.” 


Suggests Fewer Employees 


C. W. Gamble’s question was “Can we best 
operate now by cutting salaries, putting men on 
part time basis, or in what other manner?” He 
replied: “We've tried both—we think the bet- 
ter plan for both ourselves and employees is 
to let them go rather than to go on a part- 
time basis. 1 think our business will have to 
run along the lines of 15 years more 
business done by fewer employees, and less of 
these nonsensical services to whimsical custom- 
ers. We operate over fifty yards and have 
only two that give free delivery service—and 
at one of these it may be cut out.” 

J. M. Crawford drew the query “What prac- 
tices will reduce yard and delivery costs with- 
out impairing service?” His reply, characteris- 
ally prompt, was “use the old truck—don’t buy 
a new one.” 

H. B. Kendall plucked the inquiry “In bud- 
geting 1932 expense, how will you take care of 
it if there is a less volume than you figure on.” 
He replied: “In a business that fluctuates, we 
must have a fluctuating budget. We make a 
survey of our territories, see who can buy and 
pay for our goods, then we establish a sales 
quota and go after those folks who have money 
to buy with and find out what we sel] 
them.” 

\. P. Stephenson drew the question “Is it 
advisable to curtail, or to increase appropri- 
ation for advertising when the volume falls off.” 
His answer was: “Increase your appropriation, 
by all means. Butte has been hard hit because 
of the low price of copper, but in 1931 we 
spent more money for advertising than in 1929 

our banner year. And we did a - sight 
more business than we would if we hadn't ad- 
vertised. There is some business to be gotten 

people do have money—stores are advertising 
harder in our town—people occasionally bring 
in old dirty money that has been hid away so 
long it smells bad, but we are glad to take it. 
Yes, sir, spend more money for advertising— 
anybody that now sells this country short is not 
only a traitor, but likewise a poor 


man.” 
FRIDAY AFTERNOON 


P. R. Smith, the Red Cedar 
Shingle Bureau, told of the recent standardi- 
zation of grades fostered by the bureau of 
standards, Department of Commerce, and the 
lessened objection of the fire underwriters. Mr. 
Smith asked the retailers to support the bureau 
program by insisting on getting certified shin- 
gles from manufacturers. 

J. M. Crawford, Tum-A-Lum Lumber Co., 
Walla Walla, Wash., assisted by Harold Craw- 
ford, and various members of the audience, 
satisfactorily demonstrated there is a large de- 
mand for proper home financing. Eleven deal- 
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be ago 


can 


business 


representing 


ers, from different parts of the western States, 
they 


said that now knew of more than 100 
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modernizing or new jobs they could secure with 
proper financing, which, when totaled, showed 
more than $100,000 worth of business. Inquiry 
failed to reveal any bank or building and loan 
institution in the towns where these dealers 
did business that would handle the paper tor 
such work. J. M. Crawford said: “Irom my 
survey it is evident that there is at least twelve 
million dollars’ worth of business that would 
be available to the members of this association 
if there was some way to finance such work. 
Can not we lumbermen get a plan that will 
make money available in the small towns with 
busted banks, or where money is not available 

the manufacturers should help provide such a 
plan. President Hoover says ‘every young 
couple should have a home,’ and I say it is our 
duty to encourage home ownership and help 
make good citizens by this means. People who 
can pay 20 percent to 25 percent of the cost 
of their home are worthy people, and good 
risks, and we should make it possible for them 
to buy homes. I want to urge all of you, and 
the entire lumber industry, to form an organi- 
zation to finance home building, on a basis that 
will encourage these young couples, and older 
couples too, to own their homes.” 


Urges Intelligent Advertising 


James D. Studley, Lumber Research (Inc.), 
said lumber is fighting a losing battle because 
“we have not turned into fighting tools those 
intensive, advanced, up- 
to-the-minute methods 4 
such as user satisfac- j 
tion, user confidence, 
eve appeal, intelligently 
directed advertising etc.” 
He cited instances in 








which, because it was 
J. M. CRAWFORD, 

Walla Walla, Wash; 
Who Participated in 


Nuteracker Session 





improperly used, lumber 
had failed to give satis- 
faction. As a contrast 
he told of a concern 
which spent two million 
dollars to develop and 
perfect its product be- 
fore it was offered to 
the public; then this good product was supported 
with continuous advertising, and made and kept 
its users friends of the product and the com- 
pany that makes it. The speaker said that all 
lumber dealers should do everything they can 
to further the cause of good construction, and 
should buy and sell only American Lumber 
Standard sizes that are both grade-marked and 
trade-marked, which, he said, “has a definite 
value, gives you a definite sales point, and builds 
user confidence; then spend at least two and 
one-half percent of your gross sales in adver- 
tising—properly directed, intelligent-planned ad- 
vertising.” 

At this juncture Don Farmer, of the Chicago 
Paint Works, started to read a paper titled 
“The Yard Manager’s Cross,” but a statement 
brought forth a hoot of derision from the gal- 
lery, where eyes turned and saw a mackinawed 
figure who said he was a carpenter, formerly 
from Sweden, and who continued to tell of his 
ideas of the lumber business in a humorous 
manner that brought forth peals of laughter. 
The “carpenter” was A. W. Mogren, manager 
of the Spokane unit of Potlatch Yards (Inc.). 


The Yard a Selling Machine 


“Turning Your Yard Into a Selling Machine” 
was the subject assigned three dealers. C. J. 
French, John Dower Lumber Co., Tacoma, told 
of experiments it had conducted in_ selling. 
House-to-house solicitation, which promised 
much at the start, failed to produce business. 
He ascribed this failure as partly due to the 
fact that, as unemployment increased, more peo- 
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ple started house-to-house solicitation, so , 
woman in the average home was solicited g 
her door-step at least eighteen times daily 
which caused her to lose patience with all go. 
licitors, both legitimate, and the faker type, My 
French believes the time will again come whey 
such solicitation will be successful. ; 

They have gained some worth-while . tips 
about prospective building from real estate mep 
and, in outlying districts, from operators oj 
near-by stores, service stations etc. 

Newspaper advertising, featuring monthly 
payment plan business, brought a large num. 
ber of leads, but they were not profitable. Clas. 
sified advertising of specials and leaders ha 
brought some business, but Mr. French says 
“we recognize such advertising is a wrong pol- 
icy, and would tend to demoralize the marke 
—but our market is already demoralized, s 
we are making these experiments at this time” 
When a customer comes in for these specials 
he of course, solicited on many items of 
standard price, which follows out the practices 
of the cut-price advertising drug store. The 
best plan he has found to secure leads is to 
advertise in the classified columns a “Handi 
Man” service to fix anything around the house 
requiring the use of lumber, in which he co. 
operates with a list of carpenters, plumbers. 
painters, concrete workers, plasterers, and other 
workmen he has found competent to do such 
work, While they have had a few complaints 
on the whole the plan has worked well and 
been profitable. 


Sell the Idea of Better Materials and 
Better Construction 


is, 


Windsor J. Lloyd, Lloyd Lumber Co., Nampa, 
Idaho, followed and said, “It’s the duty of all 
of us to sell the idea of better materials and 
better construction—and we ought to start right 
by first selling ourselves and 


our own em- 
ployees. It’s hard to get new customers—let’s 
wait on each customer 100 percent, and then 


we'll keep our old customers. Repeat custom- 


ers are most valuable of all. Let’s look out 








for new ideas and pass them along to our men 
and our customers—show them a new and bet- 
ter way and they will want our materials. Treat 
your men and your customers fairly—and your 
men will also treat customers fairly. It is 
easier to get a new customer, than it is to get 
back one who has quit because he thinks he 
has been unfairly treated.” 

C. D. O’Neil, O'Neil Lumber Co., Kalispell, 


Mont., read a splendid paper, extracts from 
which follow: 

Love of home is at the root of love of 
country. Increase the number of home 
owners and you increase the number of 
patriots in any land. Thus the lumber busi- | 
ness offers you opportunity to contribute 
much to your community and country. Cloth- 
ing stores formerly kept their neckties in a 
box on the back shelf—now they have them 
on a rack on the counter where you can se 
their beauty and desire them. We have 
adapted the same idea to our business. We 
built a new building material store where we 
display the goods we have ro sell. The 


speaker said his firm sells lots of short length 
lumber by displaying it and 
for it. Mr. O'Neil said: Children can get 
more fun and education from a few dollars 
spent. for lumber and nails than from the same 
amount spent in any other store in town 
We get many repeat orders from parents who 
buy lumber with which their children amuse 
themselves by building something with it. If 


suggesting uses 


you would have a continuing business train 
the boys and girls to use lumber. We have 
in our town a group of boys and girls who 
have developed a cemetery association and 
have an improved miniature cemetery, 4! 
undertaker, and a monument maker—and they 


use quite a quantity of lumber, cement ete 
in their play. 

If you would sell lumber to a Chinaman 
price it by the piece; to an Indian, price 1 
by the pile, but to a boy, whether he is 6 
100 years old, show him what it will make. 

We have a flooring display in our window 
now. A window card on each different kind 
reads, ‘Flooring like this for a room 10 feet 
square for only $13.33." Passersby easily 
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nothing mysterious about it. 
4nd women remark, ‘“‘Look, that flooring is 
cheap; you can buy that hardwood floor for 
less than a new linoleum!” for the appeal is in 
; the room, and not by the thou- 


understand it; 


the price D3 
sand feet. 


Witness Glass-Making Process 


Immediately after the close of the business 
session, the talking picture, showing, and tell- 
ing, just how the famous Libbey-Owens-Ford 
glass is made was placed on the screen. Hardly 
4 man left the room, so intense was the inter- 
est in the processes of glass-making, until the 
three reels of film had been shown, though it 
was well after the usual hour of dismissal. 


SATURDAY MORNING 


R. G. Wallace, of Masonite Corporation, Chi- 
cago, had for his subject “The Minute Men of 
“9” He urged the selling effort of retailers 
he directed at people who have money—folks 
whose income has not been hit hard. Plans 
that are being carried out in some cities in an 
effort to find jobs for unemployed, and which 
are successful, can be used by the retailer to 
devdop business. Mr. Wallace said: “You 
must change your sales strategy—you must fol- 
low up closely every lead you get from any 
source.” He cited an investigation conducted 
by a manufacturer which disclosed that among 
fifty retailers of his product, sales resulting 
from inquiries sent the dealer by the manufac- 
turer which originated in response to the manu- 
facturer’s advertising, yielded from 15 percent 
to 20 percent in sales. 

Holding meetings with contractors, getting 
them to solicit business, which you will help 
them to close if necessary, is another way to 
get business. “If you will be the leader, you 
will find the contractors will work with you.” 
“Work with your architects,” said the speaker. 
“and they will help you hunt jobs and sell 
them.” He strongly recommended the practice 
of having manufacturers’ representatives at 
meetings with contractors, architects, etc., to- 
gether with the dealer’s own force, so that each 
representative can explain the merits and sell- 
ing points of his product in a way that will 
enable the yard men and contractors to pass it 
on to the public. He concluded: “If you work 
you will get a good sales volume, but don’t ex- 
pect results to come in a day—figure it will take 
at least six months.” 

J. C. Cremer, Lumber Research (Inc.), Seat- 
tle, spoke of the efforts made in Seattle terri- 
tory to secure the co-operation of lumber man- 
ufacturers, and of the recent adoption of the 
National code of distribution by the West Coast 
Lumbermen’s Association, as an evidence of 
progress. Mr. Cremer said he did not expect 
high lumber prices in the near future; that such 
retailers as reduce their costs through hard 
work and efficiency will make a profit. 


"Our Responsibility" 


Carl Blackstock, Blackstock Lumber Co., Se- 
attle, had as the title of his talk “Our Responsi- 
bility.” He said that the retailers owe it to 
the manufacturers to be their salesmen; that 
some of the poorest salesmen in the world are 
in retail lumber yards; that all retailers should 
have a technical knowledge of the product they 
sell, and should diligently study the information 
sent them by manufacturers; and that the man- 
ulacturer should expect the retailers to pay their 
bills promptly. 

Mr. Blackstock said:* “You have a responsi- 
bility to the consumer, because you are his pur- 
chasing agent—you must secure the best mate- 
rial for the job he desires to do; and get him 
a proper architect and contractor.” 

“And we owe it to ourselves,” he concluded, 
‘to do proper accounting in our offices, so we 
know what our costs are. l‘ifty-three percent 
ol business casualties are the results of improper 
accounting. We should be more careful on 
credits—losses in the careless credit type of 
concerns are five times as great as those in the 
average concern of the same class where care 
's used in extending credit. And, last, we owe 
It to ourselves to get a profit.” 
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Resolutions Adopted 


Resolutions endorsed by the convention cov- 
ered the following points: 

Approval of H. R. bill 
use of domestic articles and materials on 
Federal Government work etc.; approval of 
the Federal Home Loan Bank bill; a resolution 
asking for a general reduction of taxes and 
that Government withdraw from all business 
that competes with private enterprise; affilia- 
tion with the National Retail Lumber Deal- 
ers’ Association; reaffirmation of the Na- 
tional Retail Lumber Dealers’ Association code 
covering the distribution of lumber; resolu- 
tion asking the manufacturers of asphalt 
shingles and roofing to adopt a merchandising 
plan which will offer no preferential discounts 


8908 requiring the 


to any class of trade; approval of the firm 
price program adopted by some lumber manu- 
facturers and pledging support to such pro- 
gram; made permanent the trades practice 
committee and merchandising council of the 
organization which has as its object creation 
of uniform merchandising practices among 


lumber dealers, and invitation into its council 


of the manufacturers of all commodities 
handled by retail lumber dealers for the pur- 
pose of establishing ethical trade practices, 


and to eliminate preferential discounts to mail 
order and other large buyers of their prod- 
ucts: thanked the Hotel Davenport for its 
splendid services; the Spokane Chamber of 
Commerce; the entertainment committee; 
newspapers and trade papers; President Miller 
and other officers and directors of the associa- 
tion; exhibitors, and all who contributed to 
make the convention a success. 


Election of Officers —= 
The newly | 
officers are: 
President — Wind- 
sor J. Lloyd, Lloyd 
Lbr. Co., Nampa, 
Idaho. 
Vice 


elected 


presidents — 





I, G. 
Lewiston, Idaho; 


Who Told How to 
Strengthen Credits 


KJOSNESS, 





For Arizona, W. F. 
Edens, Cottonwood 
Lumber Co., Cotton- 
wood, Ariz.; for Cali- 


fornia, R. P. Duncan 
Merced Lumber Co., 
Merced, Calif.; for 
eastern division of 





Montana, C. E. Braun, 

Midland Coal & Lumber Co., Miles City, Mont.; 
for western division of Montana, H. W. Trask, 
Interstate Lumber Co., Missoula, Mont.; for 
Nevada, Ed Von Tobel, Ed Von Tobel Lumber 
Co., Las Vegas, Nev.: for Oregon, eastern 
division, Wayne E. Brinker, Williams & 
Olinger Lumber Co., Milton, Ore.; for Oregon, 
western division, L. KE. Scharpf, Twin Oaks 
Lumber Co., Eugene, Ore.: for Utah, Arthur 
Jones, Cedar Lumber & Hardware Co., Cedar 
City, Utah; for Washington, eastern division, 
H. B. Kendall, Standard Lumber Co., Spokane, 
Wash.; for Washington, western division, Car] 
Blackstock, Blackstock Lumber Co., Seattle, 
Wash.; for Wyoming, S. B. Freeman, Freeman 


Lumber Co., Cody, Wyo.; for Idaho, I. J. Dick- 
son, Citizens Lumber Co., ’mmett, Idaho. 
Directors—Noah Adams, Noah Adams Lum- 
ber Co., Oakland, Calif.; J. H. Uglem, Home 
Lumber Co., Lewiston, Idaho; C. 8S. Kenyon, 
Kenyon-Noble Lumber Co., Boseman, Mont.; 
Cc. D. O'Neil, O'Neil Lumber Co., Kalispell, 


Mont.; H. L. Bartlett, H. L. Bartlett Co., Elko, 


Nev. (elected for two years to fill place va- 
eated by Jesse E. Smith); W. W. Anderson, 
Anderson Lumber Co., Ogden, Utah; H. O. 


Schumacher, Monroe Street Lumber Co., Spo- 
kane, Wash.; F. S. Dickinson, Colby-Dickinson 
Lumber Co., Seattle, Wash.; C. H. Crawford, 
Tum-A-Lum Lumber Co., Walla Walla, Wash. 


THE EXHIBITS 


Exhibitors included the Long-Bell Lumber 
Sales Corporation which displayed U-Nite-It 
shelving and cabinets, garden furniture, flower 
boxes, oak flooring, and Air-Tite window 
frames. 

The Weyerhaeuser Sales Co. displayed its 
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Guide-Line framing; a small built-up section of 
a house showing its use; while the central fig- 
ure of the display was large-sized photographs 
showing the interior of a modern yard; down 
one alley was the packaged 4-Square lumber, 
while an opposite alley showed the usual run 
of unpackaged lumber. A placard said “Sales 
of 4-Square lumber increased 68 percent during 
1931—now sold by more than 1,800 progressive 
dealers from Coast to Coast.” 

The Sisalkraft Co.’s booth showed the 
ous ways in which this material may be used. 
Prominent was a placard setting forth the com- 
pany policy reading “Sisalkraft is sold only 
through retail lumber dealers.” This concern, 
as has been its custom for many years, furnished 


vari- 


memorandum books for the use of the dele- 
gates. 
The Western Pine Association had a com- 


plete set of various grades of its lumber, and 
there was much interest on the part of the re- 
tailers in seeing the actual boards covered by 
each of the grading rules. Samples covered all 
grades from 2&better to No. 4 common. 

The Wood Conversion Co., in its “Believe It 
or Not” booth showed that a half inch thick- 
ness of Balsam-Wool equals in heat insulation 
value a thickness of 20.4 inches of brick wall; 
32.4 inches of stucco wall, or 5.4 inches of oak. 
Nu-Wood bevel-lap tile was shown in several 
patterns. 

The Masonite Corporation showed its mate- 
rial in both boards and tile; perhaps the most 
interesting feature was the small boat con- 
structed of this material. 

E-H Plan Service showed samples of 
booklets and advertising matter. 

Lindgren Bros., Spokane, showed a new de- 
sign of window frame and sash which the deal- 
ers found interesting. 


ENTERTAINMENT FEATURES 


ach session was opened by music. Thursday 
noon there was a ladies’ complimentary lunch- 
eon, while on that night a get-together dance 
was held in the Marie Antoinette ballroom of 
the Hotel Davenport. 

On Friday the delegates joined at their 
weekly luncheon the Spokane Hoo-Hoo Club, 
where they were given a rousing welcome. Fri- 
day night there was a theater party for them 
which provided excellent entertainment. 

On Saturday night came the grand finale with 
a dinner dance and entertainment at the Hotel 
Davenport. Featured was a revue written and 
staged especially for the convention, which was 
especially delightful. 


BREAKFAST CONFERENCE 


On Saturday morning Prof. L. J. Smith, head 
of the department of agricultural engineering, 
State College of Washington, at Pullman, dur- 
ing breakfast in the East Banquet room of the 
Hotel Davenport, told the dealers of the vari- 
ous services his department could render them 
and pledged his help in creating a larger farm 
market for their materials. 


its 
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Appointed Regional Director of 
Forest Survey 

Wasuincron, D. C., Feb. 23.—The appoint- 
ment of Inman F. Eldredge as regional director 
of the forest survey in the South has been an- 
nounced by the United States Forest Service. 
This work in the southern States is part of the 
nationwide survey being conducted under the 
terms of the forest research act passed by the 
Congress in 1928. This is designed to deter- 
mine accurately the remaining timber supply and 
rate at which the forests are growing, the rate 
of depletion by cutting, fire, insects, disease and 
floods, and the present and prospective needs of 
the people and industries of the United States 
for forest products. With this information, it 
will be possible to determine not only whether 
the United States can balance its forest products 
budget but also what economic benefits through 
forest production may be expected from the 
huge acreage of forest lands in this country. 
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arolina Dealers in “School” Session Urged to 
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The matter of types of power used in the 
operation of machinery also came in for debate 


What do you do with your scraps, 


anvway 


That was a question placed before the session 
Answers came forward that varied as follows 
Scraps were sold, given away; persons wert 


paid to take them away, and short lengths 
utilized for the making of novelties. 
One dealer reported that he made 1,000 kid- 


were 
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from scrap ma- 
clears away short 
periodical odd 


die cars during the last year 
terial. Still another dealer 


lengths and scraps by putting on 


pool their shop work and place orders for a 
certain class of work with one mill, others with 
another, and the like. While dealers in a sec- 
tion of Tennessee were reported as successfully 
operating such a division of millwork, the prac- 
ticability of the iously questioned 


by the Carolina dealers. 


plan was seri 


More Direct Sales to Home Owners Urged 
In tl Herbert H. [ 


1e lumber session, 

Charlotte, N. C., and Frank Brooks, 

boro, N. C., were in charge. Thi 
nvinced that the dealers must 

the h 


' 
depend on the cont 


Baxter, of 
ot Greens- 
i up seemed 
come more and 
irect, rather 
arouse an 


cessary 


ore to sellin; 


interest in prospects. This 


dealer to hi a thorough knowledge 


t the lines that he handles so he can compete 
with the merchandising policies of the companies 
ot. on s I ] ‘ . 
selling mMmiall order nouses 
Jen ctical ame £ + aries an 

Practical examples < costs, Mark-ups and 
‘ vat) 1 1 ar 
discounts were w kboard | 


,, a # 
Taylor, 


In a 





opencer, of 
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session for h 
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tion seeking “a fair system of dealer distriby. 
tion of cement.” 

“The cement companies have found that jp 
sub-normal times the big percentage of their 
products move through dealers and that this js 
their most profitable outlet,” Mr. Henry saig¢ 
“Our fight against the cement manufacturers 
last year brought some criticism on the asso. 
ciation but we have nothing to take back o 
to apologize for. Solution of real dealer 
problems will always be the fruits of co-opera. 
tion.” 

Mr. Henry touched the sales tax 
and reminded the dealers that they are paying 
one-tenth of one percent in sales taxes instead 
of 3 percent as was seriously threatened at one 
time. 

“Stiffen up with and make ‘each 
sale pay a profit,’ he added. “Stand by your 
guns during the next few months and be well 
rewarded. The uniform law for South 
Carolina will be passed as a result of much 
hard work on the part of Secretary Wheeler 


1 
also on 


customers 


lien 


and South Carolina dealer-members. 

Secretary Wheeler gave his annual report 
showing the association as being in the best 
financial condition in four years. 





Delegations from Raleigh and High Point 
N. C., and Beaufort, S. C., asked for the sur 
mer convention, which will be held in August 














Left to right) George J. Cunningham, of Columbia, S. C., first vice president; W. T. Spencer, 
second vice president; Victor W. Wheeler, of Charlotte, N. C., secretary: | 


of Gastonia, N. ae 





treasurer; R. G. Henry, of Hickory, N. C., retiring president; and H. J. Munnerlyn, of Bennetts- 


ville, S. C., third vice president. 


H. M. Armentrout, of High Point, the new president, was not 


in attendance 


osition ¢ consignment selling oO! plaster and 
> 
plaster products developed the greatest discus- 
, ' 
Si \ttention was called to a tendency on the 


nanufacturers to ship 





to dealers under consignment arrangements. It 
was reported that manufacturers go so far as 
to pay warehouse and storage charges, thus 
placing the dealer who is in a position to pay 
for his plaster goods at a distinct disadvantage. 
ion was passed by the convention, plac- 
i Carolina dealers on record as opposing 
t ment of plaster products to dealers on 
consignment, but approving the 5 percent dis- 
count allowed by plaster manufacturers in lieu 
f the old discount of 2 percent. 
President's Address 
President R. G. Henry, of Hickory, N. C., 
opened the convention with his annual address. 


He urged the dealers to together and 
pointed to the cement situation as an example 
of what the dealers can accomplish when they 

ht together. He had reference to the fight 
waged by the association under his administra- 


. 2 
STICK 





No decision in the matter was arrived at by the 


board of directors. 

Deferred Payment Plan of Home Financing 
financing home 
re the con- 
Moore, jr., who has 
in connection with 
it, N. C. He was 
[ Tennessee 
‘arolina 
would 
of $5,- 
dealers 
roposal 
appoint 
| make 


The deferred payment plan of 
building was taken up bef 
vention by W. Marshall 
successfully employed a pl 
his lumber yard at 
followed by a representative of a 
finance corporation who presented the ( 
dealers with a plan whereby his firm 
discount installment paper to the extent 
000,000 in the two Carolinas. The 
adopted a resolution with regard to the 1 
asking that the new board of directors 
a committee to investigate the plan an 
a report back to the membership. 

A resolution was also adopted with 


A 









entire 


91) 11) 


Belmo1 


4 
regard 


to the bill now pending before Congress te 
quiring that all Government contractors fe 


ceiving contracts for construction amounting t 
more than $5,000 be required to list the names 
of sub-contractors and material men_ bidding 
thereon. 


—— 
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LovuIsviLLe, Ky., Feb. 
24.—Well over 200 were 
registered at the twenty- 
seventh annual conven- 
tion of the Kentucky 
Retail Lumber Dealers’ 
Association, which _ be- 
gan its three-day ses- 
sions here at the Brown 
Hotel on Monday. 

President M. Peale 
Collier, Paris, Ky., pre- 
sided at the opening ses- 





M. P. COLLIER, 
Ky.; 
President 


Paris, 
Retiring 


sion Monday morning. 

Following the invocation by the Rev. Glenn B. 

§ Murdock, D. D., an address of welcome was 
made by G. A. Christen, Kentucky Lumber 


& Millwork Co., Louisville. 

In his annual address President Collier gave 
a short talk on the work of the association, con- 
ditions over the State, the outlook etc. Reports 
were received from Treasurer Emil Anderson, 
Louisville; and Secretary W. E. Difford. 

\. W. Holt, Chicago, spoke on new mer- 
chandising methods, especially in the West, 
where the retailer sells the house, or the entire 
job, instead of the consumer having to take bids 
from various contractors. 

The attendance Monday afternoon was larger 
as a result of closing of offices, etc., at noon 
and the session was largely a celebration of the 
} bicentennial of Washington's birthday. A Boy 
Scout drum and trumpet corps took part in the 
exercises and unveiled a picture of the first 
President. 

Judge Thomas B. McGregor, Frankfort, for- 
merly of the State circuit court, spoke on Ken- 
tucky, its growth, development, and scenery, 
and the part the lumberman had in developing 
it and improving its housing. 

H. N. Wheeler, U. S. Forest Service, Wash- 
g ington, D. spoke on “Forestry and Its Rela- 
tion to Our Business,” being introduced by W. 
E, Jackson, Frankfort, Ky., who is State fores- 
ter. Mr. Wheeler’s talk was of a statistical na- 
ture having to do with figures on crop, pas- 
ture, woodlots, and waste land in Kentucky, and 
land that is raising nothing, and which should 
be put to work. 

_E. M. Bruner, United States district Forest 
Service representative, discussed the aims and 
ambitions of the Forestry Association of Ken- 
tucky, a voluntary organization, pledged to aid 
relorestation and existing forests in the State. 

Local Hoo-Hoo arranged a 6 o'clock dinner 
for members following which a stag party was 
held in the ballroom of the hotel with a theater 
party for the ladies. 


TUESDAY SESSIONS 


The Tuesday morning and afternoon sessions 
Were given over to addresses, chiefly by Na- 
tional organization officers. News received dur- 
ing the afternoon session that Gov. Laffoon had 
demanded of the general assembly passage of a 
* percent general sales tax law, resulted in con- 
siderable discussion of its effect if passed, also 
ot the effect of a proposed reduction in realty 
and personal property taxes. One dealer held 
that a tax at this time wouldn’t mean 
much, but would run a fancy figure when lum- 
ber business is again active. 

The morning session was taken up by talks 
on “Finding Your 1932 Market,” by Dave Liv- 
Igston, Chicago, former editor Successful 
‘arming, and Adolph Pfund, Chicago, on “The 
President's Home Loan Discount Bill.” C. C. 


Se 


sales 
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Lumbermen and the State 


Proposed Sales Tax, Also Freight Rates, Occupy 
Kentucky Dealers’ Attention; Study Unit Selling 


Sheppard, Clarks, La., president of the South- 
ern Pine Association, was unable to be present 
due to illness of a member of his family; and 
J. R. Jennings, head of the Louisville milk in- 
spection department, spoke on the city’s milk 
ordinance. 

Mr. Jennings discussed the types of buildings 
required under the ordinance and why. A num- 
ber of dealers have been offering plans and 
specifications and low prices on buildings to 
meet the requirements for high grading of milk, 
and department inspectors have been kept busy 
inspecting new buildings or those revamped to 
comply with the regulations. 

Under the heading “Where Do We Retail 
Lumbermen Go from Here,” Alton J. Hager, 
president of the National Retail Lumber Deal- 
ers’ Association, discussed production and dis- 
tribution of lumber as one of the country’s great 
basic industries, urging better sales methods, 
better co-operation to produce improved _ busi- 
ness conditions and better trade relations. He 
emphasized the necessity of careful planning in 
the future instead of haphazard methods of 
speculative building. 


Edward Eliott, of W. P. Brown & Sons Lum- 


ber Co., Louisville, asked whether there was a 
shortage of homes in this country and Mr. 
Hager replied that there was not a shortage 


perhaps, but rather a deficiency of desirable 
types, and that the nation is considerably be- 
hind in its normal requirements in housing. 

Harry J. Colman, Chicago, spoke on proper 
accounting methods, and why the dealer must 
know what he is doing, under the general head- 
ing “Taking the ‘Over’ Out of Overhead.” 


WEDNESDAY MORNING 


At the Wednesday morning session Secretar; 
W. E. Difford discussed “The Roofing Situa- 
tion,” and outlined certain results obtained for 
dealers since last fall in efforts to develop bet- 
ter trade relations, and block unfair competition. 

W. W. Owsley, Cynthiana, Ky., led a di 
cussion, freely entered into, on the subject 
“Must the Dealer of the Future Be a Contrac- 
tor and Sell the Complete Job.” Several re- 
ported that they were taking the entire contract, 
but. giving the independent contractor a fair 
break. 





4. 
Gis- 


Oscar Bass, Hopkinsville, Ky., discussed 
“Inequalities in Kentucky Freight Rates,” and 
provided a mass of statistics to show that 


freight rates on an intra-state basis in Ken- 
tucky were 40 to 50 percent higher than in 
States to the north and east, and were such as 
to make it impossible for the interior distribu- 
tor to operate profitably. Mr. Bass argued 
against taxing truck lines out of existence in 
Kentucky, contending that they are the only 
salvation for the interior of the State. 

Henry J. Schoo, Louisville, spoke on “Co- 
operation, Its Possibilities and Results,” and 
more particularly in the matter of seeing that 
invitations to bid on state highway and other 
lumber or allied requirements, be passed on to 
a dealer in the consuming locality, where the 
dealer who received the specifications is not in a 
position to go after distant business. 

A resolution was adopted opposing the prac- 
tice of salesmen of manufacturers or jobbers 
calling on consumer or contractor, unless asked 
to do so by the retailer. Discussion on this 
subject was led by Rumsey Taylor, Prince- 
ton, Ky. 

Other discussions involved paint and glass 
distribution, and also that of treated lumber, 



















the latter subject having 
been assigned to Don 
Campbell, of Lebanon, 
a 

C. Steve Roemer, 
Bowling Green, Ky., 
favored a friendly atti- 
tude toward members of 
manufacturers’ associa- 








tions, and_ reciprocity 

where possible by buy- 

ing from association W. E. DIFFORD 
mills which work co- Louisville, Ky.: 
operatively with the pe-elected Secretary 
dealers. i 


The question of association dues, always an. 
important one, resulted in a decision that the 
minimum of dues be left at $25, but that the 
board of directors work out a program for a 
sliding scale with larger dues from large or- 
ganizations that can well afford to pay it. 


Discussion on Pool Buying 


M. Peale Collier, president, discussed pool 
buying, contending that Louisville already had 
it through the Mutual Service Co., a dealer 
organization; that western Kentucky was con- 
sidering it, and that in his opinion pool buying 
would be general in a few years. 

In this connection Secretary W. E. Difford 
spoke of the increase in purchasing agencies, 
voluntary purchasing bodies, voluntary chain 
etc., and possibilities presented for buying quan- 
tities in car or several car lots, for distribution 
to members. He named a number of such or- 
ganizations, volumes handled etc. 


Resolutions Adopted 


Resolutions endorsed 


the 200th 


included observance of 
anniversary of the birth of George 
Washington program: Reconstruction Finance 
Corporation program: reduction in salaries and 
reduced costs of State government, rather than 
taxation: also abolition or consolida- 
offices; protested against any in- 
the present retail tax 
reaffirmed principles of the Lumber Dis- 
Statement: registered objection to 
of gypsum wallboard and insula- 


increased 
tion of 
crease in 
law: 
tribution 
distribution 


State 


gross sales 


tion, in truckloads from warehouses, at carlot 
prices, holding that such programs should be 
abolished and that an adequate differential 
should be set up on all orders of less than car 


lots, in sufficient amounts to protect dealers 
who buy in car lots and do their own ware- 
ousing. Objection was also registered to de- 
livery of building materials, excepting hard 
materials, by either the producer or jobbers, 
direct on the job, on order of the retailer, as 
not conducive to good business, and unsound 
in principle. 

On legislation to regulate truck hauls, 


the association favored a resolution now in the 
State senate, for naming of a committee, to 
spend two years in investigating such hauls, 
and thus report a program at the next 
session of the legislature. 

In another resolution it was charged that 
the various discount plans heretofore pre- 
sented by the asphalt shingle and roofing 
manufacturers have not proved satisfactory to 
the interest of the retai) lumber dealer, but 
rather favored the mail order concerns, retail 
jobbers, large quantity buyers ete. Thereforé 
the association favored a merchandising plan 
on asphalt shingles and roofings under which 
each manufacturer would make his base or list 


sane 


price his l.c.l. price to all classes of trade, 
vith a reasonable margin of discount allowed 
on ear-lot sales to all classes of trade, 
with no preferential discounts for either quan- 
tity or sales function to any class of buyer. 


The association by resolution protested the 
discriminatory practice of some _ insulation 


manufacturers, it being the consensus that the 


(Continued on Page 63) 


PoRTLAND, Ore., Feb. 
20.— The first annual 
meeting of the Western 
Pine Association was 
held here Thursday and 
Friday. This associa- 
tion was organized at a 
history - making confer- 


+ + 





ence of soft pine manu- 

facturers in Klamath 

Falls, Ore., July 23-24 

f last year. It was the 

B. W. LAKIN result of the merging of 
two associations of long 

- standing, the Western 

Pine Manutacturers’ 

ss quarters in Portland, and 
White & Sugar Pine Manufac- 

rs ss with headquarters in San 


1 
its strengtl 
it LiCrixtl 


1 was greatly 


igmented by the acquisition of many members 
t re belonged to either of 















Ss re r the directors of this newly 
s se " David T. Mason, 
. 1e general manager and 
Ss \ rmerly secretary-manager of 
ster M facturers’ Association 

s ry t the anization. 
r re ttendance at 
eeting of an association cover- 
g g xX] S¢ territory as does 
s group, wit perations in what might be 
r t “Intermountain” district, running 
ler f the Mexican line, 
terest and earnestness of 
Ts in supporting the organization. A 
reg f tag it ilembers were in Port- 
A s ahead of the general 
g r g diligent f arly and late, on 
rta nittes natters One __ trustee, 
George W. York, of Albuquerque, N. M., trav- 
62 irs by train to attend the meeting. 
1 t air lines schedules 


7 1 atl : 
adverse weather con- 


r this reason Mr. York arrived 





rt deliberations of the box 
r the general session. 

rtant ns appearing on the program 
Pr t rogram for 1932: Dis- 
: f resear luding a trip to the 
Vestern Pine Association laboratory, in charge 
ert Her Fur ental problems of 
str race r statistics 

i r { Tra i ~ 

Research Is Stressed 

One word heard, perhaps oftener than any 
lurit g the two days discussions, was 
‘Research.” This was discussed from the an- 
gles of laboratory research, such as is carried 
\lbert Hermann in charge of the re- 
sear lepartment of the association, and also 


referred to by the trade pro- 





‘ittee, which includes investigations 
specific uses and markets for soft pine. 
Production Control” and “Market Exten- 

s wert 0 topics which perhaps might 
e awarded int trophy for prime impor- 
tance 


With the single exception of the late James 
rd, vice president and general manager of 
the Sugar Pine Lumber C Pinedale, Calif.. 
was a director representing the central 
fornia district, same officers and direc- 
ted at the original organization meet- 
ing were re-elected 

( Hicks, of the Pickering Lumber Co.. 


TS C@i¢ 


eorge 


was elected a director for the central California 
district to succeed Mr. Clifford. 
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Suitable resolutions on the death of three 
members of the organization, James Clifford, 
Pinedale, Calif.. Edward Hines, Chicago, and 
Sig Hofslund, Coeur d'Alene, Idaho, were pre- 
sented by Huntington Taylor, chairman of the 
resolutions committee, and were unanimously 
adopted. 

Because of the mass of work to be accom- 
plished by a new organization of the magnitude 
of the Western Pine Association, with a large 
representative membership, spread over a great 
expanse of territory, President B. W. Lakin, of 
McCloud, Calif., wielding the gavel continu- 
ously for the two days, was a very busy man. 
There was much to do and the program had to 
be handled expeditiously, even though the asso- 
ciation staff and the various committees had 
worked long in advance to accomplish as much 
as possible. 

Two plans of trade promotion activities were 
presented to the meeting, the primary one being 
for an initial annual expenditure on trade pro- 
motion and advertising of $100,000, which on 
the present restricted basis of production, would 
necessitate an advance of 5 cents a thousand 
feet in dues. This, being one of the most im- 
portant subjects on the program, received close 
attention, and brought out comprehensive dis- 
cussion. The preponderance of sentiment fa- 
vored the adoption of this plan. This recom- 
mendation of the trade promotion committee will 
be presented to the entire membership by mail, 
because it is felt that if this program is to be 
carried out it should have practically unani- 
mous and hearty support of the members of the 
association. 

The proposed Home Loan Discount bill in 
Congress was put before the meeting by J. M. 
Brown, Spokane, and its importance to the in- 
dustry impressed on his hearers. 


THURSDAY MORNING 

Rightly enough 
be interested primarily 
product, and at the 


lumber manufacturers should 
in the quality of their 
opening of the Thursday 
morning the first topic discussed was 
that of “Lumber Grading.” The work of the 
association in this line was laid before the mem- 
bers by Walter Neils, of the committee, and a 
detailed inspector's report was made by Fern 
Johnson, chief inspector. 


session 


Changes in grading rules were discussed, par- 
ticularly changes in the nomenclature of grades. 
Along this line J. D. Tennant, Long-Bell Lum- 
ber Co., Longview, Wash., suggested as perti- 
nent changes in terms used, the elimination of 
the words “Common” and “Defect.” He said 
that rules should be written to be descriptive 
as to use, rather than descriptive of the worst 
features a piece might contain. 

Raymond White, of Exchange Sawmills Sales 
Co., Kansas City, pointed out that while the 
grade names may not have been so important 
in the past, today with more and more grade- 
marking of lumber, they are important from 
the sales standpoint. The changes were offered 
as recommendations to the grading committee. 

A report of the traffic department was made 
by H. A. Gillis, traffic manager. He pointed 
out that there had been no important changes 
in rate structure since the organization of the 
Western Pine Association, six months ago. 

L. J. Roedel, Dalkena, Wash., chairman, gave 
a report of the traffic committee’s work, and 
its recommendations, among which in connec- 
tion with loading of cars, was one for a 40,000- 
foot minimum, or load to full visible capacity 
on all cars; also that the freight surcharge 
should be handled as a special item. He also 
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presented other important recommendations rp. 
garding rates and traffic matters. 

Discussion centered around the problem ¢ 
the recent increase in freight rate, known , 
a surcharge, which is presumed to be a tep, 
porary increase. There has been some dif. 
culty in collecting this surcharge added to th 
delivered price, largely because of lack of yj. 
formity of method. The matter has been rp. 
ferred to Manager David T. Mason, of th 
association, to collaborate with W. B. Greele, 
manager of the West Coast Lumbermen’s Asgp. 
ciation, their recommendations to be made ti] 
the trustees of their associations for disposal, 


Report of Statistical Committee 


Don Lawrence, chairman of the committee oy 
statistics, made a brief report of the activitie 
of that committee and its plans. This commit. 
tee’s work received the heartv commendatic: 
of the association membership. 

This committee, after organizing a plan ¢ 
statistical reports, recognized as its first dub 
the working out of a basic price list. The ney 
basic list on Ponderosa pine is expected to k 
printed by March 1, and will include, in adé- 
tion to the mill base price, prices on rates fron 
14 cents to $1 a thousand. Lists for the othe 





species will be published in the near future. Th 
7000 Series Molding Book has been adopted, é| 
fective March 1. Apparently all organized lun- 
ber-manufacturing groups are in accord in mak- 
ing March 1, 1932, the effective date when thi 
molding book shall become standard. 

L. C. Jewett described the work of the statis 


tical department, stating that the Western Ping 


barometer is made up of the 120 reporting mill 
including practically all of the larger mills i 
Western Pine territory. Weekly summaries 0 
sales reports are issued and detailed stoc 
sheets, which are very comprehensive, are issue 
monthly. With graphs he showed trends | 
stocks and prices for 1929, 1930 and 1931. H 
also pointed out that western pine producto 
for 1930 was 82 percent of 1929: the 1931 pro 
duction was 53.7 percent of the 1929 productior 
Orders for 1930 were 82.5 percent of 1929; fe 
1931 were 66 percent of 1929. 

J. P. Weyerhaeuser, jr., chairman, outline 
some of the activities which come under th 
scope of the forestry and economics committet 
They include the feasibility of improving th 
industry through mergers, sales agencies, legis 
lation and labor relations: balancing of produ: 
tion in ratio to market demand, both for emer 
gency periods and over a long term: considere: 
tion of the feasibility of the so-called firm pric 
policy. 

As the committee has considered the recott 
mendations of the Timber Conservation Boart 
under present conditions it is believed that th 
western pine industry will not be justified 1 
operating more than 37 percent of capacity dur 
ing 1932. To accomplish this would meat 
operating equal to 36 hours per week maximut 
as a basis. 

The committee recommended specially tha 
producers do everything possible to aid the wt 
employment situation, and to prevent hardshy 
on employees. 


Speaks on Necessity of Production Progra" 


Maj Mason, in discussing the question said 
If you haven't a production program it ¢ 
evident what will happen. You have seen what 
did happen for lack of a production progra”™ 


- 
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avor Research and Promotion 


vement of Product and Sales Efforts Can Industry Prosper 


overbalance 
Association's 


would not further 
The Western Pine 


a basis that 
the demand. 


} plans fit into the United States Timber Con- 
plans 


cervative Jjoard program. 

Secretary S. V. Fullaway gave the results 
of a survey of western pine territory, which 
showed that 30 percent of the stocks at the 
mills covered by the survey are economically 
frozen stocks at present. Frozen stocks are 
made up of stock that is not dry enough for 


| shipping, items for which there is no demand 
Fat the present, and items that are priced too 
How to justify handling. 


As an indication of what some producers are 
doing in the territory, in addition to many that 
are closed down entirely, Willis J. Walker, 
president of the Red River Lumber Co., West- 
wood, Calif., in pointing out that manufacturers 
are forced to curtail their output whether they 
want to or not, said that his company last year 
cut 55,000,000 feet, though its capacity is 200,- 
000,000 feet. This winter his company is operat- 
ing in order to produce fuel, but is burning oil to 
prevent excessive operation. The company re- 
duced its stock last year 50,000,000 feet. 


Actual Production at Mill Plants 


George W. York, of the Breece Lumber Sales 
Co., Albuquerque, N. M., said his company has 
three pine mills and one hardwood plant. It 
hasn't cut a log since a year ago last June. His 
last November, and in two of the pine mills it 
hasn't cut a tree since a year ago last June. His 
comment was “We at least have our trees left.” 

W. C. Geddes, president Craig Mountain 
Lumber Co., Winchester, Idaho, reported that 
his company didn’t operate at all last year. 

F. K. Weyerhaeuser said: “We must limit 
our cutting; we must get more for our lumber, 
because we are now spending our working capi- 
tal; but I believe there is a little more light 
ahead than we have had in the last two years. 
There is a better situation in regard to the bal- 
ance between stocks and demand.” 


Tells of Progress of Research Work 


The growing importance of research work in 
all industries has long been recognized by the 
Western Pine Association. This association’s 
research department is in charge of Albert Her- 
mann, who first came to the organization a 
number of years ago to make an effort to im- 
prove kiln drying methods in use by western 
pine manufacturers. From this start Mr. Her- 
mann has developed a broad field of research, 
looking to methods to improve the product of 
western pine mills. A keen interest in this de- 
partment was expressed by all members present. 
Mr. Hermann read a paper on the work of his 
department, at the conclusion of which a large 
percentage of the members present were taken 
by motor bus to the association laboratory, 
where the work could be better explained and 
more easily visualized. 

In his paper Mr. Hermann touched on the 
developments of kiln drying efficiency, and then 
discussed projects that are, and have been under 
Way, at the laboratory. One of the problems 
that has been studied thoroughly is shrinkage 
due to seasoning. He pointed out that sawing 
Practice in the light of known shrinkage, as a 
result of laboratory tests, can be changed to 
tliminate considerable waste in manufacture. 

he department is also working in connection 
with decay resistance in items for specific uses, 
such as sash, where there has been some com- 
plaint about durability. Dr. E. E. Huber of 
the University of Idaho Forestry School, is 
also doing much valuable research work in con- 
nection with causes and prevention of decay. 
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FRIDAY MORNING 


Friday morning the subject of research was 
continued. W. C. Geddes, chairman of the re- 
search and products committee, reported for it. 
It has considered in detail the progran: of re- 
search as submitted by the staff, and will rec- 
ommend its approval to the directors. Mr. Ged- 
des stressed the importance of the research work 
that has been done in the past, and stated that 
the committee thought that it should be ex- 
panded and strengthened as conditions permit. 
The more important laboratory projects recom- 
mended for approval are, first, continuation of 
studies in shrinkage of commercial sizes; sec- 
ond, studies of sash joints, treatment to pre- 
vent decay. The importance of these projects 
was brought out in the report of Albert Her- 
mann. 

Mr. Geddes pointed out the elaborate research 
programs of many other industries, including 
several that are in competition with lumber 
manufacturers. The comparison indicated that 
the lumber industry is far behind others in this 
important work. In concluding the report, he 


stated: 
We need to co-operate more closely with 
the sash and door and millwork factories on 


technical problems. Our present study of joint 
protection may well be used as a starting point 


for the mutual solution of problems dealing 
with decay, finishing, seasoning ete. These 


represent some of our immediate and pressing 
problems. Unless we are prepared to meet our 
research needs to a reasonably adequate de- 
gree, we must expect a constantly shrinking 
market. Production control is the obvious 
measure to meet practical emergencies, but 
earried to an absurd conclusion, without trade 


extension efforts, it will result in our curtail- 
ing ourselves out of business. Aggressive ef- 
fort to retain and regain old markets and 


achieve new ones can be permanently success- 
ful only as it is based on sound principles of 
lumber use. These principles are the fruit of 
research. 


Fundamental Problems 


Speaking on the subject, “Fundamental Prob- 
lems of the Industry,” Maj. Mason said it 
seemed necessary to take a bird’s-eye view of 
the industry. In general, he said, the industry 
has two important problems, first, “production 
control”; second, “finding a market.” As a 
third problem, dealing with the other two, he 
named “Development of the machinery through 
which to apply effectively the solutions of the 
other problems.” Some of the special burdens 
applying to the lumber industry are: Heavy 
supplies of timber, taxes, carrying costs; and 
in addition to privately-owned timber, there is 
the competing Government-owned timber. 

The principal solution is fundamentally “tim- 
ber control.” About half of the timber belongs 
to the public, hence control ideas must be ac- 
ceptable to the public. The sustained yield 
basis is the only present plan filling that re- 
quirement. Progress is being made toward this 
solution, but it will require much time. Emer- 
gency solutions will be necessary in the mean- 
time. 

In the second group of problems is market ex- 
tension. One of the most important things is 
steady employment of labor at high wages, 
which provides for maintaining a market. Some 
solutions are under way to improve the pur- 


chasing power of the consumer. Efforts are 
being made to reduce taxation. Mr. Mason 
described various measures, and _ particularly 


those applying to the lumber industry, or di- 
rectly affecting it, such as the Home Loan Dis- 
count bill and the Kendall bill protesting against 
the importation of Russian lumber. Other 


45 





measures include the 
trade promotion activi- 
ties of the National 
Lumber Manufacturers’ 
Association and the re- 
gional associations. 

On the subject of his 
third problem, namely 
the development of ma- 
chinery with which to 





apply the solution of 
other problems, Maj. 
Mason spoke of the 





need of co-operative ef- 
fort, saying that the 
units of production of 
the western pine indus- 
try can not live together without some form 
of laws. Self-government by industry, he said, 
is a growing need. He spoke of the pro- 
posed legislation to modify antitrust laws. 
He stated that the western pine industry as a 
unit must co-operate heartily, first, with other 
regional associations; second, with the National 
Lumber Manufacturers’ Association; and third, 
with other industries, in solving problems of 
mutual interest. 

In the discussion of fundamental problems of 
the industry George W. York, of Albuquerque, 
N. M., in a fine, easy, oratorical manner, painted 
a picture drawn from the history of industry, 
particularly referring to the rapid changes in 
the development from animal power to the ma- 
chine age. He pointed out the inter-dependabil- 
ity among the different industries, and all 
branches of an industry. He urged co-operation, 
and stated that the degree to which people live 
together co-operatively is an exact measure of 
the civilization of that people. 

How to Get Action 

Col. W. B. Greeley, secretary-manager of the 
West Coast Lumbermen’s Association, declared 
that he considered the most important of Maj. 
Mason’s tabulation was his third point, namely, 
“How to Get Action.” He said: “We can 
write out an ideal constitution of the ‘State 
of Wood, but how are we to enforce it?” 

Col. Greeley stated that in the West Coast 
Lumbermen’s Association, far, its only 
method of getting action on its proposed solu- 
tions of industry problems has been to sell its 
idea individually, mill by mill. Although en- 
tailing lots of hard work this plan has been 
very successful. “The fundamental problem has 
been to get the individual to carry out the plan, 
and I know of no other way than education of 
or selling the idea to each individual.” 

Sales agencies, for groups of mills manufac- 
turing not to exceed 300,000,000 or 400,000,000 
feet annually, were suggested as a method of 
improving the sales end of the business, by Ray- 
mond White, of Kansas City. 

Discussion of Home Loan Discount Bank Bill 

J. M. Brown, Long Lake Lumber Co., Spo- 
kane, brought before the members one of the 
most important matters affecting home build- 
ing, therefore, one of the most important mat- 
ters affecting the lumber business: namely, the 
Federal Home Loan Discount bill, now before 
Congress. 

Mr. Brown believes this to be one of the 
most important matters of legislation directly 
affecting the lumber business. He pointed out 
that it is particularly important to the building 
industry to have available mortgage money, and 
that there is very limited mortgage money avail- 
able at present. 

He read an analysis of this bill, published by 
the United States League of Building & Loan 
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Associations. He pointed out the condition of 
the loa mpanies throughout the country. He 
tressed the needs of the home loan companies 
r the relief which would be available under 
‘ hall 
Maj. Mas to Mr. Brown's dis- 
S101 in bill, said that the 
ssociatior re nended to its 
embers that their influence back of 
¢ ssage stating that they con 
le t xtreme importance. 
. Trade Promotion Work 
portant subject of “Trade Promo- 
before the meeti with a report of 
ss s past activities, by N. L. Cary, 
inage this dey irtment. ( l [sted, chair- 
f trade promotion committee, outlined 
: the sta nd the committee for 
vities g this line. 
e association has adopted as its official seal 
r ark, with the 
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1 atter a i s called upon Secretary 
|. Doug H make s 1al report 

Mr. Huff: gave rief summary of the 
vor aur ¢ the last year and 
s ¢ ¢ d been a sligl de- 
crease ers r ew nbers 

id | uined t nm any previous year. 
Numerous resignations e said, were due to 
companies discor g ir export business or 
going out of business entire] 

The contract 1 and measurement agree- 
ment, as proposed by the Timber Trades Federa- 
tion, was discussed briefl and the secretary 
recommended the approval of this form, with 
the elimination of the wording reference to 
the payment of freight being made in gold dol- 
lars, and that any loss occasioned as a result of 
freight being collected in gold dollars should 
be for the account of the shipper. Mr. Huff- 
man pointed out that this clause, which had 
temporarily been placed on some bills-of-lading 
had not been eliminated and he did not think 
that the contract form and measurement agree- 
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The committee recommended species, grade 
and trade-marking of lumber, and two plans of 
trade promotion. Of the latter, one was a 
major plan, and the other a lesser, rather cover- 
major plan, and the other a lesser plan, cover- 
ing only those things which the committee 
gardless of conditions. But the major plan, 
one which it felt would be a step in the right 
direction, was a little more comprehensive than 
the other, and one it felt should be carried on, 

The 
parts, 
work ; 


major plan might be divided into four 
first, market and engineering research 
second, field men engaged in promotion 
work ; third, a modest campaign of space adver- 
tising ; fourth, information service, including ex- 
hibits at conventions and publicity. 

The printed program of the meeting con- 
tained a chart showing the important relation- 
ship of various markets, these divided into dif- 
ferent items which they use. The advertising 
committee plans were to budget expenditures in 
acc rdance with the importance of the market, 


as shown in‘the survey. This so-called major 
plan had the support of a preponderance of 
members present, but a mail vote of the entire 


membership will be taken before the plan will 


Exporters Adopt New Contract Form 


Advised to Re-Inspect Surfaced Lumber— 
Consider Probable Effects of New British Tariff 
—Are Told English Market Will Improve 


The secretary briefly discussed marine insur- 
ance, and also told of - proposed British 
ariff and the work done by the association to 
try to have hardwoods placed on the preferred 
list and not ‘be subj ect to a tariff. However, 

s work was without avail and a tariff of 10 
percent would become effective on March 1, on 
all shipments arriving in England on and after 
that date. The duty will be based upon the de- 
livered price. 

The report of Treasurer Harry E. Schadt 
showed the association to be in good financial 
shat 


cc. 

Report of Foreign Representative 

The report of Foreign Representative Edward 
Barber, who was unable to attend the meeting, 
read by Secretary Huffman. It showed 
that during the last year 154 claims had been 
handled by the London office, which was 34 less 
han were handled during 1930. He mentioned 
particularly the claims he had handled on planed 
surfaced lumber, 


Was 


or pointing out that in order 
to avoid claims on surfaced lumber it would 
have to be re-inspected following surfacing or 


He also men- 
ash, which has given rise 
claims. 

showed that importation of 
exclusive of mahogany, had 
percent during the last year, 
the hardwoods had declined 
29.97 percent. The decrease in volume from 
the United States, alone, it was shown, was 
21.34 percent, and a decrease in value of 33.24 
percent. However, the United States had not 
suffered any more than other countries, for 
54.75 percent of the hardwoods imported dur- 
ing 1931 were from the United States, as 
compared with 57.62 percent in 1930. He also 
showed that the average delivered price of 
American hardwoods in England during 1931 
was $73.33 as compared with $86 in 1930, and 


laims could always be expected. 
ioned the texture of 
a large number of 
His report further 
sawn nn ds, 
declined 17.21 
while the value of 


a 


$95.20 in 1929. 

Mr. Barber referred to the present financial 
and business conditions in England and indi- 
cated that while business is not good, he felt 


sure some improvement would be forthcoming 
within a short time, or as soon as conditions 
stabilized to some extent. Stocks on hand, Mr. 
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be approved by the directors. 
tails an increase of 
dues. 


This plan @. 
5 cents in the association,’ 


Report of Box Committee 


_ The importance of the box business to many 
facturers of western pine was indicated jp , 
report of the box committee submitted by J, 
White, Weed, Calif., in which it was show, 
that 33 percent of the product of soft pines jy 
the western pine territory is used in the many. 
facture of boxes. The committee suggested , 
comprehensive outline of its work and hoped 
to place it in the position its importance com. 
mands in respect - association activities. 

Rex Morehouse, secretary-manager of the 
National Association of Wooden Box Many. 
facturers, Chicago, pointed out the importance 
of the box business, and outlined some of th 
work being done by the National association 
One of the important activities is its research 
laboratory, wherein boxes are tested and are 
designed and re-designed to suit the shippers 
needs. This is free service to the shipper, 

The atmosphere of all sessions of this two. 
day meeting was one of frank discussion, earnest 

(Continued on Page 59) 





Barber indicated, were not heavy and there was 
every reason to believe that 
just ahead. He hazarded the opinion that the 
abandonment of the gold standard has _ helped 
conditions in England and will be reflected in 
its purchases. 

Mr. Barber clearly outlined the 
policy as to tariff, Empire preference, and con- 
petition from other countries. He did not think 
that a general duty will hurt business to any! 
extent, and he also believed that Empire prel- 
erence will in no way affect the importation i 
American hardwoods. 

Various phases touched in the reports by Mr 
Huffman and Mr. Barber were discussed by the 
membership, and the new contract form and 
measurement agreement proposed by the 
Timber Trades Federation was adopted, after 
the wording in reference to U. S. gold was 
eliminated as suggested. 

The new constitution and by-laws were als 
adopted, though the changes were very few and 
none of a radical nature. The new a sis ol 
assessment, which merely changes the dues for 
those who ship more than 250 cars for export 
was also adopted. 


as 


A committee composed of Claude Sears, 
Frank Robertson, and C. C. Dickinson, was ap- 
pointed to confer on the proposed tariff in 
England and give its views to the foreign rep- 
resentative. It was also decided to refer to the 
new transportation committee the matter of maf- 
ginal track delivery at ports other than New 
Orleans. This matter was brought up for dis 
cussion because continental lines have tried to 
increase the rate at ports where lumber is hat- 
dled from car to ship. 

At a meeting of the board of directors which 
followed the secretary was directed to send 4 
protest to the Department of Commerce @# 
Washington against duplication of effort and 
paternalistic functions which belonged to 1- 
dustry. This action was taken as a result of 
discussion of the activities of the Department o 
Commerce in giving out of lists which were i 
tended to aid manufacturers in developing a 
export business, such information being ob- 
tained for the purpose of creating additional 
competition, which is not wanted at this time. 
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What the Associations Are 
Planning and Doing 


March 3—Lumbermen’s Exchange of Philadelphia, 
Philadelphia, Pa. Annual, 

March 3—Eastern Iowa Retail Lumbermen’s Asso- 
ciation, LaFayette Hotel, Clinton, Iowa. An- 
nual. 

March 4-5—Utah Lumber Dealers’ Association, 

“ @hamber of Commerce, Salt Lake City, Utah. 
Annual. 

march 7-9—Western Forestry & Conservation Asso- 
ciation, Portland, Ore. Annual forest manage- 
ment conference. 

March 9-10—South Dakota Retail Lumbermen’s 

“Association, Watertown, S. D. Annual. 

March 17—Red Cedar Shingle Congress, Seattle, 
Wash. Annual. 

March 17-18—Millwork Cost Bureau, Chicago, An- 


nual. 

March 21-23—-Southern Pine Association, Roose- 
velt Hotel, New Orleans, I.a. Annual, 

March 24—Southeast Missouri Retail Lumber 


Dealers’ Association, Marquette Hotel, Cape 
Girardeau, Mo. 

March 24-26—Fourth Sawmill Engineering Confer- 
ence, Everett, Wash. Annual. 

March 25—Eastern Millwork Bureau, Pennsylvania 
Hotel, New York City. Annual, 

April 12-14—Lumbermen’s Association of Texas, 
Texas Hotel, Fort Worth, Tex. Annual. 

April 13-14—National-American Wholesale Lumber 
Association, Hotel Ambassador, Atlantic City, 
N. J. Annual. 

May 12-13—Florida Lumber & Millwork Associa- 
tion, Orlando, Fla. Annual. 

May 17-18—National Association of Railroad Tie 
Producers, Hotel Peabody, Memphis, Tenn. 
Annual. 





National Vanufectwvers to Move 
Offices 


WasHincton, D, C., Feb, 23.—As a desir- 
able measure of economy, the headquarters of- 
fices of the National Lumber Manufacturers’ 
\ssociation, it is announced here, will be moved 
from their present location at 702 Transporta- 
tion Building to a building at 1337 Connecticut 
Avenue, N. W. The association is taking over 
an entire building, formerly the residence of 
one of the city’s leading physicians, but now 
along the main artery of the business section 
growth and located only a few blocks from the 
jormer address. Fully adequate space accommo- 
dations are being obtained and at a greatly re- 
duced rental. The new address will be effective 
as of March 1. 





The Official Personnel 


The complete list of officers of the Illinois 
Lumber & Material Dealers’ Association, elected 
at the annual convention in Chicago on Feb. 
10, is as follows: 

President—Fred C. Wenthe, Effingham. 

Vice president—E. E. Hinchliff, Galesburg. 

Directors—Fifth district: George W. Parker, 
Bloomington; eighth district: H. H. Sonne- 
mann, Vandalia; ninth district: Charles Eas- 
terly, Carbondale. 

Directors at large—James P. Flannery, 
East St. Louis; W. H. Acheson, Urbana. 
The hold-over directors are John Alexander, 
Jr, Aurora; W. S. Robinson, Abingdon; Wal- 
ter S. Payeur, Bast St. Louis; Will McKee, 
Decatur; A. J. Powelson, Sterling; F. L. Smith, 
Pontiac; Henry J. Bruce, Riverton. 





Arrange for Grading Rule Test 


Toron To, Ont., Feb. 22.—At the monthly 
meeting of the Wholesale Lumber Dealers’ As- 
sociation, held here recently, J. L. Campbell, 
secretary, addressed the association on “The 
Salesman and the Credit Man.” He empha- 
sized the necessity for close co-operation be- 
tween these two departments of the wholesale 
lumber business. Arrangements were completed 
lor grading a car of jack pine by committees 
representing manufacturers, wholesalers and re- 
tailers. It will be carried out Feb. 29 at the 
yard of the R. Laidlaw Lumber Co., Toronto. 
The car will be graded in accordance with the 
tentative rules recently drawn up by the manu- 


facturers. The lumber will then be run through 
a planer and examined in order to find how 
the grades have stood up in the dressing. It is 
hoped that the experience thus gained will en- 
able the joint committees to agree upon grad- 
ing rules that will be practical and acceptable to 
the whole trade. 


Issues Synopsis of Wisconsin 
Lien Law 


MILWAUKEE, Wis., Feb. 22.—A synopsis of 
the Wisconsin mechanic’s lien law has just 
been sent out by Donald S. Montgomery, sec- 
retary of the Wisconsin Retail Lumbermen’s 
Association, to all members of the organiza- 
tion. The pamphlet contains everything a dealer 
should know in the ordinary conduct of his 
business, and was prepared by James T. 
Drought, general counsel of the association. It 
includes not only the law, but gives discussions 
of its various phases and advice on it. Among 
the “Don'ts” listed at the close are: “Don’t 
deliver materials unless you know the owner- 
ship, title to, and incumbrances on the real 
estate upon which improvements are to be placed 
and until you know who is going to pay your 
bill. Let the other fellow be the banker and 
hold the bag.” 





Western Forest Management 
Conference 


PorTLAND, OreE., Feb. 20.—A comprehensive 
program has been prepared for the annual for- 
est management conference of the private west- 
ern forest organizations with the State, Federal 
and British Columbia forest departments un- 
der the auspices of the Western Forestry & 
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Conservation Association. The Multnomah Ho- 
tel in Portland and March 7 to 9 are respec- 
tively the place and date. Among the topics 
to be discussed are: Co-operative protection 
problems; difficulties in the economic situation; 
influence of taxation on cutting; future of mar- 
ginal lands; distribution of costs; equipment and 
methods; rating forest hazards; fire weather 
forecasting; insect control etc. Following the 
reports of officers on the first morning, the 
afternoon session will be devoted to a general 
discussion of forest problems led by prominent 
foresters and lumbermen. All of the Tuesday 
sessions will be devoted to fire problems, the 
Wednesday morning session to committee meet- 
ings and the Wednesday afternoon session to 
co-operative organization problems. 





Make Plans for New Construc- 
tion and Modernization 


RicHMOND, VA., Feb. 22.—New construction 
and alterations to existing building amounting 
to at least $1,000,000 can be profitably under- 
taken in Richmond at this time, Morton C. 
Thalhimer, leading Richmond and _ Virginia 
realtor, told the committee on unemployment at 
a meeting at the chamber of commerce, result- 
ing in widespread employment for both skilled 
and unskilled labor. 

A definite plan to encourage the spending of 
money here and thereby create relief for the 
unemployment situation will be developed within 
the next few days by a committee composed of 
Mr. Thalhimer, Dr. Douglas VanderHood, 
chairman of the unemployment committee, Irv- 
ing May, secretary of one of Richmond’s two 
leading department stores; Jack G. Holtzclaw, 
president of the Virginia Electric & Power Co.; 
John T. Wilson, prominent building contractor 
and president of the Bank of Commerce and 
Trusts, and Alexander Weddell. The group 
will study the operations and results of the 
American Legion’s current national campaign 
and the individual movements being conducted 
by Rochester, N. Y.; Muncie, Ind. and other 
cities. 


Nebraskans Begin Forty-Second 
nnual Convention 


Notre: A report of the Thursday and 
Friday sessions of this convention will ap- 
pear in the March 5 issue.—Eprror. 





[Special Telegram to AMERICAN LUMBERMAN] 

Lincotn, NeEB., Feb. 24.—The forty-second 
convention of the Nebraska Lumber Merchants’ 
Association opened this afternoon in the Lin- 
coln Hotel. Following the community singing 
led by L. C. Oberlies, the visitors were wel- 
comed by Frank D. Tomson, of the Lincoin 
Chamber of Commerce. 

President C. A. Perry, of Lincoln, stated that 
the year has proved the value of association and 
he paid high tribute to Secretary Dole. He 
urged planning for sales and in stating that 
modernization would be important added that 
this should begin in improvement of the retail 
plant. There can be no substitute for hard 
work. 

Secretary Harry E. Dole stated that lessons 
of last year were important and chief among 
them is the fact that if there are sales they must 
be made by the retailer. Indications point to 
returning interest in the home and dealers can 
build on that. The public has some money 
and will spend it for home improvement if 
dealers do their part. 

Guy Harrison, of Grand Island, on behalf of 
the Midwest Lumbermen’s Inter-Insurance Ix 
change, introduced Harry K. Rogers, of the 
Western Actuarial Bureau of Chicago. Mr. 


Rogers does much work for fire prevention and 
speaks often in schools as “Smoky, the Fire 
Clown.” Ina powerful address he pictured the 
horrors of fire and stated that nine out of ten 
fires are preventable. He stated that 43 per- 
cent of businesses seriously damaged by fire 
never reopen. 

John Curtiss, of the lowa-Nebraska Light & 
Power Co., Lincoln, then made an inspirational 
address in which he stated that human values 
are being rediscovered in business. He empha- 
sized the fact that people of today want com- 
fort which the lumbermen can help give, and 
repeated Morgan’s advice never to sell the 
United States short. 

{van D. Wood, of the State College of Agri- 
culture, outlined briefly the proposed campaign 
of co-operation with lumbermen. For many 
years Mr. Wood has worked effectively with 
members of the association to improve the 
quality of farm buildings. He stated he had 
never seen so much interest in homes. He is 
planning work in fields of paint, farm storage 
of feed, fighting of grasshoppers and the like. 

This morning before the convention opened, 
an informal tax meeting was held in which 
Fred H. Johnson and J. W. Kelso, both of 
Lincoln, advocated a low sales tax as a replace- 
ment of part of the real estate tax and also to 
forestall the proposed income tax. They stated 
that a high real estate tax is discouraging home 
building. While admitting that the income tax 
is theoretically fair, they argued it would raise 
little money and so would give little relief. 





4% 


South Carolina Mills Get Lower 
Freight Rates 


( upia, S. C., Feb. 22.—Rates on lumber 
Carolina points have been dras- 





tically reduced by the Interstate Commerce 
( ss New rates will go into effect 
or before May 5. A complaint, in the 


name of the Hoffman Lumber Co., of Colum- 
bia, and others, was made by P. W. Lowry, 








f the Columbia Transportation Association, 
wwainst the Atlantic Coast Line railroad and 
thers. for alleged excessive carrying charges. 
From Colum! Sumter, Charleston, Orange- 
rg venmark, Springfield, Batham and other 
ts to C igo, rate has been reduced from 
17 t ’ ents to Grand Rapids, 4544 to 43 
tae 4 I lianapolis, 44 to 39 cents; to Mil- 
its, and to Detroit, 43 to 
M Chicago, reduction is from 
ts: to Milwaukee; 50% to 44 
s t sellers in group “1-Q” run 
Hill, Ss. C., to Chicago, reduc- 
S+o I + cents; to Milwaukee, 
o } ts; to Indianapolis, 45% 
S ra! rates over short 
S South C lina will be of one to three 
5 S d decision in favor of the 
r es, the other being a one cent 
100 pounds for each 100 mules 
5 | 
s ogee r logs 





Bids for Airport Construction 


OrLEANS, La., Feb. 23.—Bids will be 
-ch 29 for the construction of 
Airport, esti- 
st a total of $350,000, and to require 


3 - , 1 1 
S1x nidings ofr tne onusnan 


ng days to complete. The work 1s 

er the general direction of John Klorer, 

ef engineer, Orleans’ Levee Board, with 

ns prepared by William E. Arthur. Local 

r interests were active in getting forest 
products included in the specifications where 





Floods to Stop Logging Until 


une 
N O ws, La., Feb. 23.—Inundation of 
rdw bottoms in Arkansas, Mississippi and 
lisiana asioned by heavy rains of the last 
re ths and backwaters from the Mis- 
sis x may be expected to prevent log- 
ging until probably June 1, declares V. H. 
Sonderegger, Louisiana State forester. He 
stated that in view of conditions existing any 
tensive outpu t dry lumber -would not be 


ssibly Aug. 1. 





National Committee on Recon- 
ditioning, Remodeling and 
Modernizing Formed 


WASH D. ( Feb. 22.—Under the 

ted es of the United States Depart- 
! ( nerce and the Chamber of Com- 
merce the United States there has been 
orme t il committee on recondi 
tioning, remodeling and modernizing. The new 
move is the interest of industry generally 
and takes into account the fact that over 50 
percent of the many important lines of ma- 
terials and equipment produced in construction 


in 1931 were consumed by remodeling and im- 
provement projects It not inaugurate a 
“drive,” but purposes to afford a concerted and 


will 





continuing educational and merchandising ef- 
fort, with a particular view to stimulating the 
movement of materials throughout 1932 

The movement which already has a_ wide 


business is a 
activities of a 


industry and 
continuing 


throughout 
of the 


supp rt 
development 


committee of similar name still functioning as a 
unit 
Building 


on Home 
Newspapers, 


President’s Conference 
and Home Ownership. 


e } 
or tne 
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magazines and other publications throughout the 
country have indicated their intention vigorously 
to support the educational work of the new 
body. Its local activities will be practically car- 
ried out through local chambers of commerce. 
The new group has been designated as the sub- 
committee on business co-operation in commu- 
nity development. Offices are in the home of 
the Chamber of Commerce of the United States 
at 1615 H Street, N. W., Washington, D. C. 





Kentucky Lumber Manufactur- 
ers Oppose New Taxes 


LouISsvVILLE, Ky., Feb. 22.—It is predicted 
that a good many lumber companies in Ken- 
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Administration and Buying 
Office Opened 


Satt Lake City, Uran, Feb. 22, 4 
Romeyn, of the “Merrill Associates” Seryjc, 
Sureau, today said that effective Feb. 23 a join 
executive, administration and buying office yj 
be opened and subsequently maintained by th 
Bonneville Lumber Co., Gem State Lumber (, 
and Overland Lumber Co. at the Newhoyy 
Building in this city. This action involves th 
transfer of the general office of the Gem Stay, 
Lumber Co., heretofore located at Pocatell, 
Idaho. This company operates a line of yard 
in Idaho; the Bonneville Lumber Co. in Utal 


and the Overland Lumber Co. in Idaho, Utg, 
and Wyoming. 


There is no change in the cor. 
porate or financia 











structure of these com. 
panies, each being sim. 
ilarly associated with 
the Merrill compan 
of Salt Lake City, © 





To Pr eserve 
Giant White 
Oak 


Kenova, W. Va, 
eb. 22.— At the to 
of Trace Mountain, jr 








Mingo County, West 
Virginia, stands what 
is said to be the larg. 
est white oak tree in 
the world, and tw 
acres of land upon 
which it stands are t 
be set aside as a pub- 
lic park. The age of 
this veteran white oak 
is estimated at 1,20 
vears. Its base cir 
cumference is 30 feet 
its first limb is ap- 
proximately 80 feet 
from the ground, and 
its topmost branch 
towers 100 feet above 
the trees around it. It 
is estimated by experi- 
enced lumbermen that 
this tree contains from 
35,000 to 40,000 feet 
of marketable lumber 
This is the equivalent 
of several thousand 
dollars’ worth of high 
grade furniture, house 
trim and finish, cabi- 
net work, flooring ete. 
for all of which pur- 
poses white oak is par- 
ticularly suited. 

U. G. Parsley, presi- 
dent of the Kenova 
Saw Mill Co., one of 
the outstanding manu- 
facturers of West Vir- 








White oak on Trace Mountain, W est Virginia, estimated to be 1200 years 


old and said to be the largest of its kind 


tucky using power in planing, sawing and simi- 
lar operations will return to steam operation if 
a bill before the Kentucky legislature to tax 
power and light current '%4-cent per kilowatt 
hour is enacted. This is an administration bill. 
It proposes that the tax be added to power and 
light bills, and to make the power companies 
tax collectors for the State. 
Some lumber interests 
fight against taxation of trucks operated by 
trucking lines, as it would materially affect the 
cost of getting country logs to saw and veneer 
mills by highway. Other lumbermen are work- 
ing for the truck taxing laws, as they feel it 
would aid the railroads and better their condi- 
tion. 


are aiding in the 


ginia hardwoods, com- 
menting on this tree, 
a picture of which re- 
cently appeared in 4 
Wayne County news- 
paper, said that this white oak monarch is 
located on the same watersheds that contain 
some of his company’s timber holdings. 





° . . 
Magic Brings Them Relief 
Tacoma, WasH., Feb. 20.—Tacoma lumbet- 
men who are not satisfied with business condi 
tions are turning to magic for relief. The 
newly organized Tacoma Magicians’ club, which 
held its first meeting last week, has Phil Gar- 





land for its president, Roy Sharp for vice 
president, and Farlin B. Nye for secretary 
treasurer. Mr. Garland and Mr. Sharp are 


declared to be expert slight of hand artists. 
The club has twenty members. 
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Michigan-Indiana Dealers Meet 


SouTtH BEND, INp., Feb. 23.—Nearly a hun- 
dred lumbermen from this section of Indiana 
and the southwest section of Michigan attended 
the thirty-second annual meeting of the North- 
ern Indiana & Southern Michigan Retail Lum- 
her Dealers’ Association held_ in the Oliver 
Hotel here today. Clyde H. Fisher, president 
of the association, presided at the dinner which 
was served at noon and introduced the speakers 
of the convention. eS 

At the conclusion of the dinner program, ofh- 
cers were selected as follows: 

President—Gustav A. Reum, secretary and 
manager of the Michigan Avenue Lumber Co., 
Bend, Ind. 

Vice President—Joseph 
waka, Ind. 

Secretary-treasurer 
purg, Mich. 

Board of directors—W. B. Schaefer, South 
pend, Ind.; John Babbit, Niles, Mich.; Emmet 
Godfrey, White Pigeon, Mich.; Lloyd Kline, 
Westville, Ind.; and Clyde Davis, Goshen, Ind, 


South 


W. Jontz, Misha- 


Ray Brown, Edwards- 


lav E. White, assistant manager of the co- 
operative department of the Studebaker Cor- 
poration and Fred E. Carver, of the Travelers 
Insurance Co., South Bend, were the principal 
speakers on the program. ; 

Mr. White spoke on “Reducing the Costs of 
Government.” He gave statistics showing how 
Government expenses 
had increased during the 
last five years. One of 
the reasons for the in- 
creasing costs of gov- 
ernment, he said, was 
because the citizens zen- 
erally are slackers in 





G. A. REUM, 
South Bend, Ind.; 


Elected President 





watching the rising 
costs of running all 
branches of the Govern- 
ment and they fail to 
take an interest in civic 
affairs. He urged the 
lumbermen to take an 
active interest. 

The ultimate union of all provinces in China 
as a result of recent Japanese invasion was pre- 
dicted by Mr. Carver, who spent 13 years as 
an engineer in China. He said most Americans 
can not appreciate the seriousness of the east- 
ern outbreak, because they fail to realize the 
size of China. “China is as large geographic- 
ally as the United States and all of Europe, ex- 
cluding Norway and Sweden. Yet if you add 
together the population of these several coun- 
tries including Norway and Sweden, you are 
still 11,000,000 short of China’s population,” 
said Mr. Carver. “Japan is reaching out for 
natural resources to take care of her citizens, 
but I do not think the situation will be danger- 
ous for America since the other large nations 
of the world have joined protests.” 

Others spoke briefly including, Byron Smith, 
ot Valparaiso, Ind., and C. D. Root, Crown 
Point, Ind., respectively president and secretary 
of the State retailers’ association; H. M. Gaines, 
secretary of the Michigan State association ; 

C. Garvin, representing the Fort Wayne 
Lumbermen’s Club who sought the support of 
the local association in landing the State meet- 
Ing next year for Fort Wayne; Rollo Hilde- 
brand, South Bend, and Clark Ferrier, Culver, 
respectively secretary and president of the In- 
diana Builders’ Supply Association. 

Mr. Reum, the new president of the Indiana- 
Michigan association, in an interview following 
the meeting said he felt that with the lower 
Costs generally and the lower operating costs 
the retail dealer would have to lower his prices 








to the consumer. He declared conditions now 
are not like they were in 1923-4 when there 
was plenty of activity and a large volume of 
business to be had without much work. Now it 
is necessary to get out and hustle; the dealer 
can not expect to sit in his office and wait for 
the business to come in. In going out after 
business, he said, you are bringing money out 
of hiding and putting it back into circulation 
where it will aid in other projects and trade. 
He felt that conditions are somewhat improved 
and things look brighter. 

In the evening the South Bend Hoo-Hoo 
Club, No. 25, gave a dinner followed by enter- 
tainment. 





Problem for Joint Consideration by 
Pine Manufacturers and Retailers 


New Orveans, La., Feb. 23.—A clarion call 
has been issued by the Southern Pine Associa- 
tion through its president, C. C. Sheppard, to 
the retail lumber dealers throughout the coun- 
try for the joint consideration of the problem 
facing the industry in the form of mass-pro- 
duced houses, fabricated from steel and other 
so-called permanent materials in factories and 
sold direct to consumers. Mr. Sheppard said: 

We are asking 
attend our annual 
held in New 
because of 


our retail distributers to 
meeting this year, to be 
Orleans on March 22 and 
our mutual interest in meeting 
this problem. We should not underestimate 
the danger of this development. For many 
years the retail dealer and the manufacturer 
of lumber have co-operatively supplied the 
housing needs of this country, and there is 
no reason why they should not continue to 
do so, even though construction methods and 
building design should radically change from 
those prevailing in the past. 


92 
“0, 


Mr. Sheppard indicated that the joint ses- 
sion of the southern pine manufacturers and 
their retail distributers would revolve around 
the following questions, the answers to which 
must be definitely determined : 


What are the trends in modern home- 
building? 

How far must the manufacturer prepare 
his product to meet these demands? 


How far can the dealer go in adjusting his 
methods of business to meet these demands? 

How can the retailer and manufacturer 
work together to maintain the efficient part 
they have in the past played in home-build- 
ing? 

What steps 
conditions? 

What preparations must they make for the 
future? 

Speaking for the manufacturers of south- 
ern pine lumber, continued Mr. Sheppard, I 
am able to say that for seventeen years we 
have recognized the retail lumber dealer as 
the legitimate distributer of our product. 
In the grading and inspection of southern 
pine and in its advertising and trade promo- 
tion the dealers have played a most intimate 
part in our councils and in our decisions. 
We have during the last two years in the 
general business depression worked for 
closer unity between the retailer and the 
manufacturer. The practical efforts of this 
were demonstrated at the annual meeting 
of-the Southern Pine Association in March, 
1931, when for the first time the retail lum- 
ber dealers took over a session of the manu- 
facturers’ meeting and presented the prob- 


must they take now to meet 


lems facing them with special reference to 
trade ethics, and you know the hearty re- 
sponse they met from the southern pine 


manufacturers. 

In the development of new ideas for better 
homes, will the relationship of the last sev- 
enteen years continue and will the retailers 
and the manufacturers work shoulder to 
shoulder to meet their obligations and grasp 
their opportunities? 

As manufacturers, we are preparing to do 
our part. If further fabrication is one of 
the answers to the problem, we will be pre- 
pared to comply with it, but it is our feeling 
that such fabricated materials should be dis- 
tributed through the retail lumber dealer. 











Yellow Pine 


The Aristocrat of Structural Woods | 


This modern plant is backed 
by a long time supply of Long 
Leaf Yellow Pine—the genuine 
Pinus palustris that is famed 
for its close, dense grain and 
heavy resinous fibre. 


“WIER” Long Leaf Yellow 
Pine should be recommended 
for all building jobs. It’s ob- 
tainable in all standard items. 


It’sthe FIBER that Counts 











WIER LONG LEAF 


LUMBER CO. 
HOUSTON, TEXAS. 
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LONG and SHORT LEAF 
ALSO) Yellow Pine 


WM. SCHUETTE CO. 
Pittsburgh. Pa. New York, N. Y. 
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PCoLDSBORO 
N. C. PINE 


Our “Jiffy Service”, by rail and water, will 
keep you supplied with all items in 


YARD STOCK SHED STOCK 
Let us prove it on your next order. 


JOHNSON & WIMSATT 


WASHINGTON, D. C. 

















Yellow Pine 
Timbers, Lumber 
Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 


The Alger-Sullivan Lumber Co. 
CENTURY, FLORIDA 
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VON PLATEN -FOX COMPANY 
Iron Mountain, Michigan 


Manufacturers of 17 different species 
of Northern Hardwoods 
17 17 
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EMPORIUM 


Mille 
New York Office 
5635 Grand Central Term. 


Phone, Murray HiI16514 





FORESTRY CO. 


General Office: Conifer, N. Y. 
Conifer, N. ¥., Cranberry Lake, N. Y. 


New Engiand Office 
161 Devonshire St., Boston, Massa. 
Phone, Hancock 6789 


Manufacturers of Band Sawn 
HARDWOODS, SPRUCE 
HEMLOCK, WHITE PINE 
HARDWOOD FLOORING 














pain 94-00 








Lumber and Its Uses 


In this book the author has dealt in 
interesth inl instructive fashion 
with wool structure, physleal pro 
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about thinber. This is the work most | 


often called for 
bermen in all branches of the Wade 
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THE LUMBERMAN POET 





Rounding the Bend 


Phere’s a bend in the river up there by the hill, 

‘That mountain up yonder you see through 
the haze 

Phat bend is just twenty-two miles from the 
mill, 


or that was the 
It wasn't the 
W hen we 
the 


awiilling day 

villave we thought about then, 

brought down the timber along in 
pring, 


distance im 


‘The thing that we thought about, most of the 
men, 
It wasn’t the village—the bend was the thing 
bron when we had made it, we knew we were 
near 
the villave, the women, the kids and it all, 
Yi when we had made it ye almost could 
hear 
lhe voices of children we lett im the fall. 
lhe bend in the river, and there was the vale, 
Phe bend on the river, and there wa the 
towh, 
\nd that was the harbor for which we set sail 
When bringing the norway and other stuff 
down. 
| sit by the fireside, the timber is gone, 


I'm pretty near eighty, and 


And lite is the 


Vin old, 


Connie aly 


I’m traveling 


rivet on, 
Though far from the water, away from the 
cold. 
hut now they seem nearer than ever before, 
lhe women, the babic and maybe a friend, 
| look at the valley, it’s right at the door 
| know what I’m doing, I’m rounding the 
bend 
Between Trains 
\LLENTOWN, Pa.—The most remarkable thing 
about the recent depre ion was that it was so 
evident and yet wa © hard to cee, It was 
plain enough in the books, in sales slips, in 
the paychecks, but, when one went out on the 


treet, apparently all that had disappeared was 


th prolit There seemed to be about as 
many automobile running around and there 
must have been because in 1931 we used more 
gasoline than ever before in our history. Of 
course, some of it went to take the spots out 


of old clothe 
but perhaps 


a little longer, 
were caused by some 


would do 
even the spot 


e they 


passing automobile, or one that failed to pass. 
(Of course, the oilmen didn’t make any money, 
but that was no fault of the demand.) 


There seemed to be about as many people as 
ever on the streets, and, thanks to unemploy- 


ment, if anything a few more. ‘There seemed 
to be about as many people in the movies 

although there weren't, either in the scenes or 
in the seats. And so in other ways it seemed, 
but it wasn’t so. If the drop had come in two 
weeks instead of two years we would have 
noticed the difference. ‘That is one bad thing 
about bad luck: it often lets you down easy, 


when, if it let 
more about it. 
To use. that 


you down hard, you might do 


“the 


unhappy term, upper 
brackets,” made familiar to us by the so-called 
mcome tax, Of penalty for progress and pros 
perity, the change has come in the upper 
brackets of business, from which come the 
prolits. \ Chicago street car magnate many 


vears ago said that the profits came from the 
straphangers; and every business man knows 
that the profits in any business come from the 
upper brackets, the last 25 percent of volume, 
or 334% percent, or whatever it may be in the 
particular case. Reduce volume by that much, 
and you operate without a profit; reduce it by 
much more, and you operate at a loss. 

These things are axiomatic, but are sug- 
vested here for the sake of those who think 
that the country has gone to the dogs, when 





all that has departed to the bow-wows is wha 
this department is pleased to designate ag “the 
profit area’ or volume We shall get back int 
the profit two ways: By increasing 
volume, through increased advertising and more 
aggressive merchandising, and reducing cogts 
‘The railroad unions, for example, by “accept. 
ing” an inevitable wave reduction (although « 


area in 


reluctantly as to rob it of most of its virtye) 
are recognizing the fact that wages must fy 
paid out of carnings and not out of capital, of 
oon there will be neither capital nor wages 
In accepting a reduction the railroad men are 
not doing something for the railroads but some. 


lor 
making it po 


thing themsel ve prolonging their jobs by 
ible for the roads to get back 
into the profit area, 

\s we say, these 


things are poimted out for : 


the sake of those who think America is on the 
road to ruim. As a matter of fact, by eliminat. 
ing extravagance reducing cost and increas- 
ing sales effort, the conservative Companies and 


corporations of America are every day coming 
closer to the profit area on which all of us are 
dependent for our prosperity. The cheering 
thing is this: That what has gone to the dogs 
is the profit area, not the business. It will 
take very little increased volume to put us 
back into it; and, when we have crossed the 
line from loss to profit, the latter will increase § 
rather rapidly, both for capital and labor, be B 
cause of the economics we have effected and 
the efficiency we have developed as the most 
valuable lessons of the late depression. 

The Allentown Chamber of Commerce had 
its annual banquet tonight, and invited us back, 


again to try to bring a little sunshine into the 
house. ‘There were just as many present as 
were before, perhaps more, and they seemed 


just as happy. ‘These facts have nothing to do 
with the foregoing; but it seemed as good a 
place as any to develop this theory that what 
we need to aim for and aim at is “the profit 
area’; because, to paraphrase the poet, if the 
prolit area prosperity can't be far be- 
hind. 


comes, 


We See b' the Papers 
\re you a hoarder or a helper? 
January, February, forward March! ; 
Scrape the barnacles off the Ship of State! 


on. We 


A presidential election is coming 
already feel the chills and fever. 
Yes, we have a home of our own, but we ex 
pect to have to move almost any day now. 
What we’re afraid of is that some Jap wil 
see it and like it and make us get out. 
In Wall Street, the end of the depressio 
seems to be anticipated rather than expected. 
Manchuria will have a Chinese boy emperor 
To whom the Japanese will say, “Here, boy. 
This weck’s biggest laugh: A Maryland mi- 
ister is suspended for putting his arm around 
one of his parishioners. 
Some people think that the great America! 
Derby is held at Arlington, but, as a matter 0! 
fact, Al Smith wears it. 
Japan intends to be careful not to provoke 
trouble with Russia. Russia will therefore cot 
tinue to provoke her own trouble. 
If we were the Filipinos, what with all these 
goings on in Shanghai, we think we would de- 
cide to stick to Uncle Sam a little longer. 
People who think that the Chinese will net 
be able to put up much of a resistance have 
never tried to convince a Chinese laundryma! 


February 











of anything. 

The Chicago Tribune says that something 
“transpired” at the White House. We thought 
it likely that considerable sweating was gos 
on down there. 
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OW —Improved Armstrong’s Temlok, full-inch thick, 
costs not much more than ordinary half-inch, or less, 
insulating boards. These new low prices on adequate insula- 
tion will help tremendously to boost sales for Temlok dealers. 
You'll recognize the importance of this announcement. For 
Temlok dealers can talk double fuel-saving, greater comfort, and 
added strength when they sell insulation. They can compare the 
40% fuel-saving provided by full-inch Temlok with the 20% 
saving of half-inch insulation. And show how this repays the 
small extra cost twice as quickly—and then gives double 
dividends in fuel saved for a lifetime. 
For a long time retail lumber dealers, contractors, and home 
owners have recognized the need of adequate insulation. 
Armstrong’s thirty years of experience in insulation engineer- 





















ing and research aiso has demonstrated the importance and 
economic advantage of adequate insulation. Now recent 
manufacturing developments enable Armstrong to furnish 
full-inch Temlok at a cost not much more than that of 
ordinary half-inch insulation. 

With these new prices, Temlok dealers will be able to 
increase their sales volume with the same number of jobs, 
purchase to better advantage, reduce inventories, speed up 
turnover, order morefrequently, and maintain stock sizes better. 

We'll be glad to give you complete information on the new 
prices on full-inch Temlok. We'll also send you 


: . ro Armstrongs 
a sample of the New and Improved Temlok. Just 
sign the coupon. Armstrong Cork & Insulation 
Company, 962 Concord Street, Lancaster, Pa. Product 


Armstronc Cork & InsuLation Co. 
962 Concord St., Lancaster, Pa. 


Please send me information regarding Armstrong’s 
Temlok, the new fibreboard insulation fabricated from 
the heartwood of the long leaf southern yellow pine. 


O Please send sample. 
Name... 
Street 


City 
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Export Trade Boon to Hardwoods 


Sales and Output Low 
I 23.—Southern hard- 
exceed production, and 


re being gradually reduced. There has 
utomobile and fur 

ure 1 turers tinue to buy but in a 
tistactory The auto- 

bl tl e best buye rs. 

rs have been in the 

e of low grades. 

every it t that flooring plants 

r erations after March 1, and take 

re floor interior trim and sash 

r g practically nothing. 

r t be verseas de- 

ut is showing 

Som e orders from 

y water 1S 

g revent them 

r y n thirty to 
eavier pro 

r r M d stocks then 

» e items 

r ré ttle r la levee 
r it eh water i 
d men con 

r r all loggers out 

Great Eastern Timber Co., 

g il, spent last week in Memphis 

r d exporters. He placed orders 

r r r tity of hardwoods, and 

pr te that business in England will soon 

e1 t M Rubenstein 

is wife to London. 

t singing with the 


Remains Quiet 
Fy 9 


Market 


Hardwood cor 
net, buyers showing no in 
mething, and 
he consumer is 


price, 


the stock \utomobile body 
rt wing up in opera 
( ttered buying of auto 
if low grades—wormy oak, 
g quartered black and sap, mag 
nd pecan, but very littl 
i; : mes in spurts. Interior 
t 4 ring demand is quiet. There have 
port orders, and more are in sight 

od demand is spasmodic 
Price re s follows « inch stock, f » b 
Lou f White oak, FAS, $85 for Kentucky 
$ I t $4045; quartered 
‘ AS Kentucky, $120 souther! 


$110; common, $50@55. Red FAS, $60, 
common, $38@40 Poplar, FAS, northern, $80; 
outhern, $60; saps and selects, northern, $60; 
$40; No. 1 common, northern, $25 
@i10; southern, $35@40; 2-A, $24@27; 2-B, 
$19. Walnut, FAS, $170; select, $1.20; No. 1 
common, $65; No. 2, $32. Gum, FAS, sap, $32; 
common, $24; quartered sap, $36 and $28; 
plain red, $65 and $35. Ash, $60 and $35. 
Cottonwood, $35 and $25. Magnolia, $40 and 


$30 Beech, log run, $30. 


oak, 


southern, 


Stocks Lowest in Years 


Macon, Ga., Feb. 23.— February hardwood 
trade has been better than January, but not up 
to expectations. Manufacturers in most in- 
stances are operating principally to give em- 
ployment, apparently using caution in not per- 
mitting production to go above shipments. Mill 
stocks are the Small orders 
and mixed orders, including practically all 
have featured the business. The fur- 
niture trade has not taken quite as much as it 
did earlier in the year. flooring has been in 
good demand. There has been no indication of 

advance in hardwood prices. 


lowest in years. 


woods, 


Buying More ‘Than for Long Time 


BuFFALO, N. Y., Feb. 23.—An increased busi 
in hardwoods during the last week or two 
is reported by some local wholesalers. Certain 
lines of industry have been taking more lumber 
than for a long time, and are evidently prepar- 
ing for a more active trade during the spring. 
The main drawback in the hardwood industry 
is the instability of prices, and much competi- 
tion pre vails. 

The freight surcharge matter is still causing 
deal of comment, as well as trouble. 
Manufacturers of softwoods have generally 
determined to treat the surcharge as a tax, 
separate and distinct from the rate structure. 

\ meeting of representatives of various build- 
ing trades was held at the Hotel Statler on 
eb. 19, following the weekly meeting of the 
Buffalo Lumber Exchange, some of whose 
members, as well as those of the Buffalo Lum- 
ber Dealers’ Credit Corporation, were in at- 
tendance. The subject discussed was the pend- 
ing legislation at Albany relative to the pro- 
posed bond and licensing requirements for con- 
tractors. The attendance was about a hundred. 
Paul S. Collier, of Rochester, secretary of the 
Northeastern Retail Lumbermen’s Association, 
aid that the proposed licensing is, in the opinion 
of lumber dealers, a contractors’ matter, rather 
than one in which the lumbermen should con- 
cern themselves. 

\. E. Hart, sales manager Dierks Lumber & 
Coal Co., Kansas City, Mo., was a visitor here 
last week, 


ne 
ness 


a ood 


Competition Continues Keen 


Boston, Mass., Feb. 23.—Hardw: od con- 
sumers are buying cautiously for immediate 
needs. Oak is selling rather better than any. 


thing else. Automobile makers are buying mod. 
est amounts right along. The new English 19 
percent tariff is interfering with export demand. 
There is very keen competition, and concessions 
are frequent and disturbing. Quotations for 
ash, beech, white oak and poplar are lower, 
while red oak is slightly firmer. I looring js 
dull, and there is a wide range between quoted 
and offered prices. Yard stocks are light. 

flooring 
$560 62.50: 


Quotations on 
flooring, clear, 
No. 1 common, 
$56@58.50; 


Plain white 
select, 
$39@42.50; first 
vrade birch, 
53; Canadian, $59. 
(QJuotations on 1/4 lumber, FAS and No. 1 
common: Ash, $63@66 and $4240 45; basswood 
$61@65 and $411@45; beech, $60@65 and $40q@ 
$5; birch, $63@70 and $43 
and $4404 48; oak, 
$54@56; plain 


oak 
346 52.50: 
srade maple, 


first domestic, $52q@ 


a48; maple, 
plain hard red, $72@75 and 
hard white, $83@88 and $55@ 
58; plain soft white, $1024@107 and 
quartered medium texture white, $110@115 
and $70@73; quartered soft white, $135@140 
and $78@82; poplar, medium texture, 
and $39@42 $47% 50): soft, 
and $47@51 


STO0@T5 
$60 @62 


$TO@75 
(saps, $95 @10 
(saps, $63@68). 

Distributors who have been developing a mar- 
ket in New England and New York territory 
for Canadian hardwoods, believe that offerings 
from New Brunswick will be substantially re- 
duced this year as the result of proposed pur- 
chases for the British automobile body trade of 
10,000,000 feet of yellow birch annually. About 
6,000,000 feet will be needed during the current 
year. Present stocks of New Brunswick yellow 
birch are about 3,000,000 feet, some of which 
has been carried for three years, and stocks of 
white birch, beech and maple aggregate about 
5,000,000 feet. 

The Palmer & Parker Co. has been unloading 
a cargo of 876 mahogany logs from Grand 
Bassam, Africa, the third recent arrival. Local 
stocks of logs were permitted to run down, and 
are now being built up. 


Quotations Are Irregular 
CINCINNATI, Ont0, Feb. 23.—General whole- 
sale trade, particularly in hardwoods, is rather 
slow. Inquiries continue to arrive but turning 
them into orders is a rather difficult matter. 
Several wholesalers say that competition is 
keen, and that southern hardwood mills are cut- 
ting prices to such an extent that it was hard 
to make sales. They said that both the southern 
and Appalachian mills who need business have 

been making direct offers to consumers. 
American Legion committees reported that 


For Current Market Prices on Hardwoods See Pages 61 and 62 








want it. 


marked for your protection. 





Mixed Car Buyers 


Let Tremont Service save you time, trouble and 


money. Order what you need, mixed as you 


Tremont stock is all trade marked and grade 


Longleaf Pine Lumber and Dimension 

Shortleaf Pine Finish, Trim, Mouldings 

Shed and Yard Stock Items 

Oak and Gum Trim and Mouldings 

Red and White Oak Flooring, Plain or Quartered 

Industrial and Railroad Timbers Our Specialty 

White and Red Oak, Black Gum, Tupelo, Red 
Gum, Cypress, Elm, Beech, Hickory — Air 
Dried and Kiln Dried 








TREMONT LUMBER COMPANY 


ROCHELLE, LOUISIANA 


CHICAGO OFFICE: 307 North Michigan Avenue 
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promises of upward of $3,000,000 of repair jobs 
had been recei\ ed, averaging around $400-$500. 
Very few repair jobs have been received by re- 
tail yards in the Cincinnati district, comprising 
both sides of the Ohio River for a radius of 
about thirty miles, mostly on the north bank. 
Buying to date has been confined to small lots, 
largely to fill-in of holes in yard stocks. How- 
ever, the Legionnaires say it may be mid-March 
or April before there is a considerable volume 
of new business for retail yards. Reports are 
current that there is a considerable volume of 
new inquiry arising from calculations made by 
contractors on home-building jobs. Building 
and loan societies are more encouraged and have 
improved their relations with the banks, so that 
money is easier. 


Increase in Inquiry Encourages 

Eixins, W. Va., Feb, 23.—Though inquiries 
are more numerous for various kinds of hard- 
wood lumber, there does not appear to be any 
increase in sales, according to reports received 
from manufacturers. However, the increase in 
inquiries 1s the harbinger 
more extensive demand. 


regarded as of a 
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Materials Handling Institute 
Plans Its Program 


New York, Feb. 22.—The publicity and 
educational committee of the Materials Han- 
dling Institute, which organization maintains 


executive officers in this city, held its first meet- 
ing recently at Detroit, where plans were dis- 
cussed and a definite program of educational 
work outlined, details of which will be an- 
nounced later. The members of this committee 
are W. V. Casgrain, president Mechanical 
Handling Systems; W. C. Peak, secretary 
Service Caster Co., S. W. Gibb, assistant sales 
manager, Yale & Towne Manufacturing Co.; 
John R. Booher, advertising manager, Cleve- 
land Tramrail, who is chairman. Meeting with 
the committee were Vice President Jervis 1b. 
Webb, of the Jervis B. Webb Co., and Treas- 
urer Henry W. Standart, of the Northern 
Engineering Works. 

The institute roster to date shows a list of 
sixty-six companies as having signified their 
intention to become members. Frank E. 
Moore, of the Mathews Conveyor Co., [Ellwood 
City, Pa., is president of the institute. 


Among the Lumbermen’s Clubs 


Hardwood Club Sees Betterment in 
Business Conditions 


Pine Biurr, Ark., Feb, 22.—Due to the con- 
tinued heavy rains and the condition of State 
highways the attendance at the meeting of the 
West Side Llardwood Club last Wednesday was 
smaller than usual. Following the call to order 
by President G. R. McSwine, the first order of 
business was the taking of statistics as compiled 
by Secretary O. S. Robinson. This showed, for 
21 mills reporting, 905,000 feet of green flooring 
oak, 1,890,000 feet dry on hand, with orders for 
this item amounting to 390,000 feet. Orders for 
other woods totaled 3,860,000 feet, with green 
and dry stocks amounting to 52,240,000 feet. 
Logs on hand amounted to 900,000 feet. While 
no great improvement in orders booked was re- 
ported the general opinion was that business 
conditions in all lines had showed some im- 
provement and would continue to better right 
along. 

Hardwood lumber was reported to be in prac- 
tically the same statistical position it was in 
January, 1928. Continued heavy rains and 
floods have stopped operations of about 80 per- 
cent of the southern mills and even the small 
“ground-hog” mills are unable to produce. Inch 
common sap gum is a scarce item and some 
mills are asking $18 at the mill and there have 
been sales made at as high as $16.50 and $17 
mill. Inch common plain red oak is also an- 
other scarce item, as well as inch sound wormy 
oak. l‘ive-quarter plain and 8/4 quartered sap 
gum are other itenis that have entered the 
scarce list. 

By unanimous vote a resolution was approved 
along the lines of that adopted by the Memphis 
Lumbermen’s Club urging the necessity of econ- 
omy in governmental expenditures and a reduc- 
tion in taxtion. It was brought to the atten- 
tion of the club that recently the bureau of 
standards of the Department of Commerce had 
mailed out a long list of concerns engaged in 
lumber and allied industries., This list pur- 
ported to be only an incomplete roster of lum- 
ber manufacturers and wholesalers willing to 
supply lumber meeting the requirements of 
Federal specifications No. 24. It was pointed 
out that this really served no useful purpose 
commensurate with the cost of compiling and 
distributing, as it was an incomplete duplica- 
tion of work being done within the lumber in- 
dustry. Along with this resolution Secretary 


—_—_———__. 


Classified Ads Tell Your 
STORY for a Small Cost. 





Robinson was instructed to write a letter to the 
secretary of commerce urging him to endeavor 
to eliminate obsolete functions and unnecessary 
expenditures in his department. 

D. C. Johnson, of the Tendal Lumber Co., 
Waverly, La., was a guest of the club. 

The next meeting will be held in Pine Bluff 
on Wednesday, March 16. 





Plan Series of Talks by Lumbermen 


MINNEAPOLIS, MINN., Feb. - Lawrence 
Clark, of the Osborne & Clark Lumber Co., an- 
nounced at the last meeting of the Twin City 
Hoo-Hoo Club that a series of talks is being 
arranged for the Thursday bi-monthly meet- 
ings which will include discussions led by a 
lumber manufacturer, sash and door manufac- 
turer and lumber sales manager. Mr. Clark 
read a paper submitted by Harry Caldwell, sec- 
retary of the Twin City Millwork Operators’ 
Bureau, who was scheduled to speak but who 
was ill. A plea for the use of wood rather than 
substitutes in large Federal buildings was made 
by Ormie C. Lance, secretary of the North- 
western Lumbermca’s Association, whose com- 
munication also was read by Mr. Clark. 


23. 





Club Is Host to 


Lumbermen 


PittsBpurGH, Pa., Feb. 22.—Lumbermen at- 
tending the annual convention of the Retail 


Lumber Dealers’ Association of Western Penn- 
sylvania were the guests of the Pittsburgh Hoo- 
Hoo Club at a free entertainment and buffet 
luncheon on the evening of Feb. 10. President 
Walter E. Ahlers officiated as master of cere- 
monies. 

\n enjoyable program was staged by local 
lumber trade talent. Three former members of 


the Pittsburgh Lumbermen’s Club minstrel 
troupe of 1921 demonstrated their ability in 
that line. John Nelson rendered several tenor 


solos, while his brother, James G. Nelson, to- 
gether with Charles Graham, put on an amusing 
radio broadcasting skit, using a Hoo-Hoo 
plaque for the make-believe microphone. 

Curtis L. Snodgrass, local lumber salesman 
entertained at the piano. 

George H. Redden, of Bend, Ore., known as 
the “Pastor of the Pines,” was introduced as a 
red-blooded preacher whose flock is made up of 
lumberjacks and forest rangers, and whose 
church is the great out-of-doors. 

A number of educational films were shown, 
illustrating the production of lumber and wood 
products, also an animated cat cartoon bur- 
lesquing a Hoo-Hoo initiation. 


53 














All ready? 

Get set! 

Wait!—Have you 
Testing Scales 

Electric Oven 
Recording Thermometer 
Hygrometers 
All-electric Controllers 
Trucks, etc.? 


Maybe you need 
new doors 
on your kiln. 


The best the market 
offers is here for you. 


The National Dry Kiln Co. 


437 West Georgia Street 


Indianapolis Indiana 


Eastern Representative: 


C. A. FIELDS, Eagle Mills, Troy, N. Y. 





























“Hercules” Wire Rope 


has been tested by time and 
proven by service. Its best 
recommendation is the con 
stantly increasing demand for 
it. Its one red-strand is our 


guarantee of quality. 


Established 1857. 


A. Leschen & Sons Rope Co 


ST. LOUIS 
New York Chicago Denver 








p No Pri fa kind is 
rimerless Ne Pines, of any kind ic 


+ ¢ bare wood and works just 
u y as well on bare wood as if 


primed. 
Is Just Whatthe Name Implies ALSO USE AND SELL— 
“Parker's” Calking Putty.  ‘‘Parker’s’’ Steel Sash Putty. 


**Parker’s’”’ End Wood Sealer Keeps Out Moisture. 


Write for Prices and Information. 


IRA PARKER & SONS CO.., Oshkosh, Wis. 
NIH TEI HE SS 


WARREN AXE & TOOL CO. 


WARREN, PA. 


GRAND PRIZE 


Were awarded highest 
honors Panama - Pacific 
international Exposition 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS. Daily fac- 
AXES-LOGGING TOOLS tory capacity 3500Axes& Tools 
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We Have Covered the 
Entire Fir Belt 
For Ten Years 


In this ONE DEPARTMENT of our business we 
have an investment of over $150,000.00. It has 
cost us from $1200.00 to $1500.00 per month to 
keep our Own personal representative traveling 
CONSTANTLY among the sawmills West of the 
Cascade Mountains from, and including Van- 
couver Island and British Columbia, to Southern 
Oregon 


That Is Why We Know 


just where to put our fingers on the RIGHT 
source of supply QUICKLY, and fill every con 
ceivable kind of an order with the RIGHT kind 
of stock that will bring REPEAT orders. 


We Operate Two 
Distinct Departments— 


WHOLESALE and A BUYING SERVICE FOR 
EASTERN AND MIDDLE WESTERN WHOLE- 
SALERS. 


We ARE on the market, and KEEP YOU ON 
THE MARKET 365 days in the year, meeting 
good, reliable, dependable competition. WE IN- 
VITE YOU TO MAKE USE OF THIS SERVICE, 
AND THIS SOURCE OF SUPPLY. 


M.A.Wyman Lumber Co. 


907-8 White Bidg. Seattle, Wash. 


MEMBER NATIONAL - AMERICAN 
WHOLESALE LUMBER ASSOCIATION 











Factory Lumber 
Both FIR and SPRUCE 


also Fir Battens, Lattice or Mould- 
ings in straight cars or mixed with 
other items of yard stock. 


John D. Collins Lumber Co. 
White Bidg., SEATTLE, WASH. 














SURETY BOND BRAND 
“PROTECT-W RAPT” 

Red Cedar Bevel and Bungalow Siding 
and Surety Bond Brand Shingles are 
SUPERLATIVE QUALITY 
NATIONALLY ADVERTISED 
EASIEST TO RESELL 
Anything in Cedar, and—through our 


Coast connections—any mixture of Fir, 
Hemlock and Cedar 


BRATLIE BROS. MILL CO. 
RIDGEFIELD, WASH. 














‘‘*The Heart Content’’ 


Have you delayed giving your wife this 
new book by ‘‘the lumberman poet’’? Let 
us send it to you—take it home to her— 
how it will cheer her up! $1.50 postpaid 


Address the Publisher 


American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 








AMERICAN LUMBERMAN 


News Notes from A 


Tacoma, Wash. 


Feb. 20.—A better outlook for the lumber 
industry was reported by W. Yale Henry, of 
the Henry Mill & Timber Co., who returned 


this week from an extensive trip through the 
East and middle West, and who spoke before 
the Tacoma Lumbermen’s Club art the regular 


weekly meeting 
Henry reported 
almost everywhere except in 
Mr. Henry said that in Chicago and other 
middlewestern cities there is a feeling that 
a fair volume of demand for lumber will mate- 


Mr. 
improving 
New York City. 


yesterday afternoon. 


conditions to be 


rialize soon. The railroads are reported to be 
making inquiries again Stocks are very low 
all through the country. Mr. Henry attended 
a conference with building officials in Boston 
as representative of the Pacific Lumber In- 
spection Bureau, and declared that after April 
1 all lumber used in Boston will have to be 
grade marked. 4 

The spe ommittee f the Ib med 
last week to report on the anti-dun ping bills 
now before Congress presented a letter written 





to the Washington Congressi delegation, 
expressing the club’s advocacy of the bill pre- 
yared by the Pacific coast pulp terests, with 
spe referen the clause putting the 
burden of proof as regards prices and con- 
ditions of labor on the shij ' nd not on 
t Government. 

Reorganization of the Pacific Coast and 

















Unit States Intercoastal conferences by the 
steamship interests is expected b imber- 
en here to sta rates to both California 
nd the Atlanti ind LN an important 
effect ¢ these n The coastwise con- 
ence has tl ] r ra 34, ef 
ective Vv, al dvance of 50 nts 
» $1 ate on ties will be $4; on fir 

ing nd cedar poles, $4.50; on creosoted 
in r and ties, $4.75, and on creosoted piling 
ind poles $5. The intercoastal rate on lumber 
for March has been advanced to $10 by the 
reorganized conference. 

Portland, Ore. 

Feb ?2?0.—On iccount of deep snow in the 
woods, logging operations have not been re- 
sumed ind logs for s ia 
River are scarce. And it 1 wi 
veeks more before the if 
< t} Y Is will be rd I ma- 
terial to maintain eve the ut- 
pu What log prices will wher 
logs mme ol e market be 
redicted with certainty, ex- 
ected they will run about as the mills 
shut dow for the holidays, yellow fir 

mut $11, camp ru In the Columbia 
River stric logs are not sold on grades, 
xcept occasionally, but as amp run, includ- 

g Nos 2 and 

Business did not show any improvements 

st wee excepting perhaps that the export 

rket is somewhat stronger Japan is do- 
me buying, but China is out of the 
Most of the British business is go- 
ng Canadian mills as a result of the new 
British import tariff and favorable exchang« 
S i . e 
an Francisco, Calif. 

Feb. 20.—With the San Francisco Retail 
Lumbermen’s Association. functioning, retail 
dealers in this territory report that a definite 


e stabilization has 
Practically all retail 


prospects 


helped their business. 
outlets report better 


Imports into San Francisco for the week 


nded Feb. 20 were 965,000 feet of fir from 
Oregon al 2,755,000 


d Washington, as against 

feet for the previous week; 1,785,000 feet of 
pine from interior California by railroad, as 
compared with 960,000 feet for the week pre- 


vious; 2,450,000 feet of redwood by boat, as 


against 330,000 feet during the week of 
Feb. 13. 
Local pine interests report a slight drop in 
ices on “D” select. However, shop grades 


have remained at the same level. 

George B. Cone, sales manager of the Fruit 
Growers Supply Co., is now in the East on a 
month’s survey of the field Mr. Cone will 
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Februar! 








visit all of the eastern outlets of his com. 
pany. 

Redwood manufacturers will announce a 
complete change in their price schedules op 
March 1. On the same date the California 
Redwood Association will announce a reop. 
ganization. 

Cc. S. Trippler, secretary San Francisco Re. 
tail Lumberman’s Association, is attending a 
meeting in Fresno of all secretaries of retajj 
associations of California. 

Herb Klass, of the Pacific Lumber (op, 
is leaving for a month’s trip through the 
eastern territory, and will contact the eastern 


sales offices of his company. A. J. Nolan, 
western salesmanager, is making his annua] 
trip through the southern California ang 


markets. 


Albuquerque, N. M. 


Feb. 23.—The 


Springer, N. M., 


Arizona 


Strong & Adams Lumber Co, 
Walter C 


ittingham, manager, 


is adding a new building to house the plumb. 
ing department recently added. Mr. Adams, 
who devotes most of his time to the sawmill, 
reports a somewhat lessened demand for tim. 


bers, because of curtailment of coal produc. 
tion in the Raton region. 
The Big Chief Lumber Co. has moved its 


Albuquerque office to the sawmill, 
of Mount Taylor. Its mail address is 
Laguna, N. M. 


Aberdeen-Hoquiam, Wash. 


Feb. 20.—Domestic and foreign—Cargo ship- 
ments from Grays Harbor during 1931 totalled 
453,646,183 feet of lumber, the lowest amount 


on the slope 


New 


since 1921. Exports of plywood, however, in- 
creased 100 percent. Pulp shipments in- 
creased 2,048 tons. Shipment of doors also 
showed an increase. New items exported were 
chairs and chair stock. Other items exported 


flooring blocks and cascara bark. 

Schafer Bros. recently purchased _ the 
steamer Robert Johnson, of San Francisco, on 
1 bid of $47,000. The vessel will be re- 
christened Hubert Schafer, after the late sec- 
retary of Schafer Bros. Logging Co. 

The Montesano Investment has been or- 
ganized by Peter Schafer of Aberdeen, and 
Albert and John D. Schafer, of Monesano. 
They will engage in a general investment and 
loan business. Schafer Bros. own and oper- 
ate three sawmills and one shingle mill, in 
addition to their vast logging enterprises. 

S. M. Anderson, of the Bay City Lumber 
Co., is spending some time in Washington, 


were 


Co 





D. C., on business 
Seattle, Wash. 

Feb. 20.—A number of rail shippers declare 
that inquiries are spasmodi ind volume ol 
sales low. One reported the Northern Pacific 
more in the market, but, generally speaking, 
purchases by western railroads are light. 


were lighter than January. 
weather in con territor 
some of this loss Rail 
declared easier, with local mill stocks of 
rail items badly broken. Wholesalers report 
more inquiries, especially from industrial cen- 


February sales 
Inclement 


counts for 


suming 1eS ac- 


prices are 


ters such as Detroit, Grand Rapids and Fond 
du Lae, the latter point ordering wood for 
refrigerators. However, sales have not in- 
creased, and the market is still in the hands 
of the buyer. Some business is coming from 


the Government, particularly the 
tural lumber is most in 
declared slipping where 
cerned, but water shippers are 
Organization of the Pacific C 
ence at San Francisco is being 
interest by lumbermen here. 
Japan is the most active foreign market, 
buying in quantities which one large firm 
characterizes as normal. All orders placed 
for China are being held up on telegraphed in- 
structions from the principals The Port of 


Navy. Struc- 
demand. Prices are 
rail shipment is con- 
holding steady. 
aastwise Confer- 
followed with 


Shanghai is open, but warfare there has tem- 
porarily eliminated all bulk cargo imports. 
No new orders are coming from China. 

A close analyst of the shingle market re 
ports prices very firm with some _ increases 
due to four things: Low production, scarcity 
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\merica’s Lumber Centers _| the Polleys 




























































| Com. of logs, low stocks, and a fair demand. Small to commit themselves definitely on forward Lumber Co. 
log supplies in British Columbia caused Brit- business. : 
nce a ish Columbia operators to increase shingle Distributors of North Carolina pine have Manufacturers of 
les on prices 5 and 10 cents. found very little New England business so far on erosa 
fornia The log market continues firm, but with this year, but yard stocks are light. ee of 
reor. prices relatively unchanged. Peeler logs bring The spread of cypress quotations amounts e 
$18 and $20, with no supplies on hand, one to as much as $43.25 in the case of some items Pine 
0 Re. informant stated, while another stated cedar of Gulf Red cypress, while the extreme range 
ling a logs could be purchased for $8 and $9, despite of yellow cypress prices seldom exceeds $5. 
retail reports of shortages. Cypress demand is slow. 
Sales of Idaho white pine have been of 
r Co ° very moderate bulk despite efforts to make 
h the Kansas City, Mo. prices attractive. No. 2 common receives the D Selects 
astern ‘eb. 23.—Lumber sales conti — most attention, especially among industrial 
Nolan, ion, os peede fet Splaeiinel te lee ween > a gig yyy ony ixia-inch, 
nn ee “fa ; 6-, 8- an -inch, an : or 1x12-inch. 
a their ee ee aan” te D select asking prices are: 1x4-inch, $46.25; om er: aay Mills: 
wrices are § 4 ‘ far s. AL i t . al a 50; ents v -F. Ae 
oiinal for city and rural building in this ae osc aaa een, Tey Cee and Sibwastees liye. Missoula, Mont. 
section is very discouraging. Rural yards re- The Madawaska Lumber Co. has just started 
port slightly more building of stock shelters. ts pig mill in northern Maine for a full year’s 
© Co. City residence building is in a decided slump. run, according to A. Lacroix, general manager, silat tial ee 
nager City yards say that seasonal repair work will who came here last week to look over the ae eed 
slumb. only be a fraction of what it has been in Boston market. MOUNTAIN GROWN 
dams dal @ 1 is dull, f ° Sine 
eer ndustrial deman s dull, for consumers od a 
yo limit purchases to small amounts of cheap St. Louis, Mo. Oy ete e> Sa & 
oo en ee eee ee ecat ie Teh, 22.—Retall demand for southern pine SPO teeerreae = “Wp 
| : ing alee ggeer nar py HR ‘ . seems to be lagging again, probably as a re- 
ed its | the cheapest raw materials and letting the sult of slow eales by the yarés. Rafiread ia- 
som Faun tas received from industrial consum. “WEY continues to show ‘some, increase, ut ick Shi 
New ers, but sales are of small proportions. Rail- other industrial demand - very low. B&better Quic Shipments 
road buying increased, but only immediate re- flat — flooring, int-inch, — weaker, 
h quirements were contracted for. Car repair with small mills quetms a sow 88 $36, and Will be made from complete assortments of Cut-to- 
ihe material constituted the bulk of the railroad the larger mills, $27.50@29; straight cars of length Dimension stock, Mouldings Cut-to-length or 
nastneas. 10-foot are $21.50@22; 12-foot, $23.50@25; 16- Lineal, Wrapped Trim, 11/16ths Shiplap, Selects or Com- 
. ship- : foot and longer, $29@30. No. 1 common di- mon lumber, Specialty Shook and Box Shook. 
)talled + + 4 mension, 2x4-inch, 10 to 20-foot, is $19@19.50 ; : 
mount | Minneapolis, Minn. for small-mill stock; $20.50@21.50 for large- ee wee ee ae ee ee 
“oo Feb. 24.—Although northern pine manufac- mini StOEK; Ps a and 10-foot, $16.50@ 17. a. [ | 
. a turers have compiled new price lists during ~ boards and shiplap, it and 10-inch, are $18.50 * 
eas the last we ek, reducing some items materially, @ dene small-mill moet: ee ~~ Pondosa Pine Lumber Co. 
| the action has as yet not been productive arge-mill stock. Bé&better car siding, 1x4 ELGIN. ORE " 
ported of much new business. The new quotations inch, 9-foot, seems weaker at $27@28, with GIN, OREGON 
were made necessary by recent cuts in Idaho 10-foot at $26@27. Car lining, 1x6-inch, No. Member Western Pine Manufacturers Assn. 
the B white pine. Box and crating interests are 1 common, 16-foot, is $25@26; 18-foot, $27.50 
vgs: taking a little more pine than for the last @28, for air dried stock; kiln dried stock, $2 , 
= two months, but other industrials are not 44dditional. Above prices are f. 0. b. St. Louis. 
. o? active. Most orders are from retail yards Transit car lists are increasing, notwith- 
for badly mixed lots, ‘ ’ standing the difficulty of sales, at from $1@2 
ca A bright spot in the Northwest lumber off the price at which the same material is 
and business has been a spurt in the number of Selling at for mill shipment. 
— inquiries for millwork, a surprising number West Coast representatives report that busi- 
it on of them from country districts. While little ness is very inactive, and that southern pine 
a te work is now being done in the farm areas, is becoming more and more competitive, be- 
il, in sash and door men anticipate a rather lively cause of its low mill price, together with the 
cian trade in the spring, althougn they believe it reduced freight rate to this market. _ 
ian will be “spotty.” Some dwellings and a num- Hardwood representatives report inquiry and 
one ber of large office buildings are being con- sales to be extremely light, with prices un- 
structed in the larger centers of population. changed. Oak flooring volume is better, with 
The American Legion “jobs campaign” has price levels unchanged. 
proved very successful in Minneapolis, some W. E. Cooper, secretary Caddo River Lum- 
_— four millions of dollars in work already be- ber Co., Kansas City, Mo., stopped off here 
a a ing pledged, with the goal set at $5,000,000. Monday, returning from a trip through east- 
>a cific aid atau noes of this involves building ern territory. 
aking, teductions have been made in northern Norfolk, Va. 
light white cedar posts and poles, despite predic- , ; 
iuary. — tions of manufacturers that increases were Feb. 23.—Some new business is being placed 
es ac- likely. The only result has been to increase With North Carolina pine mills, and Febru- 2 . 
S ar business slightly in some line and independent FY sales will surely equal and possibly exceed Our Main Lumber Business 
cs of yards. Inquiries have increased, however. A mtergeerit Some items have been very popular, Our Real Lumber Business is 
“eport few dealers are beginning to lay in stocks for ut retail yards have not been buying in sea- 
| cen- the spring alc trade. sonal volume. Competition is very keen. LONG TIMBERS! 
Fond Dealers have the mistaken idea that there is ™ 
d for B + M a great volume of lumber ready to be shipped, and it always has been! We know our 
t in OosTon, ass. so try to buy a little lower. Millmen are business, yet we charge no more! 
— Feb. 23.—Ever since the imposition of the re gern A might rage Sot yp Rm ® fair OSTRANDE RAILWAY & 
ioe —— surcharge, there has been discussion << ‘anes ’ ae ee Sa eee TIMBER CO. 
yy the different bra so , F, ea +P 
= have generally had to stand it, but a few cireular — have been light, but northern Ser ey Se 
eady. days ago one of the great manufacturing and eastern inquiries have picked up. The 
par’ companies made an offer to pay the extra oe weak on this item, as well as on 
with charge. Under intensive selling pressure and ™ixed cars of 4/4 stock widths, because mills Resawed Fables 
strenuous competition at a time of very slack nave acoumulated —e ourgom. she omall 
urket, building construction, it is not surprising that mills with kiln drying facilities have to is a collection of the funniest 
firm retailers are hesitant about increasing their ™°V® their lumber quickly and do not hesi- prosewritings of ‘the lumber- 
laced light stocks and are distrustful of quotations, ‘#te to quote yards with good credit the same man poet.” 
a ye erhe reorganization of the Intercoastal Con- sie they quote wholesalers. Inquiries for MAT we Beg 
t ference is expected to mean an end of the ™ixed cars of 4/4 and thicker, rough and with a smile. Every lumber- 
tem- §& disturbed conditions which have prevailed pene ee ~~ ee eee eee ee ee ae man owes it 0. himeclE. 
ports. since the former conference was disbanded Moldings, have been more numerous. : : 
| just ten days more than one year ago. Since There has been very little demand for 4/4 Price postpaid, 61.00. 
t re- then, cut-throat competition has prevailed, ©4ge box, either air or kiln dried. Box mak- AMERICAN LUMBERMAN, Publisher 
eases with the result that carriers have suffered ¢TS are making some low offers but have not 431 Se. Dearborn St.. CHICAGO 
reity heavy losses, and shippers have been unable been able to pick up much stock at their 
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Sugar Pine 
California Soft Pine 
Arizona Soft Pine 

White Fir 


‘LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath—Shiplap 
| Pattern—Flask 


WRITE 
712 Railway Exchange Bldg., Chicago 























Feather River Lumber Co. 
Delleker, Plumas Co., Calif. 


Manufacturers of 


Feather River Canyon 

Soft California 
Pine 

White Fir 


Incense Cedar 





annual Capacity 60,000,000 Feet. 

















SCRIBNER’S 


| Lumber and Log Book 


Most complete book 
of its kind ever pub- 
lished. Gives measure- 
ments o: all kinds of 
Lumber, Logs, Planks, 
Timber; Hints toLum- 
ber Dealers; Wood 
Measure; Speed of 
Circular Saws; Care of 
Saws; Cord Wood 
Tables; Felling Trees; 
Growthof Trees; Land 
Measure; Wages, 
Rent, Board, Interest, 

== . — Stave and Heading 
| J Bolts, etc. 
Standard Book throughout the United States 
and Canada. 


Pain Fon. 50 Cents 


S. E. FISHER, P.0. Box 197 


— ROCHESTER, N. Y. 


Bird Houses 
Boys Can Build 


Providing homes for birds adds interest to the 
homes of people, helps to reduce the insect popu- 
lation, gives pleasant recreation for boys, teaches 
them skill with tools in the working of wood 
and performs a valuable social and economic 
community service. All this is promoted by the 
use of the book, “Bird Houses Boys Can Build,” 
which contains plans and instructions for build- 
ing scores of varieties of bird houses. Bound in 
heavy paper, 60 pages. Price delivered, 65 cents. 


American Lumberman, 431 So. Dearborn St., Chicago 
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figures. The 


off somewhat, 


demand for crating has eased 
and it has weakened. Yards 
have been buying very little box stock recently. 

Demand for mixed cars of flooring prin- 
cipally, thin ceiling, moldings ete. is fair. 
Prices hold better than on rough lumber. De- 














mand for kiln dried and air dried roofers 
has been light Quite a few mills are now 
quoting $9 for 6-inch a $10 for 8- and 
19-inch air dried roofers f. o. b. cars, Georgia 
Shreveport, La. 
Feb. 23.—Southern pine mills are practically 
ll dowr Throughout the producing sec- 
on, rain has been heavy and almost continu- 
Is, and tl ered with water 


lowlands are cov 
} 
‘a 


Curtailment is inves 





















untar nd 
Shipping ns have bee extremely bad 
Buyers ling it hard to get contact with 
I s fT t < n |} nale specia rders ind ship- 
ments of these are likely to be delayed. Com- 
! n yard stock is damp and heavy, and ship- 
ments are ming ou e! slowly Stocks are 
lecreasing ss nents are virtually all be- 
ing le f ! res s This continued drair 
s almost cer result in broken stocks be 
fore ve g 1 then the buyers will have 
difficult n get gz Ww t tl “wan 
f lrers expect better prices to pre\ 
Buyers ha iccuston to ord 
\ deg ing es or four 
s There has el s Mick-up in 
4 a ] f + 1es < the c 
ves rtw . on ‘ ; 
a1) orders + et + ul p \ ed the 
4 s I ‘ it s T Pr né ot ‘ 
hav s wn any inclinat ( sé 
Hardw 1 prices s W e! littl] hanze 
€ d, while f s I very encourag- 
Macon, Ga. 
Fet 23.—Rains and disagreeable weather 
! slowed roofer 1ufacturing even 


irt of 


sing booked, 


February. 
but 





rices aré n} ‘ larger mills 
still closed down. Some of the smaller op 
tors are to produce, for lumber is 
their only source of revenue. Production is 
below normal for this season. 


have had a fairly 
orders are beginning to 

tailroads are still buying 

Southern trade is taking 


good trade, 
off a little. 
in limited amounts. 
considerable long- 


Longleaf mills 


ease 








leaf, as a result of employment campaigns. 
. 
Jacksonville, Fla. 

eb. 23.—Southern pine has bee | c- 
Inquiries ha been more plent and 
A esalers nd n s have en busy figur- 
ng Things are much brighter than for 
months, and all indications point to a steady 
provement in |] However, prices show 
vances, as are still eager for or- 

ers 
Last week the Boston Elevated bought 290,- 
000 fee f pine The New York, New Have! 
& Hartford bought 150,000 feet of plank. The 
Lehigh Valley bought 1,218,000 feet. The In- 
terborough Rapid Transit has placed its an- 
nual order for 3,000,000 feet of ties and g d 
Is The wholesalers have also been figur- 
ng on a Missouri bridge order for 3,000,000 
feet of shortleaf:; it is rumored that this was 


The 
prices, but 


above 


will 


. : nite asi Sao 
Georsla wholesaier 


pl iced with a 


was placed at low 


business 








cause prices on future business to show some 
mprovement. The southern railroads are 
ng more interest. “he Atlantic Coast 
is buying more ) r som . The 
hern Railroad is sending out i1 
s The Seaboard Air Line is buying 
emergen stock Inquiries are hard to 
turn into orders, for buyers evidently are mak- 
ng lumber uote lose prices 
The retail vard trade is very dull, and there 
re indications of further reductions and price 
leclines Yards are shopping for low prices 
Average quotations o some of the est mov- 
ng yard items are as follows: all prices f. 0. b 
cars ill: Flooring, 1x4-inch, B&better, $23.7 
N 1, $18; No. 2, $9.50; No. 3, $4 Flooring, 


No. 


$18; 


$9.50: No. 3, $3 Siding pattern 105, 1x6-inch, 
No. 1, $18, and 2, $13 Ceiling and par- 
tior No. 2, $9.50 Shortleat ugh finish 








s&better, from 
dried 1x6- 


12-inch, $34 
5 and 5 


$5 less, 


orgia mills, kiln 
$18 10-inch, $22, and 
common and C grades are 
Small fram- 


No, 1 


4 stock is $3 more. 
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ing sizes are being 
Florida mills at $13 
some of the 
to well rated 

Cypress 
but 


not 


offered by the larger 
mill. It is reported that 
prices are being Shadeq. 
that discount their bills 
have any de. 
with larger is cer. 
improvement. Yards Can 
Shipment on any items they 
mixed cars of only the yery 


above 
yards 
inquiries 
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FOR 
ETAILERS 


An unusual opportunity for 


PROFIT 


We have an idea that can be turned 
into dollars by every progressive yard 
within the next three months. It is a 
bona fide deal backed by a responsible 
organization with three interesting 
features. 


It is «a proposition whereby you’ can 

actually help your best customers — car- 

penters and contractors-— to get more 
business for themselves and for you. 


It pays you in real money for your trouble 
besides the profit you can make on the 
extra merchandise you sell. 

It pays your customers by saving them 


many hours of time and labor, permitting 
construction costs and lower bids 
without sacrificing any of their profits. 


In your town hundreds of jobs are 
waiting to be done economically. Here 
is an incentive to start the work NOW! 
Your cooperation can stimulate business 
not only for yourself but for your cus- 
tomers and for the community. Write at 
once for details. 


lower 


“C. 71,” eare 


The American Lumberman 


Address 








GRISWOLD-GRIER LUMBER. CO. 
Philomath, Oregon 


Carlton Manufacturing Co., Carlton, Ore. 
Pedee Lumber Co. - Pedee, Oregon 


Affiliated Manufacturers in 
DURABLE DOUGLAS FIR 


Everything in Fir 
Sales Offices: 


THE GRISWOLD LUMBER CO. 
Failing Building, Portland, Oregon 











YELLOW FIR 


Flooring Siding Ceiling 
Finish Mouldings 
Thick Clears 


Factory and Industrial Stock 
Fir Plywood 


CEDAR 


SPRUCE 
WESTERN PINE 
and HEMLOCK 


‘Sullivan 


Lumber. 


PORTLAND, 
OREGON 
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ranged from $14 to $18. The prospect of 
competition from Douglas fir through the 


establishment 
concentration 
to mills here, 

A. E. Whitehurst, secretary American Fir 
Lumber Corporation, New Orleans, spent two 
days here looking over the opportunity for 
distribution of Douglas fir through its whole- 
sale yard in New Orleans. It will bring its 
supply by water from Willapa Harbor, Wash. 


in New Orleans, La., of a large 
yard, is causing some concern 


Albert L. Lindsley has been named sales rep- 
resentative for Alabama, 
The new L. D. Myers Lumber Co., Meridian, 


Miss., takes over the Southern Lumber Co. 


New York, N. Y. 


Feb. 23.—This market has taken full ad- 
vantage of the two holidays in the last ten 
days, and business has been very quiet. te- 
tailers have not been circulating many in- 
quiries, and show no tendency to stock up, 
although suburban real estate men report 
that the warm weather has caused more in- 
terest in building lots. It is the general 
opinion among the yards that there will be 
little building, due to financing difficulties. 

Prices are holding fairly steady on West 
Coast items, possibly because the new inter- 
coastal 


shipping conference seems to mean 
business. There is no doubt among lumber- 
men here that the rate will go to $10 in 


March, and will hold at $9.50 for the remain- 


der of this month, 

Railroad buying is still going on, in 
smaller than recent volume. Mill represen- 
tatives and others who sell the railroads feel 
that they are going to have the rail com- 
panies as steady customers for shop lum- 
ber from now on; but they don’t expect any 
large orders until traffic increases. 

The Co-operative Housing Association is 
starting its winter conference here today. 
Oscar W. Cooley is presiding. Under the 


guidance of the Russell Sage Foundation it 
will consider, among other things, the proper 
building materials to use. 


The hearings on the final disposition of the 


Dimon Line will be continued today. There 
are three possible outcomes. The creditors’ 
committee wishes to take over the line and 
run it. This is the least desirable outcome 
for the lumber business, according to inter- 
coastal lumbermen here, as the committee 
will probably refuse to abide by conference 
rates and rules, and will disrupt lumber 
prices. The other possibilities are that the 
court will put the line in bankruptey, and 
have a regularly appointed receiver to oper- 
ate it, and that the Shipping Board will get 
the boats back and scrap them. The boats 
were purchased from the Government after 
the War, and it still has an unsatisfied mort- 


on them. 


gage 





Seek Recognition of Wood on 
Federal Building Projects 


FRESNO, Cavir., Feb. 20.—Pointing out that 
Federal building projects, mostly post-offices, 
authorized for California, involve an expendi- 
ture of nearly $20,000,000, mainly for construc- 
tion, the Millwork Institute of California is en- 
deavoring to secure due recognition for wood in 
the construction thereof. The expenditure for 
millwork products would total many hundreds 
of thousands of dollars, provided wood is speci- 
fied in the plans for frames, sash, doors; interior 
trim etc. These projects are in various stages, 
some being well advanced, while others are 
waiting for final appropriation, although con- 
struction has in all cases been authorized. 

The institute office, in co-operation with the 
National Lumber Manufacturers’ Association 
and other agencies, has for some months been 
following these projects, for the purpose of 
forestalling specifications that would eliminate 
millwork products. To this end, the Treasury 
Department has been provided with full infor- 
mation on the subject, and private architects to 
whom jobs have been assigned have been con- 
tacted. 

The institute is hopeful of obtaining a fair 
consideration of the claim in behalf of mill- 
work products in these Federal jobs, which con- 
stitute a very important proportion of the large 
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construction now in sight for this State. A 
letter sent to Ferry K. Heath, assistant secre- 
tary of the treasury, sets forth the claims of 
wood as follows in part: 

California is a large lumber producing 
State, and some of the finest lumber avail- 
able for wood sash to be found anywhere is 
grown here. 

Our industry at the present time is running 
at about 25 percent of normal capacity, and 
as a result many of our workers are out of 
employment. If our product is eliminated 
from the Federal buildings that are now being 
planned for construction in this State, it will 
create a most serious situation, as this pro- 
posed building program represents the major 
building activity for the coming year. 


In manufacturing wood products, the cost 
of the raw material is low, and at least 
75 percent of the total cost is represented 


in labor. In every section of this State there 
are substantial wood-working plants that are 


well equipped to manufacture wood sash, 
doors, frames, trim ete., which would elimi- 
nate cost in transportation and would give 
employment to local people. 

We do not ask for any. preferential con- 
sideration, but are willing to compete with 
other products on a merit basis, and we are 
sure that a substantial saving can be made 
without in any way detracting from the 
beauty or usefulness of any building. 

The lumber industry of California repre- 
sents one of its major industries, and as a 
branch of this great industry, we urge you 
to give this communication your most seri- 
ous consideration, and request that you in- 
struct the architects preparing plans for 
buildings in this State to incorporate wood 


products wherever feasible, and we trust that 
in any event we may have the opportunity 
of submitting estimates on alternate specifi- 
cations. 


Experts Discuss Methods of 
Making Forest Survey 


PorTLAND, OreE., Feb. 20.—To discuss ways 
and means of making an economic forecast of 
the needs of the United States for forest prod- 
ucts a group of forest products and forest sur- 
vey specialists met in Portland last week. Those 
attending were F. J. Hallauer, in charge of the 
requirements phase of the forest survey; C. L. 
Hill, chief of products in the California experi- 
ment station; M. I. Bradner, chief of products 
in the Northern Rocky Mountain station; and 
members of the local forest experiment station. 

This study is part of the forest survey of the 
nation, authorized by Section 9 of the McSwee- 
ney-McNary Forest Research Act of 1928. 
Under this the Forest Service is to secure the 
first complete and accurate picture ever had of 
the forest situation and forest needs of the na- 
tion. Four phases are to be considered: An 
inventory of the forest stand on all lands; the 
rate of depletion by cutting, fire, insects, and 
disease; the rate of growth in existing forests 
and on reforesting areas; and the present na- 
tional requirements in forest products, together 
with probable future trends in these needs. 

The work on the survey to date has been 
almost wholly on the inventory of the forest 
resources. While some consideration and prep- 
aration has been given to a study of the future 
requirements for forest products, the present 
conference was called to decide the methods to 
be employed. The immediate problem is. the 
establishment of a working plan necessary for 
effective and efficient handling of the problem. 

The requirements of the nation can be con- 
sidered from either of two angles. In the first 
place the needs of the industry to maintain itself 
might be considered as meeting the require- 
ments of the country. On the other hand, the 
needs of the consumer might be taken as more 
indicative of the needs of the nation. The con- 
ference decided that the consumer needs for 
forest products was the logical angle to follow. 

General methods of procedure were decided 
upon at the meeting, and a basic outline was 
established. This must of necessity be rather 
flexible, so as to permit modification to meet 
the funds available. It is expected that field 
work on this fourth and important phase of the 
forest survey will be begun soon, 
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A Real Sales Help For Lumbermen 
Try It For 60 Days FREE—No Obligation 


Hundreds of new buyers 
are listed in each new edi- 











tion of the Red Book and 
many others are announced 
by us TWICE a week a3 


they 
business 
» Book credit rat- 
# ings and reports 
are recognized by 
lumbermen as the 
most reliable 
Ask for Pamph- 
let No. 49-S and 
rates, also the 
details of the 60 
day FREE Trial 
offer. 

Our Collection 
Department has 
had many years 
of experience collecting lum- 
bermen’s aceounts and will 
be glad to assist you. 


LUMBERMEN’S CREDIT ASSOCIATION 


608 South Dearborn St., Chicago, Ill. 
35 S. William St., New York City 




















isis Seton 


Lumber 
Qened ond ~CISAR BROTHERS 


2357 Seuth Loomis Street, CHICAGO 
Telephone Canal 1830, 1831, 0118 








GILBERT NELSON & CO. 


Public Accountants 
It SOUTH LASALLE STREET 
CHICAGO 


TELEPHONE RANDOLPH 2220 














Fix Your Credit Loss 


You can state pretty accurately every 
i item in your over-head expense but one 
—your credit loss That you can only 
guess at. And how often you miss the 
mark, you, only, know! 
ent conditions, your credit 
| of a problem than ever. 

If the year’s total covered credit losses | 
exceed a certain previously agreed upon 


loss is more 


percentage of your gross sales, we repay 
the excess 
Thus your credit loss for twelve | 


months is 





jetermined in advance and 


nothing can increase it. 
The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders 


|| The American Credit-Indemnity Co. 


OF NEW YORK 





in Advance i} 


Because of pres- itl 

















Sil ecest St. 220Se.StateSt. 537 Mer. Exch. Bldg. 

| | St. Leais, Mo. Chicago, Ill. San Francisco, Cal. 
. er lished1847 

Richard Shipping Corp. °“*"* 
44 Beaver Street. NEW YORK [orien fonwar: 
Brokers. We 
Ocean Freight Brokers bnde2icasss 
tend to collection 
and Contractors of invoices. 


Special department handling export lumber shipments 











LUMBERMEN! 


Write now for our catalog telling 
about our books that'll 


HELP YOU MAKE MONEY 


AMERICAN 431 S. Dearborn St. 
LUMBERMAN Chicago, Il. 
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YARD, MILL AND OFFICE 


Newsy Notes of Persons and Places 











T. B. Richardson, of Elrod, Ala., sales nan- 
ager of the Pioneer Lumber Co., was in Chi- 
cago Tuesday, and called at the offices of local 
lumbermen. 

C. L. Lockwood, of the Lockwood Lumber 
Co., hardwood wholesaler of Grand Rapids, 
Mich., was in Chicago Wednesday and called 
on some of his mill connections here. 


Grant Dixson, of Spokane, Wash., president 
of the Exchange Lumber & Manufacturing Co. 
and of the Western Pine Manufacturing Co., 
is on a business trip to Chicago and the East. 


Harry Schoonover, formerly manager of the 
McGregor Lumber Co.’s yard at Laurens, lowa, 
has been transferred to the management of the 
firm’s Humboldt, Iowa, yard, succeeding How- 
ard Rine. 


Henry G. Klopp, of Spokane, Wash., presi- 
dent of the White Pine Sash, Co., is on a busi- 
ness tour of lumber distribution centers in the 
East. He expects to visit Chicago while on 
the journey. 


A. C. Long and O. H. Campbell, both of 
Sogalusa, La., sales manager and assistant 
sales manager, respectively, of the Great South- 
ern Lumber Co., are on a sales trip to the 
middle West and the East. 


Mr. Cockrill, of the Farris Hardwood Lum- 
ber Co., Nashville, Tenn., was in Chicago 
Tuesday on business, and took advantage of 
the opportunity to call on some of his friends 
in the trade here. 


L. S. Beale, of Chicago, secretary-treasurer 
of the National Hardwood Lumber Associa- 
tion, left Monday night for Memphis, Tenn., 
where he expects to spend a week or so on 
association business. 


H. H. Brenner, president, and Miss Dorothy 
3renner, secretary, of the Davenport Lumber & 
Supply Co., Davenport, Fla., have been elected 
president and secretary, respectively, of the re- 
organized Davenport Chamber of Commerce. 


Joseph J. Linehan, of Cincinnati, Ohio, secre- 
tary-treasurer of the Mowbray & Robinson 
Lumber Co. (Inc.), who with Mrs. Linehan has 
spent several weeks at Hot Springs, Ark., re- 
turned home last week, and it was reported that 
his health was greatly improved. 


——— 

W. R. McMillan, manager of the Hammond 
Lumber Co. (Inc.), with headquarters at 601 
West 138th Street, Chicago, left last Monday 
night for New York City and, with headquar- 
ters at the company’s offices there, will spend 
the coming fortnight calling on the trade in the 
metropolitan district. 


B. R. Riley, of East La Porte, N. C., super- 
intendent of the Blackwood Lumber Co., under- 
went a serious operation at a hospital in Frank- 
lin, N. C., Feb. 16. If his present very satis- 
factory rate of improvement continues, his com- 
plete recovery may be expected soon, according 
to reports. 

Tommy Aycock, son of T. J. Aycock, well 
known Florida lumberman, competing in the 
international four-ball golf tournament, has 
been going strong. He recently captured the 
city amateur title, has held the State crown, and 
set a record of 64 for the difficult Timuquana 
links at Jacksonville. Young Aycock is a senior 
at Yale. 


J. F. Tye, of Griswold, lowa, manager of 
the Fullerton Lumber Co.’s yard there since 
1909, has been forced to retire from active 
business because of ill health, and he has been 
succeeded by G. W. Barnes, for several years 
manager of the company’s yard at Grant, Iowa. 
Before taking over the management of the 





Humboldt yard, Mr. Tye for two years map. 
aged the Fullerton yard at Nettinger, N. D. 

M. J. Fox, vice president and general manager 
of the Von Platen-lox Co., Iron Mountain, 





Mich., and John M. Bush, manager of the 
land department, Cleveland-Cliffs Iron (Co, 
Negaunee, Mich., were in Chicago last Friday. 
looking after important business matters. Both 
reported continued inactivity in the lumber 
market, but both were rather optimistic as to 
the outlook for the future. 


Jacob N. Shewmon, of Indianapolis, Ind, 
for the last seven years assistant treasurer of 
the Indiana Lumbermen’s Mutual Insurance 
Co., has been elected treasurer of the organiza- 
tion. He has been with the company since 
1907, formerly as chief accountant and office 
manager. Other officers are: Frank B. Fowler, 
president and general manager; C. A. Hub- 
bard, vice president; C. Disher, secretary; and 
I. G. Saltmarsh, assistant secretary. 


Tom F. Alexander, of Tampa, Fla., president 
of the Alexander Lumber Co., has announced 
himself a candidate for school truseee. He has 
been in Tampa twenty-three years, and is one 
of the leading business men in that area, where 
he takes a great interest in community affairs, 





Director of the exceedingly successful South 
Florida Fair, he also is a past president of the 
Tampa Rotary Club, and has a record of having 
not missed a Rotary meeting in thirteen years, 


John P. Hemphill, general manager, and 
Dean Cook, sales manager, of the Madera 
Sugar Pine Co., Madera, Calif., were in Chi- 
cago early this week. Mr. Hemphill was en 
route east and expects to spend some time call- 
ing on the trade and securing first hand in-| 
formation as to business conditions, present and 
prospective. Mr. Cook was on his way back 
to western headquarters, after taking a swing 
around through important lumber distributing 
centers in middle west and eastern territories. 
While buying is still at a low ebb, Mr. Cook 
reported that he found a generally better feel- 
ing everywhere he went and more optimism 
apparent than has been the case for some time. 





Moves to New Location 

The Chicago office of the Shevlin Pine Sales 
Co., of which A. F. Boyd, district sales man- 
ager, is in charge, is being moved from the 
eighteenth floor of the old Continental & Com- 
mercial Bank building, where it has been for} 
years, to suite 1863 in the La Salle-Wacker| 
3uilding, at 221 North La Salle Street, one ot 
the newest office buildings in the city. The 
same telephone number, Central 9182, is re- 
tained at the new address, and Mr. Boyd and] 
his associates expect to be well settled by 
Mar. 1. 


Moves New York Office to Larger 
Quarters 


Doubling the staff of employees in its New 
York office, due in part to a transfer of some 
activities from the Chicago office, has made tt 
necessary for the Lumbermen’s Credit Associa 
tion to seek larger quarters in that city. This 
office now is located in a new building at # 
Wall Street, at the corner of Wall and Front 
Streets. Commenting on this move to large 
quarters, W. C. Clancy, of Chicago, secretaty 
of the Lumbermen’s Credit Association, said: 

“We extend an invitation to our -subscribers 
and friends in New York City and to visiting 
lumbermen to drop in, which will be easy © 
do as the new offices are within a few blocks 
of every subway and elevated line in Mat 
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hattan; also the subway line to Brooklyn, the 
Bronx and Queens. It is within a few blocks 
of the ferries to Brooklyn, Richmond and New 
Jersey, close to the Hudson Tube, and is ac- 
cessible from either the Pennsylvania Station 
or Grand Central Terminal by only a short 
subway ride.” 

’ The executive offices of the Lumbermen’s 
Credit Association are located at 608 South 
Dearborn Street, Chicago. William Clancy is 
president and treasurer; Willis F. Biederman, 
vice president; and W. C. Clancy, secretary. 


Named Chicago Sales Agent 





Ww. A. Herbert & Co., whose offices are in 
1710 Conway Building, 111 West Washington 
Street, have been appointed Chicago sales 


agents for the J. W. Wells Lumber Co., which 
has announced that its “hat is in the ring again” 
with the rebuilding of its hardwood flooring 
plant at Menominee, Mich., and the return ot 
its old personnel ready to cut the fine quality 
maple of northern Michigan. The mill was 
scheduled to be in full production, with all new 
equipment of the finest design, by Feb. 15. 
‘Mr. Herbert and his associates are all 
known in the Chicago trade and that of sur- 
rounding territory. The local firm will have 
the sale of “Diamond Hard” maple flooring in 
northern Illinois and western Indiana. 


well 


"If It's a Dry Kiln or For a Dry Kiln" 


One of the most attractive mailing pieces that 





has come to the attention of the AMERICAN 
LUMBERMAN recently is one issued by the 
National Dry Kiln Co., of Indianapolis, Ind. 


This mailing piece is featured by an attractive, 
two-page spread, with four pictures, with text 
“What you want, when you want it, from 
National stock—A single kiln unit, a hygrom- 
eter, or a battery of kilns, or a trainload of 
ready-to-hang doors.” Another catchy phrase 
is, “If it’s a dry kiln or for a dry kiln, we 
have it—The right thing, correctly designed 
and properly built. Ask your neighbor.” 


Fifty Years With One Firm 


Burra.Lo, N. Y., Feb. 22.—Edward F. May- 
bach, cashier of Taylor & Crate (Inc.), today 
celebrated the fiftieth anniversary of his con- 
nection with the firm. The office was filled 
with tlowers in recognition of the event. 

Mr. Maybach is 63 years old. He was hired 
fifty years ago by William F. Becker, who is 
now 83 years old but is still on the payroll, 
as he has been for 63 years, and according to 
Horace F. Taylor he iss “still the best lumber 
salesman in the United States.” Mr. Becker 
said of Mr. Maybach today: “I take pleasure 
> telling everybody he is an honest, square 
IOV. 


Honored by Golden Wedding Club 


Burrao, N. Y., Feb, 22.—At the third annual 
banquet of the Golden Wedding Club, recently 
held here, Mr. and Mrs. Edgar M. Mead were 
elected co-presidents. They have been mar- 
ried 63 years. Mr. Mead, who is the oldest 
member of the local lumber industry, in accept- 
ing the office, said that he has a younger 
brother who has been «married 67 years and he 
expressed the thought that this speaks well for 
the fidelity of the members of the Mead family. 
More than 40 couples were guests at the ban- 
quet, which was given for them by the Criteria 
Club. Mr. and Mrs. Mead, who have been 
married longer than any of the other couples 
who were present, were presented with a golden 
gavel. [Mr. Mead is one of the oldest sub- 
scribers and most faithful readers of the AMeERI- 
CAN LUMBERMAN, and interesting communica- 
tions from him, commenting on current develop- 
ments in the industry, have frequently appeared 
in the columns of this paper. Many readers, 
who, through these letters have become ac- 
quainted at long distance with Mr. Mead, will 
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join the staff of the AMERICAN LUMBERMAN in 
wishing for him and his good wife many more 
years of happy wedded life.—Ebrror. | 





+ . 

Working Hard on New Edition 

The headquarters of the Lumbermen’s Blue 
Book, in Chicago, is a busy place these days, 
for Manager C. J. Morgan and his staff are 
hard at work preparing the spring edition of 
the Blue Book, which they expect to send out 
promptly on schedule, on April 1. It is a busy 
place anyhow, for by a recently effected work- 
ing arrangement with the Credit Clearing 
House the two organizations are housed in the 
same offices, so about a hundred employees are 
kept on the job. Speaking of the new edition 
of the credit reference book Mr. Morgan said: 

Maybe you think it isn’t some job! Our 
inquiries have greatly increased, and we have 
been striving to give each such inquiry close 
personal attention. Then, too, during the 
last four months our revision department has 
been working overtime in order to keep up 
with the thousands of changes occurring 


these days. Our next edition will be com- 
pletely, revised and brought down to date, 
and will be the most valuable and accurate 


guide put out by the Blue Book organization 
in its thirty-one years of existence. 

Collection business, too, has increased appre- 
ciably in volume, Mr. Morgan says, and the 
claims can be given better attention than ever 
because of the sixty-five traveling adjusters 
and the offices in all principal cities, which the 
organization now has at its disposal. 











Enters Business for Self 


RockFrorp, ILL., Feb. 
Dermott, who has been associated with the 
sales department of the Rockford Lumber & 
Fuel Co. for the last twelve years, has resigned 
to entér the coal, lumber and building material 
brokerage business. 


23.—Arthur F. Mc- 





. . 

Urge Western Pine Promotion 

(Continued from Page 46) 
and intelligent interest in the problems of the 
industry, and a desire and faith in the ability of 
the industry to solve its problems. 

J. D. Tennant, vice president Long Bell-Lum- 
ber Co., Longview, spoke of the gathering as 
the most representative meeting of pine pro- 
ducers he had ever seen. The interest displayed 
and the willingness on the part of members to 
work diligently on committee assignments, were 
a compliment to both the officers and staff of 
the association. 


Officers and Directors Elected 


The board of directors of the association is 
as follows: 

E. H. Polleys, Missoula, 
Neils, Libby, Mont.; Ralph Hines, Hines, Ore.; 
Cc. L. Isted, Bend, Ore.; J. P. Weyerhaeuser, 
jr., Lewiston, Idaho; J. P. McGoldrick, Spo- 
kane, Wash.; W. E. Lamm, Modoc Point, Ore.; 
Charles Ingram, Tacoma, Wash.; B. W. Lakin, 
McCloud, Calif.; D. S. Painter, San Francisco, 
Calif.; John P. Hemphill, Madera, Calif.; 
James G. McNary, McNary, Ariz.; George W. 
York, Albuquerque, N. M.; R. Hicks, 
Kansas City, Mo. 


Mont.;: Walter J. 


George 


Directors at large—J. D. Tennant, Longview, 
Wash.; Walter Leuthold, Deer Park, Wash.; 
Raymond B. White, Kansas City, Mo. 

At the close of the general sessions of the 
meeting the board of directors met and re- 
elected officers as follows: 


President—B. W. Lakin, president McCloud 
River Lumber Co., McCloud, Calif. 

Vice president —J. P. Weyerhaeuser, jr., 
president Potlatch Lumber Co., Clearwater, 
Idaho. 

Vice president—J. P. McGoldrick, president 


McGoldrick Lumber Co., Spokane, Wash, 
Isted, general 
Zend, Ore. 
David T. Mason, Portland, Ore. 
Secretary—S. V. Fullaway, Portland, Ore. 


Treasurer—C. L. 
Shevlin-Hixon Co., 


manager 


Manager- 
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PHILADELPHIA PRICES 


Philadelphia, Pa., Feb. 23.—Following are 
prices prevailing today in this market: 
LONGLEAF YELLOW PINE FLoorRING, 1x3-inch— 
B&better, —— No. 1 common, $30.00; No. 2 

droppings, $23.50. 

LONGLEAF oo a PINE TIMBERS, 

Rough, merchantable grade, water delivery— 

6&8-inch 10-inch 12-inch 14-inch 16-inch 
$34.00 $39.00 $51.00 $59.00 $69.00 

GrorcIA AIR DRIED ROOFERS— 

Tongued and grooved, %-inch, 
$18.00. 

Kitn DrieD YELLOW PINE RooFrERs— 

Tongued and grooved, standard, 6-inch width, 
22.650. 

Rn CAROLINA PINE RouGH Box, No. 1— 


§-inch width, 


10-inch, $24.00. 12-inch, $25.00. 
NorTH CAROLINA PINE FINISH, 
eS eee ee $34.50 
NorTH CAROLINA PINE STEPPING, 
mametter, C/4K1S-O.. cc ciccdccnwdeee $52.50 


NortH CAROLINA PINE DIMENSION, No. 2 & bet- 
ter— 

S48, %-inch scant, 2x3-inch, 
9x3-inch, 16-foot, $19.00. 
10- to 16-foot, $21.50. 


NORTH CAROLINA PINE 


9-foot, $18.00; 
Rough, 2x10-inch, 





Following are typical average f. o. b. Nor- 
folk prices received during the week ended 
Feb. 20, as reported by the North Carolina 
Pine Association: 

Rough 

Edge 4/4 
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RO ys at cial rie ea a a ani a et at bl eae la ara 22.50 
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le 39.15 ——— oe ak ale 
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1x10 38.10 29.20 17.45 15.50 
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Bark Strips 
B&better |S ar ee ee sc tal pa a $21.25 
BUG ai canata. least Ses say wate esas Simeone aa we 10.60 
Dressed 21% 3” & 
Flooring W ide Wider 

B&better |: ; reTtTre $27.75 

No. 1 common 25.85 26.60 

NO. 2 common 12” ...50.2- 17.20 17.10 
B&better bark strip partition...........$24.60 
Box bark strips dressed............... 12.10 
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Se aka alight a Seta a aad ga Seaiewr eonar tee Can $16.40 

ix Be earae ay aia pt as haa liane SCALA A wine ee 17.00 
PPE © nigrialh a sid. kinats ekaaiste Ain es Ra 17.20 
WE WalenG oes cc ea oS a aas sto ome aes 20.70 
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RED CEDAR SHINGLES 


Seattle, Wash., Feb. 20.—Following are prices 
direct to the trade, on carload or part carload 
lots, f. o. b. mill, all prices being based on 
four bundles to the square, and shingles mixed 
with fir lumber being 10 cents higher than 


these prices: 
New Grades, Per Square 


Washington- British 
Oregon Columbia 





toyals, 24”— 


aaa gate Geka $2.20@2.53 $2.40 
eae 1.65 1.80 
Pessections, 3 18”, 5/2%”"— 
RR Pe Sea eae 1.80@2.10 1.80@1.93 
No. - Kgkeheat emake 1.10@1.35 1,15 
aa eaeweiaees -90@1.10 .80 
16”°— 
ee, 3. SEs a oe 1.50@1.78 1.60@1.68 
No. 2 or all clear.... 1.25@1.50 1.35@1.40 
Ne. 2. 12° COOP ccc x 1.20@1.40 1.30 
No. 3, 10” clear or 
OS Ree .95@1.10 1.00@1.10 
ee a es hea 0 ie -80@1.05 S8O@ .85 
Dimensions, 5/2, 5x16”— 
ae SR hee 2.20 
We 3S einewasuniakse 1.65@1.75 





WESTERN RED CEDAR 


Seattle, Wash., Feb. 20.—Prices for red cedar 





siding in mixed cars, new bundling, 8 to 18 
foot, f. o. b. mill, are: 

Beveled Siding, 14-inch 

Clea “ee — 

IE naan mmm mine $20.00 ae $15.00 

SS ree 24.0 0.00 17.00 

2 SO 24.00 1 00 17.00 
Clear Bungalow Siding 

% inch inch 

I face sar auth csaii cBh ri ae Ws om hae $39.00 26.00 

ER ee Recker a eel ae - 48.00 38.00 





Discount on Moldings 
Made from 1x4” and manor. peer enoreen 64% 
Made from other size 
Additional discount for 10,000 feet or more 
to car 


Clear Lattice 5/16” 4 to 1 
100 lin. * 
TS d\shine Widrwchia! gracile ale met br aie ae asa $0. 
SN ie tacit shcan ig enc at a we a ce 4 
ET. yeaa wiedhitadelnienn ala eini quake ones .36 


ee 





MAPLE FLOORING 


Sales by Michigan and Wiscousin flooring 
mills of northern hard maple flooring as re- 
ported to the Maple Flooring Manufacturers’ 


Association, averaged as follows f. o. b. cars 
flooring mill basis during the week ended 
Feb. 20: 

First Second Third 
a Sag eee ele a $48.96 $38.73 $22.36 


61 
CROSS TIES 


St. Louis, Mo., Feb. 22. 
tie prices prevail f. o. b. St. Louis: 


Untreated S’th’n 
White Southern Heart 





Oak SapPine Pine 
No. 5, 7x9”, 8’, 9” face. .$1.10 $0.90 1.75 
No. 4, 7x8”, 8’, 8” face.. 1.00 .80 1.45 
No. 3, 6x8”, 8’, 8” face.. .90 ot 1.23 
No. 2, 6x7”, A 7” face.. .80 .60 1.07 
No. 1, 6x6”, 8’, 6” face.. .70 .50 89 


Red oak oe heart cypress ties, 10 cents less 
than white oak; tupelo and gum cross ties, 15 





cents less than white oak; sap cypress, 20 
cents less than white oak. 
ARKANSAS SOFT PINE 
Following are average sales prices, these 


f. o. b. mill figures being based on shortleaf 
weights, obtained by Arkansas soft pine mills 





during the week ended Feb. 20: 
Plooring 
1x3” 1x4” 
Edge grain—Bé&better ....... $50.50 $50.00 
Flat grain—Bé&better ....... 26.00 26.00 
DE SarRecd ead owansiabweae 22.50 22.00 
Be a ark ate eater ein vapestee tine 16.00 15.00 
Partition and Siding 
Boston partition, B&better, 1x4”........ $26.00 
Drop siding, B&better, 1x6” ........... 26.00 
Finish and Moldings 
Finish, B&better, 1x5810" .......ccccees $41.00 
Finish, B&better, 5/4x5&10” SE Set en 57.00 
Case and base, 1x5& Sp er 40.00 
| Discount on moldings, 15.” and under... 55 % 
| 2M" GME OVER secs cccvccecsovcrvessosee 45% 
Boards and Shiplap 
Boards and shiplap, No. 1x8”........... $21.00 
Boards, No. 2, 1x12”, 10, 18&20’......... 20.00 
Ghinian. Me. 2, TRS” svcccoscvcesscccess 15.00 
Dimension 
No. 1, 2x6”, [he DEE Sac. 66 ec mnnaen $18.00 
} ee Se” 2. errr 15.50 
2x12”, 7 BM cer 28.00 
: Bim. 2, Bet", 16— BAS IF oe vccccwriccsosees 15.00 
SEES. SO OE 65, choc edeadaainees 18.00 
Lath 
Mo. 1, BRIM, GS crcvcvesececevvecscevon $2.75 





WEST COAST SPRUCE 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Feb. 24.—The following are 
prices for mixed carlots prevailing today: 
Finish— Factory stock— 

Se. bsccane a3-08 2 spiel oe alate a y+ 

4—10” 33.0 \. eer ery 21. 

- OS eer ae 

Bevel siding— BAe oniceved 4. 
ere $19.00 10&12/4 ..... 28.00 
| %x6”, Flat gr. 20.00 Pee 00 


3. 
} %x6”, Vert.gr. 25.00 Green box 10.00@12.00 





Want Something? 
Look in the Classified Section 





SALES 


Following were average 


; ; 4/4 5/4 6/4 8/4 4/4 
FIGURED Rep GumM— PoOPLAR— 
Pa et a eee Pin. Pnl. & 
Rep Gum— wd. No. 1 92.00 
MS ere 78.25 No, 1 com. 35.50@ 
No. 1&sel. ee 8 =| HeR eb eewenes pecans’ ey No. 2-A.. ....... 
Pin. FAS... 6: D. tine eweCnes 66.00 e ee wae & 76.25 AsH— 
No. 1&sel. 37. 004 UIE ai Sea as data mie gS evr asa ee Wace eet ae Rack ae ss reer 58.50 
No. ee 24°75. GAMA? CniRaNote rp ie ners aa) ..ccte ie ade aie teas No. 1&sel 38.504 
Sar Gum— ae ae 31.00 
MWS -ncataei ceed cde ncoeens 41.50 16,25 Sort EtmM— 
No. 1&sel. 29.00@ 40.00 29.295@ 33.50 30.25 30.75@ 34.25 PN Saas othe ch sel” at's ecw: 
Pin. —: ee, MO BR SS Re rere eee eee 3 ee 
No, 1&sel. 26.75@ 28.00 28.75@ 32.75 32.50 33.00 |S Saree 
Brack Gum— Corton woon— 
i ESE geen ee Te See Be 40.75 2 ee 29.50 
Pe Ms bhi uk cease lapekndeceees 10.50 $2.50 No. lé&sel... ......- 
No. l&sel. .........22° 28.75 30.50 32.50 eee ene ae 
WHITE Oak— SYCA MORE-- 
Qtd. No.1 & yy eee 
Serres ee ee ee am See ee re ie Ee ve are No. 1&sel. 33.75 
Pin. FAS... 79.00@ 79.50 84.25 86.25 100.00 ING. 2 .v00 B80 
No. 1&sel. 43.00@ 51.25 50.50 60.50 66.25 MAGNOLIA— 
Uy A via: SME ~siilckpaceine caantcetacke: COLeleeaais oO ae 41.25@ 
i cs SEE .vinskasdete ‘eakecadbcwke mewadas No. 1&btr 33.75 
ED OAKk— No. 1&sel 30.25@ 
nt A ey RM Dit SOLIS te civ aliawigiethGibit, Ce ecademesinionauite eS ee 23.75 
Pin, PAS... E00 64.26 GEOG i ivivcuccecuce< 86.25 iS FS 22.50 
i NN ee asaen 66.25 PECAN— 
No. 2 LE EEE Suceecasceee. Camean apace, jes entee Ween ee ere ee 
MIXED Oak— BG cre oie 
Sd. wormy.. 29.75@ 32.50 31.75  §«-ceccccccccee cecceececess We. S COUR eecaees 


PRICES OF SOUTHERN HARDWOODS 


sales prices received for 


southern hardwoods during the week ended Feb. 16, 


Chicago basis: 


5/4 6/4 8/4 
37.75 ee eae nes = am ee cn 
aes 30.25 ahiware ibe eineatn 
SS eS Pie eer $1.25 
water . | niswuceank dae 42.50 sade lara 
re TR eR ee 32.50 ee ye ae 
iehed. bss eeeenuls 22.50 ee ore 
iets ee 29.25 oe das Setaaoudls, G siamen meee 
é waar 26.00 Re eae OT a re 
et ee ee Te eS Te re ee 51.75 

ee ee re 35.00@ 36.75 

Se ee Tee ee rer 23.75@ 25.00 
See! koteba ea ewes ate. #8 8. atv ware ietes 
oss ssccen’ae 31.25 


This Week's 


For Editorial Review of Current Market Conditions See Page 23 


NORTHERN PINE 


Fe 2 —The 


northern 


a is quiet, with prices somewhat 
: On int of lack of activity in in- 
st lines, Nos. 3, 4 and 5 board are weak. 


Not mu lumber is eing used for building 
DOUGLAS FIR 

4 da reg ot 

> | b it "i ¢ 

s having beer 





OAK FLOORING 


Following are carlot quotations, Memphis 


x1 %” x2" %x1%” 











“Ir. qt wht $85.00 $83.00 00 $54.00 
Cir. qtd. red 74.00 63.00 a8. 00 ¥30.00 
Sel t rh 62.00 50.00 40.00 36.00 
Se 2 red 48.00 44.00 40.00 39.00 
‘Ir. pln. wht 53.00 48.00 47.00 36.00 
r re 49.00 46.00 44.00 38.00 

s wht : 0 35.00 37.00 27.00 
s n. red 42.¢ 37.00 37.00 29.00 
‘ | - 7, 23.00 20.00 16.00 
N 1 TY red 3 ) 25.00 18.00 17.00 
N S Gia coves 13.00 13.00 10.00 8.00 
1x2” %xl%” x2” 

Os wistewirn marie $78.00 $78.00 $95.00 
lr FE ra 0.00 70.00 90.00 
- Se, Wis wssnceeses 58.00 55.00 60.00 
Se oS eee 58.00 55.00 60.00 
Cir. pln. wh 50.00 50.00 54.00 
Ct, Dk Sin eesseeenean 47.00 47.00 50.00 
S pin. wht 42.00 42.00 45.00 
Se] red 42.00 42.00 44.00 
No. 1 i. a 28.00 23.00 22.00 
~S 7 = re 26.00 23.00 99 00 
Pe BS Oi cece wewareden 12.00 12.00 10.00 


= prices may be obtained 
the ab ove: 





bY a For —— stock, $9; 
for %-inch, $4.50 for %-inch, $5.50 
Chicago delive red prices may be obtained 


b dding to the above: For #-inch stock, 
$6: for %-inch, $3; for %-inch, $3.50 


APPALACHIAN WOODS 


_Cincinnati, hermes Peb. 23.—Average 
sal carloads, Cincinnati base, on 
texture” hardwoods: 


OaxK— 


Tet 
~ 








whole- 
AD- 





PLAIN WHITE 


4/4 5&6/4 8/4 
Saree $95@100 $105@115 $110@120 
No. 1 com.&sel. 45@ 50 60@ 65 70@ 75 
No. 2 m 30@ 33 38@ 40 
No. 3 com... 20@ 22 24@ 26 26@ 28 
Sd. wormy... 33@ 35 55@ 57 60@ 62 
PLAIN RED OAK— 
oo arene 75@ 82 80@ 85 $90@100 
No. 1 com.&sel. 43@ 48 52@ 55 58@ 62 
No. 2 com 28@ 30 36@ 38 38@ 40 
No. 3 com 20@ 22 27@ 30 28@ 30 
CHESTNUT— 
aaa 70@ 75 80@ 85 90@ 95 
No. 1 com. 42@ 46 61@ 65 61@ 65 
No. 3 com 20@ 21 20@ 21 20@ 21 
Sd. wormy & 
No. 2 com 25@ 28 29@ 32 33@ 35 
No. 1 & btr. sd 
worm} 28@ 32 30@ 33 35@ 37 


“8” & war 130@135 1409145 150@155 
WUD nococnvues 88@100 105@115 120@130 
Saps & sel 60@ 75 80 90 95@105 
PB aseeceses 3@ 48 50 55 55 60 
me, Bee cocecs 28@ 30 32 35 38 40 
BP Beccccees 20@ 22 26 28 27 29 


=) 

; 

n-~3 
QOD + O9OONV 


89H 999999 


oonoor 
ort 
- O00 
wo-) 
w-100 
= & 0° 
woo 


w 
o 
w 





END DRIED WHITE MAPLE 


Prices on end dried white maple, f. o. b. 
mills, lower Michigan: 
No, 1 & sel 
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arket Reports 


and 
lines for im- 
no buying 


ders form the bulk of the small 
are mostly to fill in broken 
mediate retail deliveries. There is 


for stock. 


business, 


MASS., Feb. 23.—A lot of 
here within the next few weeks, 
unsold, and competition is intense. 
inclined to hold off Local whole- 
salers will place no unsold fir in transit 


BOSTON, 
fir is due 
much of it 
Buyers are 


Douglas 


more 


until April. Quotations on Boston dock: No. 1 
boards, $18.50; No. 2 D4S, $17; matched and 
beaded, $17.50; No. 3, $15; 2-inch, $15 off 
page 11% Atlantic differentials; 3-inch and 


thicker, $15.50 off. Others quote $14 off page 





10% Atlantic differentials for 2x3- and 4-inch, 

and $14.50 off for 2x6-inch and timbers. 
BALTIMORE, MD., Feb, 23 Demand for fir 

is quiet. The new agreement among shipping 


companies may bring a further m: 
freight rates, and of fir 


irking up 


of ocean quotations. 


KANSAS CITY, MO., Feb. 22.—A little bet- 
ter inquiry was received from railroads, but 
as sales did not follow in most instances, 
mills were inclined to believe that the car- 
riers were actively seeking bargains Yard 


demand is very 


EASTERN SPRUCE 


BOSTON, MASS., Feb. 23.—The re 
dimension and random tl 


spruce is very slow, 


poor 


quest for 
f eastern 
and prices are weak. 


} 
eng S 0 





fhere is some languid interest in matched 
boards, and *r boards are dull Lath are 
s are now so light that prices 

stocks are generally light. 

nension, 20-foot and under, 


$23@24; 2x8-inch, 
2x12-inch, $35@36; 


$28 @ 29; 
random 





S2U0ad 22: 2xs- 

33: covering 

and up, DI1S, 
s, 1x6- and 

n 319 50@ 21 
$4.75 





“HEMLOCK 


MASS., Feb 





oo. rastern and 


,OSTON, 






northern clipped hemlock boards, offered at 
$22, and random to be had at $20, are just 
about stagnant Some native hemlock boards 
being taken for crating Very few orders 
are being booked for western hemlock, offered 
I $16 off page 11, Atlantic differentials, 
Boston dock. Quite a little transit lumber 
si! ted unsold The cargo rate advances 
50 cents in Mar ind local wholsalers will 
start ne —s unsold lumber from the West 
Coast before April. 
ong t-te pe MD., Feb. 23.—Cypress is 
slow, though some see slight gains in the de- 
nand. Other woods are competing keenly for 
orders, and much importance is attached to 
small differences in price Cypress stocks held 
ry cht 
NCINNATI, OHIO, Feb 22 Cypress 
2s are inclined to be softer, and the mar- 
quiet. Small bills were placed for tank, 





sills, finish, siding, guttering and cornice 
stock. Some pecky was bought for green- 
house work by up-State yards, or for country 
trade, 

NEW YORK, Feb. 23.—Southern pine sales 
volume and prices have taken big declines. 
Shortleaf is beginning to get into the price 


class where boat shipments from the East 
Side mills can compete on some items with 
Douglas fir Railroad and North River dock 


continue to provide markets for lim- 
unts ¢ 


of longleaf 


repairs 
ited am 
KANSAS CITY, MO., 


Feb. 23.—Southern 


pine mills are still finding competition ex- 
ceedingly keen, particularly from the smaller 
mills, and in seattered cases have had to 
shade their prices. Orders are holding up 
fairly well despite the great amount of bar- 
gaining going on 

BALTIMORE, MD., Feb. 23 No such ex- 


noted in volume of 


busi- 


insion is longleaf 





February 27, 1939 





ness. While 12-inch stocks are in firm 
demand, which about equal output, other items 
meet severe competition. North Carolina ping 
demand continues very quiet, and the level of 
the quotations is about as it has been, with 
stocks on the wharves very low. Builders 





are obliged to defer activities, and needs of 





box makers are limited The mills have been 
unable to mark up their figures. 

BOSTON, MASS., , Feb. 23. Dine & 
trade is marking time. Prices are barely 
steady, and some sellers are conciliatory, 
Timbers are dull and cheap. Quotations: Be 


better jj-inch partition, $30@34.25; 8-inch air 


dried roofers, $20.50@22; 1x4-inch shortleaf 
and longleaf flooring, B&better rift, $58.25q 
62; C rift, $47.50@54.75; B&better near rift, 
$47.50@48.50; B&better flat, $34@35.50. 


OHIO, Feb. 22.—Southern 
little recovery. A few items, 
dry stocks of which are scarce, aré firmer, 
and in a few cases slightly higher, but most 
stocks are weak or lower. Buying was mostly 
of small lots. ; 


HARDWOODS 


YORK, Feb. 23.—The hardwood mar- 
weak. There is no scarcity of dry 


CINCINNATI, 
pine prices show 


Errore 


NEW 
ket is 


t 
stock. Oak, beech and birch among the | 
northern woods, and oak, maple and gum in 
the southern have the best sale, but special. 
ists figure bookings are only about a third 
what they should be for this time of year, 
Mixed car shipments are frequent, and mix- 
tures with cypress, and occasionally other 
softwoods, find favor. | 

BALTIMORE, MD., Feb 23.—Available 
hardwood stocks are undergoing a fairly 
steady contraction, and already it is not easy | 
to supply without delay every item that may J 
be wanted. There has been no improvement in § 
the inquiry, and buyers seek for pri con- § 
cessions One serious drawback is the im- | 
paired demand from abroad ' 


CINCINNATI, OHIO, Feb. 22.—The southern 


hardwood market was disturbed this week by 
fairly large offerings of gum, oak, poplar and 
tupelo at cut prices They were from mills 
which needed cash. Prices are irregular even | 
at some conservative mills, and dealers here | 
are holding off buying. 3usiness is quiet, and 
prices are soft. A few red oak items were 


sold at a slight advance 





BUFFALO, N. Y., Feb. 23.—Hardwood de- 
mand is increasing Leading consumers, in- ] 
cluding automobile and furniture plants, are 


going ahead in the belief 
the depression is over. 
and too competitive. 


WESTERN PINES 


NEW YORK, Feb. 23. 
volume has increased 
price is holding 
lumber, and it is entirely lower grade. Ship- 
ments are almost all by water, but the mill 
representatives are refusing to sign for any 
more boat-space than orders in hand justify. 





the worst of 
Prices are unsettled, 


—Ponderosa pine sales 
slightly and the firm 


basis There is little transit 


BUFFALO, N. Y., Feb. 23.—Western pines 
are bought mostly for immediate needs. 
Prices are easy in most items, though some 


shortages are disclosed by 


tail stocks as well as those of industrial con- 


cerns are small. 

KANSAS CITY, MO., Feb. 23.—Represen- 
tatives say mill stocks are badly broken, and 
difficulties are being experienced in filling 
some orders. Prices are erratic: shop items 
continue to lead the list in strength. Mixed- 
car business seems to be on the increase, and 
orders calling for wide assortments are be- 
coming a problem to fill. 


CLAPBOARDS 


BOSTON, MASS., Feb. 23.—The clapboard 


market is exceptionally slow. Yard _ stocks 
generally are about as low as they ever have 
been in recent years. Eastern spruce and 
native white pine clapboards are in scanty 
supply and prices hold fairly steady. There 


are abundant offerings of West 
boards at attractive prices, and 
are decidedly conciliatory in 


Coast 
some 


BOSTON, MASS., Feb. 23.—The boxboard 
market is dull, and prices are weak. Pro- 
ducers are hopeful that distress offerings will 





mill offerings. Re- | 


clap- § 


sellers ! 
quoting red 


" BOXBOARDS 
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pe cleaned up and that the price situation 
will show some improvement next quarter. 
Inch white pine boxboards, log run, are offered 
at $18@20 for round edge, and $22@24 for 
square edge. 


SHINGLES AND LATH 


KANSAS CITY, MO., Feb. 22.—Better in- 
quiry is reported for shingles, while lath are 
still very slow. Yard stocks of shingles have 
been slowly dwindling, salesmen say. 





Treated Wood for Pleasure Pier 


Coronapo Beacu, CAtir., Feb. 20.— Plans 
are afoot here for the construction of a creo- 
soted timber pleasure pier, which will extend 
one thousand feet out into deep water. In ad- 
dition to fishing, swimming and strolling ac- 
commodations for those who love to get out 
above the ocean, the new pier will serve as a 
wharf for pleasure craft and for anchoring the 
barges of Navy personnel whose families make 
their homes here while their vessels are in the 
harbor. Selection of creosoted timber was 
made after an extensive investigation by Build- 
ing Inspector C. B. Picket. Original first cost 
and maintenance economy, in comparison with 
steel or reinforced concrete construction, was 
the deciding factor. An ocean-side life of 40 
years is predicted for the structure. 


British Columbia 
Royalty 





Loggers Seek 
Cut 


Wasuincton, D. C., Feb. 23—British 
Columbia loggers are asking the Provincial 
government for a reduction of 50 cents per 


thousand feet in timber royalties, states a report 
from Vancouver to the lumber division, Depart- 
ment of Commerce. A delegation visiting the 
Minister of lands is said to have described the 
situation in the British Columbia lumbering in- 
dustry as acute, in that while there is a short- 
age of logs and plenty of business offering, log- 
gers can not produce at the prices quoted. In- 
dependent logging companies and log buying 
mills are nearly at a standstill. The delegation 
has suggested royalty cuts as temporary aid. 

The delegation is said to have informally 
offered to put their facilities at the disposal of 
the Government for creation of work under un- 
employment relief. 





Reports Progress in Investiga- 
tion of Cement and Building 
Materials Industry 


WasuincrTon, D. C., Feb. 22.—In its monthly 
report of activity, the Federal Trade Commis- 
sion reports progress on two investigations of 
particular interest to the cement and building 
materials industries. Of the cement industry 
investigation, the commission says : 

This is an investigation of competitive con- 
ditions in the cement industry involving an 
inquiry as to whether activities of trade asso- 
ciations of manufacturers of cement or of 
dealers in cement constitute violations of the 
antitrust laws. In addition to the field work 
which is still in progress, questionnaire letters 
have been sent to manufacturers, State high- 
way commissions, dealers, contractors, and 
ready-mixed concrete companies outlining cer- 
tain information desired. 


Concerning the investigation of the building 
materials industry, the commission reports that 
the collection of data and development of facts 
is well under way, and says: 

The commission in this inquiry will investi- 
gate and report facts relating to the letting 
of contracts for the construction of Govern- 
ment buildings, particularly with a view of 
determining whether or not there are or have 
been any price fixing or other agreements, 
understandings, or combinations or interests 
among individuals, partnerships or corpora- 
tions engaged in production, manufacture, or 
sale of building materials with respect to the 
prices or other terms at or under which such 
Material will be furnished contractors or 
bidders for such construction work. 
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RICHARD KOEHLER, for many years one 


of the most prominent railroad men on the 
Pacific Coast, died at his home in Portland, 
Ore., Feb. 17, after a brief illness. He is sur- 


vived by a widow, Mrs. Bertha Koehler; a 
son, Kurt H. Koehler, manager of the Eastern 


& Western Lumber Co., of Portland, and a 
daughter, Mrs. Ilse Schloesser, of Elbefeld, 
Germany. Mr. Koehler was born at Schleitz, 
Germany, Aug. 4, 1843, and after receiving a 
technical education in Frankfort, was sent to 
Portland, Ore., to represent the German and 


English bondholders of the Oregon & Cali- 
fornia railroad, beginning in 1874 as chief en- 
gineer and auditor. In 1876 when the bond- 
holders of the Oregon & California purchased 
the Oregon Central railroad he became man- 
ager of both lines and remained in that ca- 
pacity till in 1887, when the properties were 
acquired by the Southern Pacific system. He 
served as vice president and manager of the 
Southern Pacific lines in Oregon until 1904, 
when under general reorganization of the Har- 
riman lines, he became general purchasing 
agent in Oregon for the Oregon Railroad & 
Navigation company and the Southern Pacific. 
At the age of 70, he retired in 1914. Mr. 
Keohler was a charter member of the Arling- 
ton club and a member of the Waverley coun- 
try club. 


WILLIAM M. NICHOLS, formerly general 
manager for the Pioneer Lumber Co., at Elrod, 


Ala., died in St. Petersburg, Fla., on Feb. 14, 
after a lengthy illness. Mr. Nichols was 
widely known in the 





lumber trade as one of 
the most able and ac- 
tive executives in the 
business. He was as 
well known among re- 
tailers for his clear and 
incisive addresses on 
various phases of lum- 
ber merchandising. He 
was the pioneer in put- 
ting end matched floor- 
ing before the public 





THE LATE 
WILLIAM M. 
NICHOLS 





and carried out an ag- 
gressive and notable 
campaign in its favor 
a few years ago. Be- 
fore going to the Pi- 
oneer Lumber Co. in 
1923, Mr. Nichols was 
in charge of sales for 
the Clear Lake Lumber 
Co., in Minneapolis, and 
before that had a thor- 
ough training in the 
manufacturing and selling of lumber 
He was taken ill seven 
and went to Cleveland, 
treatment, recovering somewhat so 
was able to go to St. Petersburg for 
winter, but failed to regain his strength. 
leaves a widow and two children. 





logging, 
on the Pacific Coast. 


or eight 
Ohio, for 
that he 
the 
He 


months ago 


JOHN M. ALDERMAN, aged 48, of Valdosta, 
Ga., died Feb. 1 at the home of his son, John 

Alderman, jr., at Sanford, Fla. Mr. Alder- 
man had been in ill health and went to Flor- 
ida for a change. He was for many years 
connected with the Jackson Lumber Co., of 
Valdosta. Surviving are his wife, two daugh- 
ters, and three sons, a_ sister and eight 
brothers. 


LONNIE G. BONHAM, 44 years old, man- 


ager of the J. Frank Smith Lumber Co.’s 
plant at Battleground, Ind., died recently in 
a hospital at Lafayette, Ind. He also was 


president of the telephone company at Battle- 
ground. He had undergone an operation and 
suffered a relapse. 





Boosting the Use of Wood 


JACKSONVILLE, FLa., Feb. 22.—Believing that 
an article, the market for which is among 
manufacturers and distributers of lumber and 
users of wood, would find a more favorable 
acceptance if its manufacturer used wood 
wherever possible, D. D. Bundrick, vice presi- 
dent of the Moore Dry Kiln Co., recently sug- 
gested to the General Electric Co. the use of 
wood in the containers for that company’s 
moisture content indicator. In a letter of Feb. 
15 to the General Electric Co. at Schenectady, 
N. Y., he said: 

Since we note you welcome any suggestions 
for improving the moisture content indica- 
tor, we are just wondering if you have tried 
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or considered using a wood box instead of 
steel. 
We believe you have cabinet works and 


could furnish a nice wooden cabinet at about 


the same cost as steel. Our reason for sug- 
gesting this is the fact that lumber manu- 
facturers are trying to promote the use of 


wood, and they naturally give preference to 
an article made of wood, if other qualities 
are equal. 

We offer this for your consideration. 

That this suggestion was favorably received 
is indicated in a letter to Mr. Bundrick from 
H. A. Sherman, laboratory products section, 
industrial department of the General Electric 
Co., in which he said: 


Referring to your letter of Feb. 15, we 
appreciate the suggestion you have offered 
with reference to the use of a wooden box 


in place of the metal case now employed for 
our moisture content indicator. 


We have given this matter consideration 
before and intend to make up future units 
using a wooden case. 





. 
Gets Millwork Contract for 
. 7 
Government Building 

LouisvitLe, Ky., Feb. 22.—The contract for 
suplying oak and walnut interior trim for the 
new Federal building here, which now is almost 
under roof, has been awarded to the Kentucky 
Lumber & Millwork Co., and interior trim de- 
liveries are to start about the middle of May. 
The interior of this magnificent building will be 
beautiful in soft walnut and white oak. It is 
said that more wood will be used in this struc- 
ture than in any Federal building that has been 
erected for some time. 





Kentucky Retailers Meet 


(Continued from Page 43) 
purchases of the retail lumber dealer are on a 
basis whereby the latter is paying for losses 
incurred by the manufacturers on their roofing 
contractor sales, The secretary was ordered to 


send a copy of the resolution to every rigid 
insulation manufacturer in the country. It was 
further resolved that the trade favored mar- 
keting of such products exclusively through 
the retail lumber dealer. 

It was the feeling that pool car buying 
should be resorted to only in an emergency 


and that dealers contemplating placing orders 
to be shipped in pool cars definitely ascertain 
the names of all other buyers participating in 
such shipments, so they may know that all 
such merchandise is going to recognized retail 


dealers. 
Election of Officers 
Officers were elected as follows: 
President—Frank C. 
Manufacturing Co., 


Anderson, Anderson 


Louisville. 


Vice president—W. W. Owsley, Cynthiana, 
Kentucky. 

Secretary-treasurer—W. E. Difford, Louis- 
ville. 


Directors (for three years)—Fred Alloway, 
Sturgis: Newton Combs, jr., Lexington; Lucian 
Ruby, Providence. Hold-over directors—Henry 
J. Schoo, Louisville: J. C. Hearn, Ashland; W. 
Cc. Barnes, Central City (for one year): Don 
Campbell, Lebanon: Steve Roemer, Bowling 
Green: J. R. MeNeill, Maysville (for two 
years). 

The offices of secretary and treasurer have 
been consolidated. Emil Anderson, formerly of 
the Southern Planing Mills Co., Louisville, was 
treasurer for a number of years, and is a for- 
mer president, but is now out of the lumber 
business. 

At the morning session the members by a 
rising vote agreed to the formation of a traffic 
department within the association, this depart- 
ment to arrange to have all freight bills audited, 
upon a basis whereby the individual members 
would receive the usual 50 percent which audit- 
ing companies remit from recoveries on over- 
charges, and upon a basis whereby the associa- 
tion would receive a percentage fee of such 
recoveries from the auditing concern employed. 
It is also planned to arrange for this traffic 
department to make a survey to see what could 
be done to overcome the present disparities in 
intra-state freight rates in Kentucky. 
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Co ebuilding plant wl h was urned in Sep 


PENNSYLVANIA 











Willi Ss] t Penn Street 
Planing Mi will rebuild plant rec tly badly dam- 
aged | fire: } it for $10 
SOUTH CAROLINA Tillmar Work is pro- 
gressing on the mill of the W M. Ritter Lumber 
which will include four compart ent type dry 
Casualti 
asualtie 
CONNECTICUT New Haver Me erg & Sons 
1 er dealer oss b fir $r7 
FLORIDA. Molino—Charles Larkin, loss by fit 
MICHIGAN Bango \ ] & Sherrod planing 
MINNESOTA Menahg L T t Lumber Yard 
NEBRASKA Line r Meek Lu er Co loss 
fire, $35.04 
NEW YORK Canastot Lee Mfg. Co., loss 
fire n furniture factory $5 00 
NORTH CAROLINA Fayettevillé Fay Lumber 
Cc ozs bv fir e754 
OHIO Sale nxn FF. SB Lu ( ss 
PENNSYLVANIA Confluence fluer I ! 
ng Mill, owned y C. E. Critchfield, destro i b 
with six rs of lumber: loss. $ 00 
VIRGINIA Bealeton—Planing mill operated 
4 b- Cain lamaged by fire 
WASHINGTON Four I s—lI S. Worthing 
oss by fire it u lwa l 
re, r I nt =] i 
ISCONSIN I Lal Box Fact of Reu 
Ss 1} iged y fire; loss, $20,000 
New Ventures 
ARKANSAS Forrest City—The Lut 
& Produc Cc ee! rg 1 Fay 
= I x. FB ~ nd h l ty at 
’ i Grant s ets; off r Will be 
W I 1 re I du 
CALIFORNIA Ing l I nox Lumber & 
Sul ( has gad us ss t 0 Haw- 
A J aI gement f tI Joslin 
S Fr G S & Nortl it h ngaged 
7 is _— + 51 Calif Y St 
ORGIA F'itzg \. B. Cc. Dor ne! i 
LLINOIS ( xz ( go Star 1 Lu e! 
( s st ted us ss 17 N. W ter Ave 
MINNESOTA M s J n H Rowe is 
XAS Houstor L kin s started com- 
s ] r 1 ss t $17 2nd Nat al Bank 
‘ ys Vick Lumber (¢ sa atarted 
. , nd } ning l usiness 
VASHINGTON Seattle Jack Drescher has 
Val iver—Parr Lumbe ( has started a re- 
umber busines 
ES VIRGINIA W mson I. D. Wescott 
ufacturer of handles and chair rungs 
A st Richwood sit 1 vt me 
. 
Incorporations 
L.LABAMA Selma—Webb Planing Mill Ce n- 
" pit 10 000 will begin operatior 
iW l H r We Pe i in- 
ARIZONA I nix H. H. § up Lu er Co 
por , ipit $4 ( 
ORID Br t Est & Lumb 
sted 
H H Cla Lu ar r ry ted; 1 
ganiz of tl Halifax Lun ( Frank D 
( Ke I x «& Atlant \ 1¢s Daytona 
I ch, pres t 
I atk ( eral Cit Lu er Co n¢ porated 
il S es, $100 pa t e sawmills 
G W W n nterested 
GEORGIA Douglas—Douglas Lu r & Buil 
rs’ Supply C incorporat 
INDIANA Cloverdale ( verd Hardware & 
Lu? er Co incorporated capital, 250 shares, $100 
+7 and 1,900 shares, no part ‘ i concern 
Hammond—W ilhel Fuel & Supply ¢ incor- 
orated; Flora Wilhelm interested 
KENTUCKY Newport—G. «& I Lumber CC 
ipita $45,000; W. E. Fister interested 


LOUISIANA New leans 


Or 





er Corporation capital, $100,000; r, 
410 Burdette St.; general mar in 
South for Willapa Harbor L il- 
ze facilities of American Creoso in South 





port 
Many 
$30.000. 
MICHIGAN Adrian 
increasing capital 
Detroit—Lowrie & 
capital from 
$400,000 
Trave City—Hannah & Lay Co., 
capital from $200,000 to $2 
MISSISSIPPI. Lexington—Hooke & 


Many Lumber Co incorporated; capital 


Rogers Lumber & Coal Co 
from $390 00 to 360.000 

Wedb Lumber 
and 40,000 no 


Co 


pal 


decreasing 
$600,000 shares, to 
rse increasing 


Perry Lum- 
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ber Co., 


at 


incorporated; capital, 
ters Tchula Old concern 
NEW JERSEY Lake 
cong Lumber Co., incorporated 
par 
Wildwood Bianchi Bro ince 
$40,000 
NEW 
porated; 
Alleghany, 


$10,000; 





headquar. 








Hopatcong Lake 


capital, 


Hopat- 
100 shares 
no 


rporated Capital 





YORK 
capital 


Arietta 


$10,000; I 


interested. 


Holden Forestry 


incor. 
todne E. Holden, 


Port 





New York General Lumber Corporation incor- 
porated; capital 100 shares no par; Edward | 
Stein, 305 Washington St., Flushing, N. Y 


NORTH CAROLINA Roanoke 
Rapids Lumber Co., incorporated 
Cc. N. Wheeler. 

OHIO Oxford Miar 
corporated 

PENNSYLVANIA Drexel Hill—She 


incorpor capital $20,000 


tapids 
capital 


Roanoke 
$100,000 


Valley Lumber Co,, jp. 


ited 





Hughesville—Hughesvill Cabinet Co., incorpo. 
rated, 

Pittsburgh McKeesport Dock © incorporated 
J. M Leithead, 200 Orchard Drive, Mt Lebanon 


nterested; lumber, building 


TEXAS Glade 


Co incorporated 


supplies « 
Matthew inney 
5.000 J. M 


water 


capital 


Lumber 
Matt hews 


VIRGINIA Pulaski—Covey-Davidsor Lumber 
Co., incorporated; capital, $50,000; E. W. Covey 
WEST Mount Hope—Mount Hope 


VIRGINIA 
. = incorporated; 





Lumber ¢ 
Snyder 


capital $15,000; R 





Hymeneal 


THOMAS-HOBI. Helen M. Hobi, sister of 
Edwin and Frank Hobi, of the North River 
Logging Co., Aberdeen, Wash., was married 
recently to Arthur Thomas, of T Ariz. 
The bride given in marriage by her brother 
Edwin. Herman Hobi, her twin brother, was 
man Mr. Thomas is a graduate of Rut- 
College of ing in Brunswick, 
N. J., and is a engineer with the 
Federal Light & Tractor Co. of New York 
City. The bride graduated from the Univer- 
sity of Washington with class of 5 


1925 and 
is affiliated with the Alpha Chi Omega 


iscon, 


Was 


best 
Engineet 


valuation 


gers 


tl 
rit 


soror- 


ity. After the wedding a large reception was ; 
held and later the young couple left for Palm 
Springs and Santa Barbara They will make 
their new home in Tuscon. 

f 


HOBI-SCHAFER,. Miss Gertrude Schafer, 


youngest daughter of Mr. and Mrs. Peter 
Schafer, Aberdeen, Wash., was married Feb 
6 to Edwin A. Hobi The marriage was 


solemnized at high noon in St. Mary’s Catholic 

church. James Dempsey, of Tacoma, acted f 
us best man The bride was educated at the } 
convent of Holy Name in Seattle and at the J 


Ward-Belmont school for girls in Nashville, 
Tenn. Mr. Hobi attended the University of 
Washington, and is affiliated with Beta Theta J 
Pi. He is vice president of the Hobi Airways 


Co., and president of the North River Log- 
ging Co. After a wedding trip through Cali- 
fornia the young couple will take up their 


Aberdeen. 


Tresdils oud 


residence in 





Litigation — 


MASSENA, N. Y., Feb. 18.—McDonald Lum- 
ber Company (Inc.), of Massena filed a volun- 
tary petition in bankruptcy in Federal court Jj 
today with liabilities of $12,382 and assets of J 
$11,900, Ruth O. Pratt as treasurer signed § 
the petition which was filed through Attorney 


John W. Whelan. Assets include merchandise, 
$4,000; fixtures and truck $1,750 and accounts 
of $8,854 valued at $5,500. There are forty 


creditors 





Louisiana Commission Sets Tax 


Values on Lumber Stocks 
NEW La., Feb. 


wood nor southern pine manufacturers were 
able to secure reduction in values of lumber 
stocks for State and local tax assessment for 
the year, according to notices sent out by the 
Louisiana Tax Commission, which fixed the 
valuations at the 1931 figures. Stocks of cypress 
at mills where this species is the major pro- 
duction were given a reduction of $5 a thousand. 

Tax assessment valuations set by the com- 
mission for 1932 to apply to stocks as of Jan. 
1 are: Rough yellow pine lumber on yards, 
unmanufactured other than coming through the 
mill, $11 a thousand feet b. m.; cypress, where 
incidental to the operation and not exceeding 
20 percent of total, $20 a thousand; ash, $16; 
oak, $13; all other hardwoods (tupelo, cotton- 
wood, willow and sweet gum), $9 a thousand; 
cypress where over 20 percent total production, 
$15 a thousand. 

Pine stumpage is to be fixed at from $5 to %9 
a thousand feet instead of from $6 to $10 4 
thousand feet. 


one ateted 


ORLEANS, 23.—Neither hard- 
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! How to Figure Costs for Advertising 


| In Classified Department 


For one week..........+- .eeeeeee30 cents a line 
For two consecutive weeks......55 cents a line 
For three consecutive weeks..... 75 cents a line ! 
For four consecutive weeks...... 90 cents a line 
For thirteen consecutive weeks..... $2.70 a line 
For twenty-six consecutive weeks. .$5.40 a line 
For fifty-two consecutive weeks. ..$10.80 a line 








Seven words of ordinary length make 


one line. ; 
Count in the signature. Heading 
counts as two lines. 

No display except.the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 


equal to fourteen lines. 


Remittances to accompany the order 
No extra charge for copies of paper 
containing advertisement. Copy must 
L: in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 
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WANTED ESTIMATORS & SALESMEN 


manufacturer of 
desires sales 


Large southern 
of high quality 


special millwork 
representation in 


several states on commission basis. Must be de- 
pendable estimator with sales ability to make 
proposition mutually profitable. State experience 


and references. 


Address “C. 57,” care American Lumberman. 





Salesmen 


SALESMEN WANTED 
Mill sales group, Fir, Cedar, Western Pine, 
mission basis; advise experience references. 
Address “W. 23," care American Lumberman. 





com- 





EXPERIENCED LUMBER SALESMAN 


To call on industrial trade Give full details first 
letter. Confidential. 
Address ‘“‘B. 53,’ care American Lum >erman. 





HAVE OPENING FOR CAPABLE MAN 


To develop wholesale business on Pondosa Pine, 
Spruce, Hardwood, ete. Confidential. 
Address “B. 58,”’ American 


care Lumberman. 





Employment 


MARRIED MAN, 39 


Combination executive, sales manager, salesman, 


clerical. Can do almost anything. Experienced 
mill, wholesale, retail; southern pine, coast prod- 
ucts, hardwoods. Life time in lumber industry. 


Record of achieve- 
worker and producer, 
American Lumberman. 


Will fit into any organization. 
ment. excellent references, 
Address ‘“‘R. 2,” care 





MIDDLE-AGED HIGH CLASS LBR. SALESMAN 


Familiar 


. With both hard and soft woods, who has 
a splendid clientele in the industrial and rail 
road trade, is in a position to represent a very 
high class concern. 

Address “C. 67,” care American Lumberman. 








A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 


AMERICAN LUMBERMAN 
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Employment 





POSITION WANTED IN COLO. OR NEW MEXICO 
Thoroughly experienced 


lumberman now employed 
would like to make a 


permanent connection. Had 
plenty experience at woods, saw-mill, special mill- 
work and estimating, costs, building construction 
and estimating, make plans and details, sales, of- 
fice, retail lumber yard manager. Would like 
position as manager or salesman on road in Colo- 
rado or New Mexico territory representing a re- 
liable lumber, millwork and building material sup- 
ply company. 
Address ‘‘G. 906," 


care American Lumberman. 





FACTORY SUPERINTENDENT AVAILABLE 
Years of experience in all details. 14 years as 
superintendent with one concern, successfully oper- 
ating a large factory doing a country wide busi- 
ness in stock items and odd millwork. tef. as to 
character and ability; plenty of ‘‘push.’’ Consider 
part salary arrangement. 
Address ‘‘C. 5,”" care American Lumberman. 


60d, 





PLANING MILL FOREMAN 


Wants position as planing mill foreman or machine 


man. 15 years’ experience; 38 years of age; mar- 
ried with family. Can furnish No, 1 reference. 
Address “C. 50,"" care American Lumberman, 





EXECUTIVE, SALES MANAGER 


Young, married, formerly President of own suc- 
cessful wholesale Co., sales manager one of largest 
wholesalers in U. S., sales agent two of largest 
manufacturers. Experienced mill, wholesale, re- 
tail, southern pine, hardwoods, white pine, Pacific 
Coast products. Organizer, producer, excellent 
references. 

Address “‘C. 51,” Lumberman, 


care American 





MERGER OF YARDS IN LARGE CITY 


Makes available the services of a successful man- 
ager. Experienced all parts of retailing. 
Address “C. 53,’ care American Lumberman. 





A CLASSIFIED AD WILL MOVE SLOW STOCK 
ADVERTISE FOR WHAT YOU WANT 


ae 


Employment 








PLL LDS SIS 


WITH EXCEPTIONAL EXPERIENCE 
Wants a position in the lumber 
handle any work connected with 
lumber, either soft or hardwoods. 

in selling R. R. 


MAN 


business. Can 
manufacturing 
Wide experience 
material. Can handle saws, 
loaders and locomotives. Have managed retail 
yard and planing mill. Willing to start in any 
position and prove ability. 

Address “C. 58,” care American Lumberman. 





COMBINATION SHIPPING AND LUMBERMAN 
Looking for connection with shipper and 
distributor of West Coast Knows timber 


large 
woods. 


and lumber business thoroughly as well as trans- 
portation and ship operating. 
Address “C, 63,” care American Lumberman. 





WANTED POSITION AS ASSISTANT 
Logging superintendent or Sealer. 8 
perience in logging work including 
log trains and R. R. construction. A-1 Refs. from 
former employers. Will go anywhere. 

Address “‘C, 64,”" care American Lumberman. 


years’ ex- 
supervision of 





- a 
Lumber and Dimension 
WANTED—s00,000 HAMPER BOTTOMS 
5/8” & 6/8” thick, 8-inch diameter. 
YATES LUMBER CoO., Penn Yan, N. Y. 


WANTED CONTRACT FOR 











10M to 100M Fir and Tamarack Ties, any size, 
any lengths, also Switch Ties; 1 Million Western 
Red Cedar Fence Post. MICHAEL DUMONT, 


Galloway, B. C. 





LUMBER WANTED 


To Hear From Companys that can furnish, 
ears strait or mixed thickness Basswood and 
Poplar for delivery Baltimore, Maryland, send list 
and prices different grades, thickness and describe 
fully. 
Write 


several 


“A 54,” care American Lumberman. 





RETAIL YARD TO MANAGE 


Young man 29 years old, married, desires position 
as retail yard manager. Five years’ experience in 
line-yard management; three years in wholesale 
millwork, estimating and selling. Best references. 


Ability, 
Address “C. 


character and 
54.” care 


experience. 


American Lumberman. 


RELIABLE WHOLESALE COMPANY 


Desires connection with mills to handle on com- 
mission basis Oak, Chestnut, Philippine, Gum, etc., 
for Province of Quebec and Eastern Ontario. Can 
furnish best of reference. When replying advise 
if N. H. L. A. certificates will accompany invoices. 
Address “‘W. 4,” care American Lumberman. 





FORMER LUMBER BUYER 


Wishes to make connection with reputable manu- 
facturer. Age 33. Exp. Buyer, Selling, Acctg., 
Credits ete. 

Address “C. 55,’° care American Lumberman. 





A GOOD SAWMILL “DOCTOR” 
Keep entire mill in 
filer. Willing to 


good 
prove 


Years of experience. 

order. Expert sawyer & 

ability. 
Address ‘“‘C. 60,"’ Lumberman. 


eare American 





LUMBERMAN DESIRES POSITION 


Southern Michigan. 
care American Lumberman. 


Selling lumber in 
Address “‘C, 70,” 





BAND SAW FILER 
25 years’ experience. Go anywhere at 
B. F. WHITE, Leetsdale, Pa. 


once, 





WANTED AS SALES-MANAGER 
For Southern mill, either 
or could handle the 
of a medium sized 
lowing in industrial 
further details or will 
view. 

Address “C. 68,” 


POSITION 


hardwood or 
sales and general 
mill. T have a very good fol- 
trade. A letter will bring 
arrange for personal inter- 


yellow pine, 
management 


eare American Lumberman. 





POSITION WANTED BY EXP. AUDITOR 
Available immediately. 
able. 

Address “B. 


Salary demands reason- 


3," Lumberman. 


HARDWOOD INSPECTOR OR SAWYER 
Experienced in drying lumber. Exceptional refs. 


Willing to prove ability. Address ‘“‘W. 27,"' care 
American Lumberman. 


WHOLESALE OR RETAIL CONNECTION 


Wanted by capable man, experienced buyer, sales- 
man, office man. Strictly sober, good record. South 
preferred. 

Address “W. 18,” care American Lumberman. 


eare American 














WANTED—PRICES DELIVERED SCRANTON, PA. 
Longleaf Y. P. sizes, dimension. OWEN M. 
BRUNER CO., Ventnor City, N. J. 





Business Opportunities 


CAPABLE YELLOW PINE SALES EXECUTIVE 


And production man interested in making small 
cash investment in purchase yellow pine plant or 
lease small operation, well located, ample stump- 
age available. Would consider proposition from 
owners of plant and stumpage on profit sharing 
basis. Nothing but real bargains considered. 


Address “A. 52,” care American Lumberman. 





WTD. A LBR. MANUFACTURING BUSINESS 


By man with broad the 
lumber business woods to 
Address “‘C. 62,’’ care 


Retail Lumber Yards 


RETAIL YARD WANTED 
Paul, Minn. Moderate fixed investment. 
+ care American Lumberman. 


Steel Rails 


WE WANT 800 TONS 35 LB. RAILS 
Name lowest price. 
6,"" care American 


experience. Covering 
market 


American Lumberman. 








Near St. 
Address 


56,” 








"as Lumberman. 


Address 





HAVE YOU A TRUCK YOU WOULD LIKE TO 
TRADE? ADVERTISE 



















SCLASSIF/EO, 
ADVERTISING = 








— 
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FOR SALE 

















Retail Lumber Yards 


RETAIL LUMBER AND FEED MFG. 
: On State and Co 
Mod. Res Well 


shed go 





T y 
ul ermman 


FOR SALE RETAIL : FUEL 


south central Ilii- 





€ 7 


American Lumberman. 





FOR SALE GOOD RETAIL LUMBER YARD 








f es fr m_ St. Louis 
I 1 Lumberman. 
LUMBER AND COAL BUSINESS FOR SALE 
ng to a death. One yard 
e to live Annual busi- 
e $2 $1 » handle, Inquire of 
MRS. E. McMARTIN, Pilot Rock, Ore. 





RETAIL FARES FOR SALE 
rn Wis sin Will furnish 
on application 
American Lumberman 





HAVE YOU SOMETHING TO SELL? 
Advertise in the Classified Advertising 
jepartment when you want to sell 


something in the lumber industry. 
AMERICAN LUMBERMAN, 
Ss. I r rn St., Cl ago, Ill. 





Business Opportunities 





WELL ESTABLISHED HARDWOOD 
WHOLESALER AND MANUFACTURER 





er r ha pportunity to acquire 
r + y - o ni 
ight mi 
gg g heap tin 
S Establi ] 
, a be l 
An unu t 
Hg han com 
a + 
g& stock 
( rn or 
por 
g $15,000 invi 
ove € 1 rag 





take active interest. Branch 
Strict investigation Investment se- 


American Lumbermar 


Timber and Timber Lands 


B. C. TIMBER 














Lumber and Dimension Logging Equipment 


LPDPDPAD LLP DDD DD DD PD DDD DD DD DD SD I A I A I IO 





FOR SALE—BANDSAWN DELTA HARDWOODS FOR SALE OR CHARTER 

And genuine deep swamp Cypress, straight or | Steam towboat, gas boats, derrick boats and barges, 
mixed cars, domestic or export shipment. Planing Write for specifications and sale or charter prices 
mill facilities. Inquiries solicited. HOUSTON BROS., Vicksburg, Miss. 





HOUSTON BROS., Vicksburg, Miss. 








A CLASSIFIED ADVERTISEMENT BRINGS 


FOR SALE 15%” R. E. OAK BEECH 
BUYER AND SELLER TOGETHER 


l-inch S. E. Pine Box Boards 
l-inch 8S. E. Spruce Boards 


Attractive prices S i 
HOLDEN & MARTIN LBR. CO. - R | 
Brattleboro, Vermont ee alls 




















4-5-6-8 and 12/4 WHITE OAK LUMBER RELAYING # LB. AND @ LB. RAILS 

11B- 2724—-Lumber 5Y%pt 2-18 Also 30s, 35s, 56s, 70s, 80s, 858. New rails, all 

1-5-6 and 8/4’ Red Oak : | weights. Switches, frogs, second-hand locomotives 

1-5-6 and 8/4 Both Sap and Black Gum ROBINSON & ORR, 248 4th Ave., Pittsburgh, Ps 
10 and 12/4 log run Soft Elm as : 
4 nd 8/4 Poplar 8/4 Yellow Cypress /4 Ash. 

: © WILSON, Halls, Tenn. 2,000 TONS RELAY RAILS 35 LB. TO 60 LB. 

Also considerable quantity scrap rails located near 

FOR SALE—LATH seaumont, Texas Address LODWICK LUMBER 


COMPANY, Shreveport, Louisiana. 
1 Spruce—White & Red Pine 
ARMAND G. AUGER CO., Quebec, Que 








WANTS SUPPLIED 
Large number of wants supplied each 
week through the classified section. 
We do it for others, why not for you? 
AMERICAN LUMBERMAN, 431 5S. 
Dearborn St., Chicago. 





Second Hand Machinery | 


I 














SAW MILL MACHINERY, PLANING MILL 


Machinery, Filing Room Equipment, Power Plants, 
Steam & Electric. Send for list of items from the 
equipment of the Virginia & Rainylake Company. 


Address the Th 
GENERAL WRECKING & LUMBER CO., e 
Virginia, Minn, 


COMPLETE BOX FACTORY IN MASS. PEE. D | WIN 
Doub! and single surfacers, printers, nailers, - = 


leaters stapling machines, grinding machines, 


"tei C. 61," care American Lumberman STEAM FEED 
Locomotives and Cars | Costs little more than belt or 











FOR SALE | friction type feeds, but it makes 
One (1) 28-ton Lima Shay geared locomotive, re- | . ° h 
built. TOMAHAWK STEEL & IRON WORKS, | a tremendous difference in the 


Tomahawk, Wis. | 


‘| cut of the mill. 





~_—oOoro 











Miscellaneous | It's worth investigating. 


STRAIGHT LUMBER ON ANY EDGER FOR $12.50 
vo front and two rear spur rollers that leads 
’ yard straight My 1932 Edgers are so 


| Write for catalog A. 








Also 25 H. P. Portable Saw Mil 
WwW. W. BOWMAN, Tins , Pa. 





Brings up to $10 per M more. Directions to build 
' a portable vat $1. J. H. MINER, Meridian, Miss. 








FOR SALE || FOR SALE ] 


Lf 
E 
£ 
t 





~ RE 








\pproximately 1 feet fine saw timber quipped, from $119 up, some clear its cost every | , 
\ ‘ hu r r poles i fir days | 
piling f i to close an estate J. H. MINER, Meridian, Miss | SOU E 
n rail and r near Full particu- FOR SALE—WOOD AND WIRE FENCING | 
“CANADIAN FINANCIERS TRUST co Portable corn cribs, silos, and snow fence. Deliv- | W 
> W. Ha dae ge <d —— > Cc ered prices gladly quoted. | STEAM FEED ORKS 
STANDARD FENCE CO., Lufkin. Texas. 
FOR SALE MERIDIAN 
iiseiiaine th Wilner eatin Wiiitien nih tent LIGNASAN DIPPED LUMBER MISSISSIPPI 
| 





| 
| American Lumberman 





“Sawmill 7 BOOKS THAT YOU NEED 
—Dozens of them—are quickly avail- | 


Operators @ able from our complete line. 
Learn More About These 


| Books That'll Increase Your Profits 


Write Now for Complete Catalog 
=~ 431 S. Dearborn Street 





CYCLONE BLOW PIPE CO. 


IMPROVED SLOW SPEED SYSTEMS 
Cyclone Dust Collectors 
Automatic Furnace Feeders 
Steel Plate Exhaust Fans 
Exhaust and Blow Piping 





Complete Systems Designed, Manufactured 
and Installed ; Old Systems Remodeled. 


2544-2554 West 21st Street 
(Pat.) Corner Rockwell Street CHICAGO, ILLINOIS 








CHICAGO, ILL. 
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If page number does not appear opposite name, the display advertisement will be found in a previous issue 


Alger-Sullivan Lumber Co., The 49 

Algoma a eee 
Allington & Curtis Mfg. Co., The 

Allis‘Chalmers Mfg. Co.. 

Aluminum Company of ha 


American Credit-Indemnity Co. 


‘. 3 ear 58 
American Logging Tool Co..... 18 
American Plywood Corporation 
American Saw Mill Machinery 

SNL) a cine nee ee eae eos 
American Steel & Wire Co..... 
Anaconda Copper Mining Co... 18 
Arkansas Soft Pine Bureau..... 17 
Armstrong Cork & Insulating 

. Seerrrrer err Tee 51 


Associated Leaders of Lumber 
& Fuel Dealers of America.. . 


Associated Lumber Mutuals. . . 
Atlas Manufacturing Co....... 
Ayer & Lord Tie Company... . 


Babeock Company, W. W., The 59 
Baldwin Locomotive Works.... 70 
BC Spruce Mills, Ltd. ....... 14 
Seer re 
Biles-Coleman Lumber Co. ... 
Birch Valley Lumber Co... ... 
Booth-Kelly Lumber Co., The... 
Bradley Lumber Co. of Ark... . 
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Bratlie Bros. Mill Company... . 
Brooks-Scanlon Corporation. . . 
Brooks-Scanlon Lumber Co.... 11 
Brown & Company, Geo. C.... 50 
Brown Dimension Company... . 
Brunswick Lumber Co......... 18 


54 


8 8 Se ee 70 
Builders Commercial Agency.. . 
Caddo River Lumber Co...... 10 
ae | Sugar & White Pine 
Camp Manufacturing Co....... 4 
Carey Company, The Philip. . 
Caterpillar Tractor Co......... 5 
Certain-teed Products Corp... 
— River Boom & Lumber 
Cisar Brothers.......... .... 58 
Cleveland Tractor Company... 72 
Clover Valley Lumber Co...... 16 
Cobbs & Mitchell, Inc......... 3 
Collins Lumber Co., John D.... 54 
Continental Steel Corp........ 
Crater Lake Lumber Co....... 
Crawford Door Company...... 
Crescent Machine Company. . 
Curtin-Howe Corp............ 18 
Cyclone Blow Pipe Co... 66 


Pee rees 
coer ee ee eererseees 


Douglas Fir Plywood Mfrs.... 6-7 
Dry Kiln Door Carrier Co... 
~~ de Nemours & Co., 


ee 


Electric Wheel Company...... 


Emporium Forestry Company.. 50 


Feather River Lumber Co...... 
Ferguson Lumber Co. W. T.... 
Firestone Tire & Rubber Co... 


57 


Flexible Steel Lacing Company 
Ford Motor Co............... 
Fordyce-Crossett Sales Co... ... 
Prants Bile. Co......ccccscees 
Frost Lumber Industries, Inc... 3 
Fruit Growers Supply Company 


General Motors Truck Co. .... 


Goodyear Tire & Rubber Co.. . 
Great Southern Lumber Co.... 8 
Griswold Lumber Company, The 56 
Hammond Cedar Company, 
PinGechacctotcakesabeasn 


Hammond Lumber Co., Inc.. 15 
Henkel “Edge-Lite” Corpora- 


Hettler Lumber Co.,HermanH. 18 


Hines Hardwood & Hemlock 
ee ren 


Hines Lumber Company, Ed- 
ward, and Affiliated Interests 


Hines Western Pine Co.,Edward 
Hoe & Company, R........... 
Holt Hardwood Company..... 
Holt Lumber Company........ 
Homochitto Lumber Company. 


Te Cs, TO, osc ciccccnoass 


Johns-Manville.............. 
Johnson & Wimsatt.......... 


Kerry & Hanson Flooring Co... 
Kinzua Pine Mills Company.. . 


lo Machine Works, Henry 


Leschen & Sons Rope Co., A... 53 
Libbey-Owens-Ford Glass Co... 
Lima Locomotive Works, Inc... 70 
Lindsey Wagon Company..... 70 
Long-Bell Lumber Sales Corp. . 


(See following two pages for Directory of Products) 


Lumbermen’s Credit Association 58 
ae. “Sagan Mutual Casualty 


ee 


McGoldrick Lumber Company 


Madera Sugar Pine Co......... 
Maisey & Dion............ 
Majestic Company, The...... 
Mathieu, Limited, J. A........ 4 
Meadow River LumberCo.,The 

Menominee Indian Mills, The. 
Metropolitan Building Com- 


14 


Michigan-California Lumber Co. 
Se eccncndwewsieen 
Mitchell Brothers Co.......... 3 
Moore Dry Kiln Company.... 
Moore-Keppel & Co......... 
Mowat, Fat O....6s0is vases 


Mumby Lumber & Shingle Co. 15 


National Bearing Metals Corp. 
National Dry Kiln Co......... 


National Lumber & Creosoting 
NGS cacaecdade encase 


National Lumber Manufactur- 
ers Association. . 


Neleon & Co., Gilbert......... 
Newman Lumber Co., J. J... . . 


Northwestern Cooperage & 
Lumber Co 


Oak Flooring Manufacturers 
Association of the U.S...... 
Cgunes Railway & Timber 


55 


Pacific Mutual Door Co... . ..12-13 
Paine Lumber Company, Ltd. 
Pardee & Curtin Lumber Co. . 
Parker & Sons Co., Ira...... 
Paxson Company, The........ 
Peavy-Wilson Lumber Co... .. . 
Pioneer Lumber Company.... . 
Pittsburgh Plate Glass Co...... 
Polleys Lumber Co., The. ..... 
Polson Lumber & Shingle Co... 
Pondosa Pine Lumber Co... .. . 


53 


55 
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Richard Shipping Corp........ 
Robinson Manufacturing Co.... 


Roosevelt Hotel.............. 
Ross Carrier Company........ 
Rowe Manufacturing Co...... 


Samson Cordage Works....... 
Schuette Co., Wm............ 
Scovell, Wellington & Co....... 
Segelke & Kohlhaus Co...... 
Seidel Lumber Co., Julius... . . 
Sewall, James W.............. 
Shevlin Pine Sales Company .. 
Shimer & Sons, Samuel J... ... . 
Silver Lake Company........ 
Simonds Saw and Steel Co.. .. 

Sisalkraft Company, The...... 
Soule Steam Feed Works...... 


Southern Oak Flooring Indus- 
Ste rse ent eeesesenta 


Spain & Co., H. M............ 
Standard Conveyor Company. . 


Stewart Inso Board Corpora- 
Ciidvébatewectabenaaeseee 


Stoltze Manufacturing Co., Ltd. 
Stover Manufacturing Co...... 
Sullivan Lumber Co.......... 
Sumter Lumber Company, Inc. 


Taylor, Stiles & Company..... 
Tegge Lumber Company...... 
Thunder Lake Lumber Co.. . 
Thurston-Flavelle, Ltd........ 
Tremont Lumber Company . 
Truscon Steel Company....... 


United States Gypsum Co...... 


Vento Steel Sash Co........... 
Von Platen-Fox Company..... 


Ward Brothers............... 
Warren Axe & Tool Co........ 
Washington Manufacturing Co 
Washington Veneer Company. . 
her . “vee Stained Shingle 


Se 


Webster Lumber Co., H. E. ... 
Wells Lumber Co., J. W...... 
Wendling-Nathan Company... . 
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White River Lumber Company 
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Wier Long Leaf Lumber Co... . 
Williamsport Wire Rope Co... . 
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Wood Conversion Company. . 

Wuichet, Inc., Louis.......... 
Wyman Lamber Co., 


67 
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Directory of Products Advertised in the American Lumberman 


For page number, refer to Advertisers’ Alphabetical Index on preceding page. If the page number 
does not appear in the Index, the display advertisement will be found in some previous issue. 


SOFTWOOD LUMBER 


A—wNorthern Pine 
B—Northern Spruce 
Bi—West Virginia Spruce 
C—Northern Hemlock 
Cl—West Virginia Hemlock 
D—Northern Cedar 


Brunswick Lumber Co....ac 


Cherry River Boom & 
Lumber Co, ...cseecees bicl 
Emporium Forestry Co...abc 
Hettler Lbr. Co, H. H...ace 
Hines Hardwood & Hem- 
lock Co., Edward....... ac 
Hines Lbr. Co., Edw. and 
filiated Interests..... acej 
Mathieu, Ltd., J. A...... abk 
Menominee Indian Mills, 
BES cccccveeceeceececes ac 


Northwestern Cooperage & 
Lbr. Co., The 


Dibert, Stark & Brown 
Cypress Co., Ltd......... 


Fordyce-Crossett Sales Co..f 
Frost Lbr. Industries, Inc..e 
Ferguson Lumber Co., W. T. 
Great Southern Lbr. Co...eq 
Hettler Lbr. Co., H. H...ace 
Hines Lbr. Co., Edward 

and Affiliated Interests..e 
Homochitto Lbr. Co.......e8 


Long Bell Lbr. Sales Cor- 
poration ......++....ejmt 


Newman Lbr. Co., J. J....€ 
Peavy-Wilson Lbr. Co......¢@ 
Pioneer Lumber Co..... coe® 
Seidel Lbr. Co., Julius.... 
aosenedevesevocone efjlpqst 
Sumter Lumber Co., Inc....¢ 
Tegge Lumber Co., The...ef 
Tremont Lumber Co......ef 
Wier Long Leaf Lbr. Co...e 








I—North Carolina Pine 


Camm MGs. Geeccccvece soul 
Johnson & Wimsatt........1 
Schuette Co., Wm........-- ais 


Willson Bros, Lumber Co...al 


J—Fir 

K—Spruce (Western) 
L—Western Red Cedar 
M—Western Hemlock 
N—Port Orford Cedar 


Anaconda Copper Mining 


GR. cosevccecscceese oot 
Ayer & Lord Tie Co......eJ 
B C Spruce Mills, Ltd..... nm 
Booth-Kelly Lbr. Co..... — 
Bratlie Bros. Mill Co...... 1 
Collins Lbr. Co., John D.jlm 
Griswold Lbr. Co., The.....J 
Hammond Cedar Co........ 1 
Hammond Lumber Co., Inc. 

Ee Se ee jmopq 
Hines Lbr. Co., Edw., and 


Affiliated Interests ...aceJ 
Long-Bell Lbr. Sales Cor- 
POTAtion ..ccseeseees ejmt 
Mathieu, Ltd., J. A..... abk 
McCormick Lumber Co., C. 
RM. coccccccccescoesecs Imo 
Miller Co., Pawl .cccccccce 
Mumby Lbr. & Shingle Co. 
Secereccecoossrresecees Im 
Northwest Spruce Co...... Bh 


Ostrander Railway & Tim- 
ber Co. 


Homochitto Lbr. Co....... 


TTT TrrrereT TTT acijmnopq 
Long-Bell Lumber Sales 


Corperatiom ccccccces ilnoq 
Maisey & Dion..... adhimng 
Meadow River Lumber Co. 

rT eve TT TT rere bedfmno 
Menominee Indian Mills, 

 ssreresciéerees abdhmn 


Moore-Keppel & Co.bcdefmno 
Newman Lumber Co., J. J. 
Ceeeesooceceovnns acijmnopq 


Rid Lake Lumber Co...... ce 
Shevlin Pine Sales Co....apt 
Von-Platen-Fox Co. ...... ac 
Weyerhaeuser Sales Co.... G—Arkansas Soft Pine 
eeenéedonwaud ajlmst 
White Star Lbr. Co...... cejl Arkansas Soft Pine Bureau.g 
Wisconsin Land & Lbr. Co. Bradley Lbr. Co. of Ark..gh 
WUT TELITCITTELILT TTT TTT acd Caddo River Lumber Co..eg 
Fordyce-Crossett Sales Co..g 
E—Southern Yellow Pine Southern Lumber & Supply 
GE, csvececcsesecesss socosf 
F—C}y press 
Alger-Sullivan Lbr. Co..... e 
Ayer & Lord Tie Co...... ej H—Aromatic Red Cedar 
Br Ks-Scanlon SS 
Caddo River Lumber Co..eg Bradley Lbr. Co. of Ark..gh 
Ee EE eee fi Brown & Co., Geo. C.......h 
SL, netic gu doddwaenenmes si ” Hickory ......se-05- cocccedl 
0 eee cooet PPT 
DE cette cnacudnoanowauie ec Magnolia ............ cocceell 
SE enwte exsddadaddwwes da Maple (Hard and Soft)....m 
PE tcchen cid kadendnawed 6 GE ovccsstcvsnoenseees coot 
DT dotedéeedee un eens ft PED csceescceees ° cee® 
DE csceceneesusaat g Sycamore cose ee 
Dt. tepibdebseneaneeneacen h DE weceeeosens eceecocces q 
DD cscsxmestesteaaanaawas i Walnut .. neuteteesene’s r 
Alger-Sullivan Lumber Co.ino Dibert, Stark & Brown 


Birch Valley Lumber Co... 


éanusdebetsenceseus abcdfjno 
Bradley Lbr. Co. of Ark.cin 
Brown & Co., Geo. C..ahjln 
Brown Dimension Co....bdm 


Brunswick Lumber Co..adhm 
Caddo River Lumber Co...n 
Camp Mls. Ce. ccccceces aing 


Cherry River Boom & Lbr. 
GA cavesosceoes abcdefmno 
Cisar Brothers...... adhimnqg 


Cypress Co., 
Emporium Forestry Co...... 
Fordyce-Crossett Sales Co..in 
Frost Lumber Industries, 

BE vxtnens eseenes achijing 
Hettler Lumber Co., H. H. 
Hines Hardwood & Hem- 

lock Co., Edward ..abdhm 
Hines Lbr. Co., Edw., and 

Affilated Interests..abdhm 
Holt Lumber Co.......bdhm 


MILLWORK, FRAMES, 


SASH, DOORS, COLUMNS, 
MILLWORK 


Collins Lbr. Co., John D. 
Hammond Lumber Co., Inc. 
Long-Bell Lbr. Sales Corp. 
Pacific Mutual Door Co. 
Red River Lbr. Co. 
Robinson Manufacturing Co. 
Sullivan Lumber Co. 
Washington Manufacturing 
Company 


TRELLIS, LAWN AND 
GARDEN FURNITURE 
Hammond Lumber Co 
Long-Bell Lbr. §S 

Rowe Manufactur x 


WINDOW AND 
DOOR FRAMES 


Biles-Coleman Lbr. Co., 
Bradley-Miller Company 
Collins Lbr. Co., John D. 
Hammond Lumber Co., Inc. 
Kinzua Pine Mills Co. 
Long-Bell Lbr. Sales Corp. 
Pacific Mutual Door Co. 
Red River Lbr. Co. 
Robinsen Manufacturing Co. 
Segelke & Kohlhaus Co 
Washing Manufacturing 


Company 


Inc. 


WOOD FLOOR BLOCKS, 
FLOOR PLANKS 
\\ Land & Lbr. Co. 


“nmin 


Pardee & Curtin Lbr. Co...n 
Peavy-Wilson Lumber Co..in 
Rib Lake Lumber Co.abcdm 
Tegge Lumber Co., The... 
saooeseeevens abdehijmnopr 
Thunder Lake Lumber Co. 


Tremont Lumber Co..chijnqg 
Von-Platen-Fox Co....abhim 
Willson Bros. Lbr. Co....mn 
Wisconsin Land & Lbr. Co. 


Pacific Mutual Door Co....j 
Robinson Manufacturing Co.j 
Polson Lbr. & Shingle Co.m 
Seidel Lumber Co., Julius 
PeTTTT TTT TTT TTT efjipqst 
Sullivan Lumber Co....jkimr 
Thurston-Flavelle, Ltd...... 1 
Manufacturing 


Weyerhaeuser Sales Co.... 
coves etecnceeseun oe ajlmst 
White River Lumber Co.jklm 
White Star Lumber Co...cej 
Winton Lumber Sales Co..ks 


O—California Pine 
P—California Sugar Pine 
Q—Redwood 


Algoma Lumber Co........ ° 
California Sugar & White 
Pine Co. 
Clover Valley Lbr. Co....... ° 
Feather River Lumber Co..o 
Fruit Growers Supply Co..pt 
Great Southern Lbr. Co...eq 
Hammond Lbr. Co., Inc... 


Michigan-California Lum- 
ber Co. 
Red River Lumber Co....op 
Seidel Lumber Co., Julius. 
(heb eewddne ed eueads efjlpqst 
Shevlin Pine Sales Co....apt 
Wending-Nathan Co. ....opq 


Wuichef, Inc., Louis... ., oy 
Wyma. Lumber Co., M. Pig 


February 


R—Pondosa Pine 
S—IdalLo White Pine 
T—Ponderosa Pine 
U—Western Larch 


Anaconda Copper Mining 

Co. 
Biles-Coleman Lbr. Co., Inet 
Brooks-Scanlon Lbr. Co.,..,,t 
California Sugar & White 

Pine Co. 
Crater Lake Lumber Co.,,.t 
Fruit Growers Supply Co..pt 
Hines Western Pine Com- 

pany, Edward ..........t 
Kinzua Pine Mills Co....., t 


Long-Bell Lbr. 
poration 


Madera Sugar Pine Co....pt 


Sales 


McGoldrick Lbr. Co........st } 


Michigan-California Lum- 
DP Ge kecuscecscecseewnl pt 
Polleys Lumber Co.......tu 
Pondosa Pine Lumber Co...r 
Schuette Co., Wm........ ais 
Shevlin Pine Sales Co....apt 
Sullivan Lumber Co....jkim 
Weyerhaeuser Sales Co.... 


Winton Lumber Sales Co..ks 


HARDWOOD 
FLOORING 
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Bradley Lumber Co. of Ark.e 
Brown Dimension Co...... da 
Caddo River Lumber Co....e 
Cherry River Boom & 
Lumber Co. 
Cobbs & Mitchell, Inc...... d 
Fordyce-Crossett Sales Co..e 
Hettler Lumber Co., H. H.de 
Holt Hardwood Co....... bde 
Kerry & Hanson Flooring 
GU skcbbsses sees onstons ad 


Long-Bell Lumber Sales 
Corporation 


Meadow River Lbr. Co..abde 
Mitchell Bros., Inc........ bd 
Moratz, Ov cccccecsecd 


Northwestern Cooperage & 
Lumber Co., The...... abd 

Oak Flooring Manufactur- 
ers Association of the U. 
8s. 


Paul 


Seidel Lumber Co., Julius.abd | 


Southern Oak Flooring In- 
dustries 


Tremont Lumber Co......: e 
Ward Bros. 
Webster Lumber Co., H. E..¢ 
Mills Tum Cr J. W..bd 


Wisconsin Land & Lbr. Co. 
ééwrasathuwavaneaeaaen abd 


SHINGLES, PACKAGE TRIM, ETC. 


PACKAGE TRIM 


Biles-Coleman Lbr. Co. 
Bradley Lumber Co. of Ark. 
Caddo River Lumber Co. 
Fordyce-Crossett Sales Co. 
Frost Lumber Industries, Inc. 
Kinzua Pine Mills Co. 
Long-Bell Lbr. Sales Corp. 
Pondosa Pine Lumber Co. 
Weyerhaeuser Sales Co. 


SHINGLES 

Northerm Cedar ........... A 
Western Red Cedar..... — 
DEE oceccocestaseseres © 


Bratiie Bros. Mill Co...... b 
Collins Lbr. Co., John D...b 


Hammond Cedar Co., Ltd..b 
Hammond Lbr. Inc....¢ 
Hines Lbr. Co., Edw., 


Affiliated Interests 


Co., 


and 


Heit Lamber Ce. .cccccscecs a 
Mumby Lbr. & Shingle Co..b 
Northwestern Cooperage & 
Lumber Co., The........& 
Polson Lbr. & Shingle Co..b 


Stoltze Manufacturing Co. 
Ltd. 


Sullivan Lumber Co...... .+b 

LAG... 2 06 bd 

Weatherbest Stained Shin- 
gle Co. 


Thurston-Flavelle, 


Wendling-Nathan Co. ....++ 
White River Lbr, Co....-: b 
Willson Bros. Lbr. Co.....-+: a 
Wisconsin Land & Lbr. Co.4 


CEDAR POSTS AND POLES 


Hettler Lbr. Co., H. H. 
Holt Lumber Co. 
Long-Bell Lbr. Sales Corp. 


McCormick Lumber Co., C. 8. 
Northwestern Cooperage & 
Lbr. Co., The 


YELLOW PINE POSTS 
AND POLES (Creosoted) 


Ayer & Lord Tie Co. 
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Directory of Products Advertised in the American Lumberman 


For page number, refer to Advertisers’ Alphabetical Index. If the page number does 
not appear in the Index, the display advertisement will be found in some previous issue. 


UMINUM 
AMINTED LUMBER 


Stover Manufacturing Co. 


BATHROOM CABINETS 
Henkel “Edge-Lite’’ Corp. 


BUILDING PAPER 
Sisalkraft Co., The 


CEDAR CLOSET LINING 
Bradley Lbr. Co. of Ark. 
Brown & Co., Geo. Cc 


FENCE AND FENCE POSTS 
American Steel & Wire Co. 
Continental Steel Corporation 
FINISHED FLOORING 
Moratz, Paul O. 


GARAGE DOORS 

Crawford Door Company 
Paine Lumber Company 
Robinson Mfg. Co. 
GATES—Steel 

American Steel & Wire Co. 
Continental Steel Corporation 
GATES—W ood 

Rowe Manufacturing Co. 


AXES AND 
TOOLS 
American Logging Tool Co. 
Warren Axe & Tool Co, 


LOGGING 


BABBITT METAL 


National Bearing Metals 
Corp. 
BELTS AND ACCESSORIES 


Flexible Steel 

Goodyear Tire 
The 

BELT LACINGS 

Flexible Steel 


Lacing Co. 
& Rubber Co., 


Lacing Co. 


BLOWERS, FANS, DUST 
COLLECTING SYSTEMS 


Allington & Curtis Mfg. Co., 
e 

Cyclone Blow Pipe Co. 

CONVEYING 

Allis-Chaln 


MACHINERY 
1iers Mfg. Co. 


CONVEYORS—Gravity 
Standard Conveyor Co. 


CUTTER HEADS 
Shimer & Sons, S. J. 


DRY KILNS AND 
ACCESSORIES 

Dry Kiln Door Carrier Co. 
Moore Dry Kiln Co. 
National Dry Kiln Co. 


DRY KILN CONTROL 
INSTRUMENTS 
Moore Dry 


Kiln Co. 
National 


Dry Kiln Co. 


MISCELLANEOUS SUPPLIES 


ACCOUNTANTS 
Nelson & Co 


, Gilbert , 
Scovell, 


Wellington & Co. 


APPRAISERS AND TIMBER 
ESTIMATORS 


Sewall, James W. 
Spain & Co., H. M. 


ASSOCIATIONS 


Arkansas Soft Pine Bureau 

Douglas Fir P Mfrs 

National Lumber Manufac- 
turers’ Association 

Oak Flooring Manufacturers’ 
Association of the U. 8. 


ywood 


BUILDERS’ SPECIALTIES, 


GLASS 


Libbey-Owens-Ford Glass Co. 
Pittsburgh Plate Glass Co. 


HARDWARE—Builders’ 
Frantz Mfg. Co. 


INSULATING BOARD 
Armstrong Cork & Insulation 


Certain-teed Products Corp. 
Insulite Co., The 

Johns- Manville 

Stewart Inso Board Corp. 
Truscon Steel Company 
United States Gypsum Co, 
Wood Conversion Company 


INSULATION LATH 

Armstrong Cork & Insulation 
Co, 

Certain-teed Products Corp. 

Stewart Inso Board Corp. 

Truscon Steel Company 

United States Gypsum Co, 


LADDERS 


Babcock Co., W. W. 
Rowe Manufacturing Co, 


METAL LATH 


Continental Steel Corporation 
Truscon Steel Company 
United States Gypsum Co. 


NAILS 

Continental Steel Corporation 
American Steel & Wire Co. 
OVERHEAD GARAGE 
DOORS 


Crawford Door Company 
Frantz Mfg. Co. 

Majestic Company, The 
Paine Lumber Co.. Ltd. 
Rowe Manufacturing Co. 


PAINT—Aluminum 


Aluminum Company of 
America 


PAINTS—ENAMELS 
VARNISHES 


Certain-teed Products Corp. 
PLASTER BOARD 


Certain-teed Products Corp. 
United States Gypsum Co. 


ETC. 


PLYWOOD AND VENEERS 
American Plywood Corp. 
Collins Lbr, Co., John D. 
Douglas Fir Plywood Mfrs. 
Northwestern Cooperage & 
Lbr, Co., The 
Pacific Mutual Door Co. 
Red River Lbr. o. 
Robinson Mfg. C.» 
Sullivan Lumber Co. 
Washington Veneer Co. 


POSTS—Steel 


American Steel & Wire Co. 
Continental Steel Corporation 


PUTTY, for Wood, Steel 
Sash, Calking 


Parker & Sons Co., Ira 


ROOFING, SHINGLES, 
WAINSCOTING—Asbestos 


Carey Company, The Philip 
Certain-teed Products Corp. 
Johns-Manville 

SASH CORD 


Samson Cordage Works 
Silver Lake Company 


MACHINERY AND EQUIPMENT 


ELECTRIC MOTORS AND 
GENERATORS 


Allis-Chalmers Mfg. Co. 


ELECTRICAL WIRE AND 

CABLE 

American Steel & Wire Co. 

ENGINES 

Allis-Chalmers Mfg. Co. 

Electric Wheel Co. 

GLASS GRINDING 

MACHINERY 

Lange Machine Works, 
Henry G. 


GRADE MARKERS AND 
TRADE MARKERS 


Meyer & Wenthe 
INJECTORS, VALVES, 
STEAM PUMPS, PIPING 
Soule Steam Feed Works 


LOAD BINDERS 
American Logging Tool Co. 


LOCOMOTIVES, 
RAILS, ETC, 


CARS, 


Baldwin Locomotive Wks. 
Lima Loco. Works, Inc. . 


LOGGING EQUIPMENT 


Allis-Chalmers Mfg. Co. 
American Logging Tool Co. 
Caterpillar Tractor Co, 


CREOSOTE OILS, 
CREOSOTING, = ooD 
PRESERVATIVE 

LUMBER PRESERV ATIVES 


Ayer & Lord Tie Co. 


FINANCIAL 
American Credit Indemnity 
Co. of New York 


Associated Leaders of Lum- 


ber & Fuel Dealers of 
America 
Builders Commercial Agency 


Lumbermen’'s Credit Associa- 
tion 

FOREIGN BROKERS 

Richard Shipping Corp. 

HOTELS 


Benson 
Davenport Hotel Co. 
Roosevelt 


Cleveland Tractor Co., The 
Electric Wheel Co. 
Lindsey Wagon Co. 
Warren Axe & Tool Co. 


LOG HAMMERS 
Meyer & Wenthe 


LUMBER BUGGIES 
Electric Wheel Co. 


LUMBER CARRIERS 


Ross Carrier Co. 


LUMBER LIFTS 


Moore Dry Kiln Co. 
National Dry Kiln Co. 


LUMBER TRUCKS 
Electric Wheel Co. 


MECHANICAL RUBBER 
GOODS, HOSE, PACKING, 
ETC, 


Goodyear Tire & Rubber Co., 
The 


MOTOR TRUCKS, 
TRAILERS, TIRES AND 
ACCESSORIES 

Electric Wheel Co. 


Firestone Tire & Rubber Co., 
The 


INSURANCE 


Associated Lbr. Mutuals 

Lumbermen’s Mutual Cas- 
ualty Co. 

Rankin-Benedict Underwrit- 
ing Co. 


LUMBER PRESERVATIVES 
Curtin-Howe Corporation 


DuPont de Nemours Co., 
m. 


Inc., 


OFFICE BUILDINGS 
Metropolitan Building Co. 
OFFICE SUPPLIES 


Buck & Co., Frank R. 
Fisher, 8S. E. 


Ford Motor Co. 
General Motors Truck Co. 


Goodyear Tire & Rubber Co., 
he 


PORTABLE VARIETY 
SAW RIGS 


Crescent Mach. Co., The 
Paxson Company, The 


SAWMILL MACHINERY 
Bands, Circulars, Gangs, etc. 
Lath and Shingle Machinery 


Allis-Chalmers Mfg. Co. 


American Saw Mill Machin- 
ery Co. 
Crescent 


Mach. Co., The 


SAWMILLS—Portable 


American Saw Mill 
ery Co. 


Machin- 


SAWS, KNIVES, TOOLS 
Hoe & Co., Inc., R. 
Simonds Saw & Steel Co. 
Taylor, Stiles & Co. 
Warren Axe & Tool Co. 


STEAM FEEDS 


Allis-Chalmers Mfg. Co. 
Soule Steam Feed Works 


SOUND-DEADENING 
MATERIAL 

Insulte Co., The 

Stewart Inso Board Corp. 
Wood Conversion Company 


STAINED SHINGLES 
Weatherbest Stained Shingle 
Co. 


STEEL SASH, 

COAL CHUTES 
Majestic Company, The 
Truscon Steel Company 
Vento Steel Sash Co. 


WALL BOARD 
Certain-teed Products Corp. 
Insulite Co., The 
Johns-Manville 

Stewart Inso Board Corp. 
Wood Conversion Co, 


WOOD FILLER 


Parker & Sons Co., Ira 

STOKERS 

Allington & Curtis Mfg. Co., 
e 

TRACTORS 


Caterpillar Tractor Co. 
Cleveland Tractor Co. 
VENEER DRYING 
MACHINERY 

Moore Dry Kiln Co, 


WAGONS—Log 


Electric Wheel Co, 
Lindsey Wagon Co, 


WAGONS—Lumber 


Electric Wheel Co. 
Lindsey Wagon Co. 


WELDING WIRE 
American Steel & Wire Co. 


WIRE ROPE—WIRE ROPE 
FITTINGS AND SLINGS 


American Steel & Wire Co. 
Leschen & Sons Rope Co., A. 
Williamsport Wire Rope Co. 


WOODWORKING 
MACHINERY 


American Saw Mill 
ery Co. 

Atlas Manufacturing Co, 

Crescent Mach. Co., The 

Paxson Company, The 


Machin- 


AND SERVICES 


RUBBER STAMPS 
STENCILS 


Meyer & Wenthe 


SAP STAIN 
PREVENTATIVE 


DuPont de Nemours Co., 
BD. I. 


Inc., 


CREOSOTED PRODUCTS— 


Blocks, Timber, Poles, Cross 
Arms, Ties, Piling, Lumber, 
Ete. 


Ayer & Lord Tie Co. 
Booth-Kelly Lumber Co. 
Long-Bell Lumber Sales Corp. 


McCormick Lumber Co., C. R. 
National Lumber & Creosot- 
ing Company 


TREATED PRODUCTS— 


Railroad Ties, Poles, Piling, 
Timber Products, Lamber, 
Fence Posts 


Ayer & Lord Tie Co. 

Long-Bell Lbr. Sales Corp. 

National Lumber & Creosot- 
ing Company 


TRADING CHECKS 


Meyer & Wenthe 
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Maximum Hauling Power 
with 
Pacific Coast Type Shay Locomotives 


ACIFIC Coast Type Shay Locomotives haul 

heavy loads without difficulty. Their mul- 
tiple cylinder engines give an even, steady pull 
and assure uniform power which will haul heavy 
loads up steep grades, without slipping or 
stalling. 


The ability of Pacific Coast Type Shay Loco- 
motives to provide maximum hauling power is 
one of the outstanding reasons why they are 
better suited for lumber service than any other 
locomotive of equal weight. Write for catalog. 


LIMA LOCOMOTIVE WORKS, Incorporated 
Lima, Ohio 


West Coast Representative 


=tiMa 
i SHAY GEARED = 
First Avenue South at Hudson, SCOMOTIVES. 


Hofius Steel & Equipment Co 
Seattle, Washington 


Seuthern Representative 
Woodward Wight & Co., Ltd., 
Howard Ave. at Constance St., 

New Orleans, Louisiana 





60 East 42nd St., New York, N. Y. 
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LINDSEY 8-Wheel Log 
Wagons 


continue to do 
the job cheaper 
and better for 
the practical log- 
ger. 





For snaking and 

bunching use 

our Self-Loading 
Skidders. 





LINDSEY WAGON co. 


Sole Manufacturer 








LAUREL, MISS, 





Vest Pocket Ready Reckoner 


A useful vest pocket manual including a lum- 

pen Macon yr Pe standard sizes, log rules 
stimated weights of lumber and miscellaneous 

useful lumber tabulations. Prepaid, 50 cents 


American i aaiiabenl 





q 431 So. Dearborn St., CHICAGO, ILL. | 











TALLY SHEETS WITH 
WATER-PROOF LINES 






log of Other Supplies will 
be sent on request. 


FRANK R. BUCK & CO. 
2133 Kenilworth Ave., 









Forestry 








PUBLISH! 











= Loose Leaf Tally Books| | 


Sample Sheets, Price List and Cata: | | 


CHICAGO, ILL. 














Baldwin Loggers Reduce Maulage Costs 


EFORE ordering new power, whether for service in the woods or for long or 


short hauls on main lines, let us send our representative to advise you regard- 


ing types of locomotives to reduce your operating expenses. With our most com- 


plete facilities, we can design and build power without delay. 


THE BALDWIN LOCOMOTIVE WORKS, Philadelphia 
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